TECHNOLOGY DEPE, yy 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bidg. 


Ferd Official Testifies in Washington— 


T. O. Yntema, finance vice-president, 


Ford Motor Co., 


testified before the Senate 


Antitrust and Monopoly subcommittee that while wholesale prices of the largest-selling 


ferd four-door sedan rose 32.8 percent from 1948 through 1957, 
lebor rates went up 66.8 percent. The chart alongside Yntema was one 


the company's 
of many he 


wsed to document his testimony before the subcommittee, which is investigating the 
peas and and pricing policies of evto monviacturers. 


Midwest Output Share Up 
But East, Plains Slip 


By Martin L. Whitmyer | 
Staff Writer 

LTHOUGH the Midwest con-| 
tinues to produce nearly half of 
the cars assembled in the U. S. each 
year, decentralization of car- 
building operations during the last 
three years has caused some revo- 
lutionary changes in the other five 
manufacturing areas of the country. 


The Plains states, for instance, 


Car Production 
Rises to 111,000 


S. CAR manufacturers rolled 
* an estimated 111,240 units off 
the assembly lines last week for a 
66 percent increase over the pre- 
vious week's output of 104,362 cars. 
Last week's output, which was | 
MA pereent below the 147,163 | 
ears turned out during the same 
week a year ago, represented 87.4 
percent of Automotive News’ 
three-year index, compared with 
the 80 percent compiled on the 
previous week’s assemblies. 
Revised output totals for Dnctaer! 
(Continued on Page 61, Col. 3) 


which ran behind the Midwest 
and the East in total assemblies 


| during 1955 and 1956, were re- 


placed by the West as the third 
biggest car-producing area dur- 
ing 1957. The Plains states, which 
finished in fourth place, were 
followed by the South and South- 
west, respectively. 

Midwest states with a 2.15 
percentage-point gain over 1956, 
captured 48.85 percent of total 
factory output in 1957, compared 
with 46.70 in 1956 and 47.10 in 1955. 


* > * 


HE East finished in second 

place for the third consecutive 
year with 18.84 percent of total 
output in 1957. That, however, was 
a decline from both 1956, when it 
captured 20.40 percent of total 
assemblies, and 1955, when it pro- 
duced 19.40 percent of the cars 
assembled in the U. S. 

On a numerical basis, the Mid- 
west built 2,936,876 cars in 1957; 
the East, 1,152,912; the West, 637,- 
248; the Plains states, 589,480; the 
South, 550,045, and the Southwest, 
198,393 units. 

On an individual basis, the 20 
car-producing states finished in the 
(Continued orm Page 4, Col. 1) 

* 


DETROIT, FEBRUARY 10, 1958 


Entered as Beco >d Class Matter 
at the Postoffice.. Detroit, Mich. 


* * 


1, 
MBRARY. 


949585, 
oTy 


PUBLIC £ 
FEB 
Dt 


Romney Urges Ceiling 
On Auto Giants’ Size; 
Ford Bars Price Cuts 


Profits Too Low, 


Yntema Testifies 


UAW Demands Seen 
Fatal to S-P; AMC 


ASHINGTON.—Ford Motor Co. 

bluntly rejected dealer pres- 
sure for price cuts and union de- 
mands for a share of profits last 
week. 

Finance Vice-President T. O. 
Yntema, appearing before the Sen- 
ate Antitrust subcommittee, warned 
that. “substantial” cutbacks in 
prices and profits will kill off 
American Motors and Studebaker- 
Packard and cripple Ford and 
Chrysler, 

“Only General Motors,” Yntema 
said, “is making adequate prof- 
its in relation to the risks in- 
curred to qualify as a successful, 
going concern. 

“We at Ford must raise profits 
by some 50 percent to qualify. 
Chrysler must show even greater 
improvements. Far from being ex 
cessive, the profits in the auto 
mobile industry are not hig 
enough.” 

* 7 * 

ir WHAT amounted, to a dif- 

course on basic new-tar ecogo- 
mies, Yntema seared every 
of UAW President Walter Reuth- 
er’s profit-sharing demand and got 
off a critique of a price-cutting 
proposal by Carl E. Fribley, 1956 
NADA president. 

Yntema, representing Company 
President Henry Ford II before the 
Senate investigation, challenged 
Fribley’s claim that a $100-a-car 
price slash would boost volume one 
million cars a year. 

Reuther used the Fribley pro- 
posal as a cornerstone of the 

(Continued on Page 57, Col. 1) 


State-by-State Roundup of Car Output, 1955-57 ... 


Seagate! Trends in Auto Production 


Festtion, 
1957 
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Sewanee wo MSOVeOtIAUr OW 


* Three-way tie for 17th place. 
** Two-way tie for 13th place. 


Pet. Pt. 
Change, 
1956-57 


+164 
+0.22 
—0.32 
—O.11 
—0.17 
—0.22 
—0.47 
40.74 
—0.15 
—0.34 
—0.26 
+0.11 
—0.34 
+0.09 
—0.74 

0.08 

0.16 
+0.16 
—0.01 


Overall 
Position, 
1956 


Pet. of 
1956 
Output 
33.00 
10.20 
8.00 
6.90 
5.30 
5.20 
4.90 
3.10 
3.40 
3.00 
2.70 
2.10 
2.30 
1.50 
2.30 
1.40 
1.20 
1.10 
1.20 
1.20 


100.00 


*** Two-way tie for 18th place. 
**** Two-way tle for 10th place. 
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Overall 
Position, 
1955 


Pet. of 
1955 

Output 
34.10 
10.10 
8.10 
6.30 
5.20 
4.70 
4.40 
3.20 
3.60 
2.70 
2.10 
2.10 
2.80 
1.60 
2.80 
1.30 
1.40 


—_ 
WOAH We 


1.20 





Top Cars 


New-car, registrations for 11 
months, phus 23 states for De- 
cember: 


1957 
Pos. 


1—1,406,381 
2—1,361,669 
3— 571,384 
4— $70,318 
5— 847,728 
Go 


1956 
Pos. 


Make 
Ford 1,277,606— 2 
Chev. 1,475,960— 1 
Plym, 455,381— 4 
Buick 501,976— 3 
Olds. 413,884— 5 
Pontiac 339,757— 6 

260,257— 7 
207,202— 8 
124,579— 9 
101,794—10 
94,793—11 
67,329—13 
72,697—12 
40,358—14 

9,163—18 


_— 
Tk 
19— 
20— 
21— 


6,631—19 

24,332—16 

27,992—15 

11,358—17 

1,442—20 
86,996 

Total All Makes 

5,641,165 5,601,487 
Further details on Page 52. 


Used-Car Stocks 
At Highest Point 


In Two Years 
By Robert M. Lienert 


Associate Editor 


[sack stocks held by fran- 
chised dealers have risen to the 
highest point in two years, accord- 
ing to Automotive News’ estimates. 

With the average dealer’s sup- 
ply good for 42.2 days of selling 
as of Feb. 1, inventories were 
higher than they had been at any 
time since Jan. 1, 1956, when 
stocks represented a 43.6-day 
supply. 

An important factor in the cur- 
rent situation is the total absence 
of low inventories. For the first 
time in more than three years, 
not a single dealer reporting to 
Automotive News claimed to have a 
used-car inventory which he could 
clear out in 15 selling days or less. 

Normally, 10 to 20 percent of 
dealers responding in the used-car- 
inventory census fall in this cata- 
os. * * * 


GMALL BES stock reported for 
Feb. 1, among the dealers sur- 
veyed was a 21-day supply. In the 
past, stocks have ranged as low 
as two days’ supply (not counting 
dealers who wholesale all tradeins}. 

The inventory buildup comes as 
a result of a slow- winter in the 
used-car market. While nearly 
half of the reporting dealers this 
month said they had noticed an 
improved market, the gains have 
not been rapid enough or early 
enough to affect the Feb. 1 inven- 
tery count. 

On the basis of sales perform- 
ance in past years, dealers may 
expect stocks to climb still higher 
on March 1 before dropping quickly 
as the spring market moves in. 

This year, however, it appears 
that the end-of-winter stockpile 

(Continued on Page 6, Col. 3) 


AMC Chief Airs 
Breakup Plan 


No Price Collusion, 
Colbert Declares 


ASHINGTON.—George Romney 

has offered the Senate Anti- 
trust subcommittee a blueprint for 
breaking up General Motors and 
Ford Motor Co., the industry 
giants. 

In a statement prepared for de- 
livery last Friday, the American 
Motors president also urged 
“parallel dispersion of national 
union bargaining power.” 

He declared that the present ex- 
cess of power of both industry and 
the union in the auto business 
should be divided to increase com- 
petition and open the door to lower 
prices, higher employment and im- 
proved products. 

* * 7 

Asam, L. L. Colbert, Chrysler 

Corp. president, emphasized 
that there is no collusion among 
auto manufacturers in setting 
wholesale prices. The prices, he 
said, are the result of continuing 
studies of costs, competition and 
other factors. 

Colbert presented an outline of 
how prices are determined and 
assailed what he called “a long 
and persistent campaign by the 
United Auto Workers to force 
management to abdicate impor- 
tant parts of its responsibility to 
make business decisions.” 

In offering his splitup plan, Rom- 


Concluding testimony of Gen- 
eral Motors President Harlow H. 
Curtice is on Page 2. 


ney insisted that he was trying to 
increase competition, not reduce it. 
American Motors is “doing very 
well,” he said. 

He contended, however, that 
present antitrust and labor laws as 
they apply to the auto industry are 
inadequate to prevent abuses or to 
encourage either effective competi- 
tion, genuine collective bargaining 
or needed industrial teamwork. 

7 + * 
.OMNEY’S plan for splitting up 
giant corporations would re- 
(Continued on Page 58, Col. 1) 
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GM Dealer Net OK, 
Curtice Tells Quiz 


WASHINGTON.—General Motors 
dealer profits are “going very well,” 
according to President Harlow H. 
Curtice. 

Curtice made the statement in 
reply to questions asked during 
his appearance before the Senate 
Antitrust and Monopoly subcom- 
mittee. 

Senator Joseph C. O'Mahoney, 
Wyoming Democrat, said he had 
heard that most dealers last year 
were operating on profit margins 
of “considerably less than 2 per- 
cent.” 

“That may be true of some deal- 
ers or groups of dealers,” Curtice 
said. “But GM dealers are going 
very well.” 

Curtice fended off subcommittee 
quizzing on GM profits and prices, 
but he did assail UAW President 
Walter P. Reuther’s proposal for a 
consumer “fishbowl” panel on in- 
dustry price increases. 

“Price decisions,” he warned, 
“would be taken away from those 
who are held responsible for mak- 
ing them in our disclosure of very 
confidential information, which 
would be ruinous so far as free 
enterprise is concerned.” 


Curtice and GM Executive Vice- 
President Frederic G. Donner 
stoutly refused to break down GM 
division profits for the committee. 
However, they agreed to reveal 
automotive group profits for the 
past four years. 


“We still won't know what they 
make on a Chevrolet,” a subcom- 
mittee staff member lamented. 

Curtice was curt in turning down 
pricing data inquiries from Sub- 
committee Chairman Estes Ke- 
fauver. The GM chief said such in- 
formation was confidential and 
competitive. 

Kefauver and O'Mahoney sug- 


End of Downturn 
Near, Cole Tells 
Pittsburgh Group 


PITTSBURGH.—The current 
business decline is “very close to 
the bottom” and there will be some- 
thing like a “bargain-counter-rush” 
when the turn comes, E. N. Cole, 
Chevrolet general manager, told 250 
dealers here. 

He explained his “bargain- 
counter-rush” remark by saying 
that he believes customers will 
recognize simultaneously that in- 
ventories are low. Inventories gen- 
erally are still declining, he said. 

Discussing the small-car situa- 
tion, Cole said that if Chevrolet 
built a small car, it would have to 
be priced 10 percent below the 
current price leader. That seems 
to be impractical, he said. 

He noted that the Impala models 
are outselling the Delray series al- 
though Impalas are $400 to $700 
higher. Delrays account for only 10 
or 11 percent of Chevrolet sales, he 
said. 

Cole predicted that 5.8 million 
new cars will be sold in the U. S. 
this year, including some 300,000 
‘imported models. However, not all 
of the imports will be in the small- 
car class, he said. 

The Pittsburgh gathering was 
one of 10 Midwest dealer meetings 
which Cole will address by Feb. 19. 
Similar meetings in other parts of 
the country are being conducted by 
W. E. Fish, general sales manager, 
and K. E. Staley, Fish’s executive 
assistant. 


VW’s Antitrust Reply 


Delayed Until March 


NEW YORK. —V n of 
America, Inc., and 14 U. 8S. dis- 
tributors have received an ex- 
tension to March 14 for a reply 
te an antitrust suit filed by the 
Government, attorneys for the 
distributors said. The reply was 
to have been made Jan. 30. 

The suit charges illegal price- 
fixing and restrictive practices in 
ee ee So 








gested that the subcommittee study 
ways to split up GM, with the lat- 


ter expressing support for a splitoff 
of General Motors Acceptance 


Corp. 

Senator Everett M. Dirksen, Illi- 
nois Republican and another sub- 
committee member, objected to the 
Democrats’ proposal. 


“There’s too much of a tendency 
to think that bigness in itself is 


bad,” Dirksen said. 

Curtice denied a Kefauver 
charge that GM’s bigness allows 
the company to squeeze competi- 
tion in lean years by “carrying” 
profitiess divisions with money- 
making operations, 

Since 1946, Curtice said, none of 
GM's auto divisions had operated 
at a loss. Two non-automotive divi- 
sions have lost money in recent 
years, but Curtice declined to iden- 
tify them or say when the losses 
occurred. 

The GM chief also stymied sub- 
committee efforts to find out how 
many manhours were spent pro- 
ducing GM cars. Dr. John Blair, 
subcommittee economist, then esti- 
mated that it took 135 manhours, 


and that the 1958 labor cost was) 


$404 a unit, up from $392 in 1957, 


while materials costs were down) 


$3 a car. 

At this point, Donner objected 
that the subcommittee’s figures did 
not apply to GM. Curtice said in his 
prepared statement that the mate- 
rials cost of a composite GM car 
had increased $35 from 1957, includ- 
ing freight. 

Curtice asserted that competi- 
tion in the auto industry is “as 
keen as it ever was.” He fore- 
saw no increase in competition 
or sales through any GM splitup. 
A centralized GM, he explained, 

makes available to all divisions 


financing, styling, engineering, pub-| 


lic relations and other services. 
“All the companies are selling as 

many cars today as can be sold,” 

Curtice said. “People are being cau- 


tious. They are not as willing to) 


buy as in previous years.” 


Kefauver wondered whether) 


prices were a factor. 
“I don’t think so,” Curtice said. 
“It's a matter of caution. I think 
(Continued on Page 58, Col. 4) 


Common Stocks 
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First Ramblers Attract Crowds— 


The first Rambler Americans delivered in Wisconsin were purchased by the First 
Wisconsin National Bank of Milwaukee. The cars were put on display in front of the 
bank and were viewed by thousands of people. M. L. Kuehn & Sons (Rambler), Mil- 
waukee, delivered the cars to William G. Brumder, president and chairman of the 





By Frank Gawronski 
Staff Writer 
DETROIT. — American Motors 
“feels assured of a substantial pro- 
fit for 1958,” stockholders were told 
at their annual meeting last week. 


“While it is too early to know 
the exact results for January, op- 
|erations continue to be well in the 
black,” George Romney, AMC presi- 
dent, said. 

“For the year as a whole, there 

is every indication that we should 
| do considerably better than break 
even,” he said. “Our earnings for 
the year should more than cover 
| tax credits that expire next Sep- 
| tember.” 

These credits, according to Rom- 
ney, will amount to $6 million and 
profits will substantially exceed 
that level. 

As a result of the company’s im- 
proved condition, Romney said, the 
firm’s working capital has contin- 
ued to increase. 

Romney noted the AMC showed 
a profit of $4,948,736 for the fiscal 
year’s first quarter, which ended 
Dec. 31. Sales for the period were 
more than $118 million, an increase 
of one-third above sales in the 
same quarter of the previous year. 

“We do not expect to maintain 
the earning rate of the first quar- 
ter, since the final quarter cus- 
tomarily absorbs the heavier 
expenses of the year,” Romney 
said. 





“Our automobile production dur- 
ing the quarter totalled 41,492 units, 
an increase of 48 percent over the 




















Business Barometer 


Automotive News Economic Index — 
97.3 Percent of Last Week 
91.3 Percent of Like Week Last Year 


Bebe Breese 6 oi ccc ccssccese 104,362 97.1 74.3 
ee 18,272 100.0 78.4 
Auto Registrations—'57 cumulative 5,641,165 100.7 
Truck Registrations—'57 cumulative 812,209 ave 96.1 
Steel Production—Tons ......... 1,459,000 97.5 58.7 
Lumber Production—Board Feet.. 220,542,000 98.5 99.5 
Paperboard Production—tTons.... 244,049 91.5 88.2 
Soft Coal Output—tons ........ 8,300,000 98.2 81.6 
Oil Refinery Output—Borrels . 48,813,000 97.0 91.5 
Electric Output—Kilowatt hours .. 12,399,000,000 100.0 99.9 
Barometer Freight Car Loadings 318,714 95.6 80.8 
Department Store Sales Index .. 93 91.2 96.9 
Stock Market Price Index ..... 308.4 99.9 93.5 
U.S. Government Spending 

—Fiscal year to date ........... $47,608,240,000 none 108.3 
Commercial and Industrial Loans $30,419,000,000 98.4 101.7 
Savings Deposits .............. $24,592,000,000 100.4 110.0 
Used-Car Prices—Average........ $1,006 99.2 102.5 
Business Failures ............... 326 97.9 101.9 


(Feb, 10, 1958) 
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AMC to Continue in Black, 
Romney Tells Stockholders 


28,021 cars built in the comparable 
quarter a year ago. 

“In January, Rambler production 
reached the highest level since in- 
troduction of the first modern 
Rambler in 1950. Output totalled 
16,311 cars, bringing Rambler pro- 
duction for the model year to date 
to 67,643 units. This is more than 
double the 33,532 Ramblers built up 
to this time in the previous model 
year. 


“On the basis of present fore- 
casts,” Romney said, “we expect to 
continue production throughout the 
second quarter at approximately 
the current level of 3,700 Ramblers 
a week.” 


In spite of the company’s im- 
proved position, Romney said, AMC 
is prevented by. terms of the cur- 
rent credit agreement with lenders 
from paying dividends in the 1958 
fiscal year. 

“The management is doing 
everything in its power to restore 
corporate earnings to a level 
which will permit the earliest 
possible resumption of dividend 
payments,” Romney said. 

When asked if he still planned to 
give a $100 rebate if American 
Motors sold 180,000 cars in 1958, 
Romney said “no firm commitment 
has been made” regarding the re- 
bate plan. 

“Any price rebate proposal would 
have to start with the elimination 
of excessive labor costs and would 
have to depend on a cooperative 
program with suppliers, dealers and 
employes,” Romney declared. 
“Although I have heard from the 
«Continued on Page 62, Col, 1) 





1,100 Lives Spared 
As ’57 Traffic 
Toll Drops 3 Pct. 


Mileage Death Rate 
Lowest in History, 
Safety Council Says 


CHICAGO.—A saving of 11% 
lives in 1957 and the lowest mileage 
death rate in the nation’s history 
were reported by the Nationa 
Safety Council. 

The highway death total was 
38,500—3 percent below the tol] 
of 39,628 in 1956. 

The 1957 mileage death rate 
(deaths per 100 million Vehick 
miles) was 5.9. The previous alltime 
low was 6.3 in 1956 and 1954. 

Every month of 1957 except 
August, showed a drop or no change 
in traffic fatalities from the corres. 
ponding month in 1956. 

The drop of 1,100 in traffic deaths 
was the second largest since World 
War II and was surpassed only by 
a decrease of approximately 2,40 
deaths in 1954. 

December deaths totalled 3,710, 
a 4 percent drop from 3,858 in 
the corresponding month of 19% 
and a saving of approximately 
150 lives in a month that tradi- 
tionally brings peak danger on 
the highway. 

“The 1957 record is, of course, 
definitely encouraging,” said the 
Council. “It reflects an unmistake 
able improvement in traffic be 
havior and enforcement. 

“One year does not make an era 
of safer traffic. But 1957 could well 
be the turning point in the war on 
traffic accidents. It is significant 
that the improvement was attained 
in the face of a 4 percent rise in 
motor-vehicle travel.” 

Of 48 states reporting for 
December, 22 showed increases, 25 
had decreases and one reported 
no change. 

For the entire year, 30 states had 
decreases. They were: 

Montana, 21 percent; Idaho, 8 
percent; Kansas, 15 percent; North 
Dakota, 13 percent; Michigan, ll 
percent; Missouri, 11 percent; Fior- 
ida, 11 percent; Georgia, 11 per 
cent; South Dakota, 11 percent; 

Colorado, 10 percent. 

Tennessee, 9 percent; Wyoming, 
9 percent; Massachusetts, 7 pet 
cent; Louisiana, 7 percent; Ala 
bama, 6 percent; Mississippi, 6 per- 
cent; Pennsylvania, 5 percent; In 
diana, 5 percent; Arizona, 5 per 
cent; California, 4 percent. 

North Carolina, 4 percent; Wis 
consin, 4 percent; Nebraska, 4 per- 
cent; Maine, 4 percent; New Hamp- 
shire, 4 percent; Texas, 3 percent; 
Illinois, 2 percent; Iowa, 1 percent; 
Connecticut, 1 percent, and New 

York, less than .5 percent. 

Of the 625 reporting cities, 248 
had fewer deaths in 1957 than in 
1956, exactly the same number re 
ported increases, and 129 had no 
change. 

































































Teaching Teachers— 


assistant treasurer of the company. 


Myer Motor Co., Inc. (Dodge-Plymouth), Norristown, Pa., turned its showrooms into 
classrooms during the annual Business-Education Conference of the Montgomery 
County Chamber of Commerce. The firm invited the above teacher group which turned 
into a student body as the dealership staff lectured on service, financing, advertising: 
selling and other appropriate subjects during the teacher's six-hour visit. With the 
teachers are Thomas Dolan, left, Dodge district manager, and R. W. Marberger jt 
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| ts Dealer Forum 


by Robert M. Finlay 


TATISTICS on the number of 
S youngsters who get in trouble 
with the law in connection with 
automobiles is frightening in one 
sense. 

Let Carl Lane, veteran manager 
of the Connecticut dealers associa- 
tion, says that it points up the 
romance of the auto business. 

The attraction of the auto is 
all but irresistible to youth. 
Problem is to channel the attrac- 
tion into legitimate uses, Dealers 
who succeed in this, serve their 
fellow men as well as themselves. 

Some dealers cooperate with 
schools in auto mechanic courses. 
Others earn the heartfel thanks of 
parents in their communities by 
letting youngsters work under 
supervision on their cars in the 


Chaffin Endorses 
Tax Relief Bills 


House Committee 
Hears Testimony 


WASHINGTON. — NADA Presi- 
dent Dean Chaffin was a principal 
witness Thursday before the House 
Ways and Means committee con- 
ducting public hearings on amend- 
ing the Federal tax structure. 

Chaffin gave special support to a 
bill introduced by Rep. Thomas 
Curtis, Missouri Republican, de- 
signed to permit dealers and other 
business men to take a tax deduc- 
tion on additional investments they 
made in their business in the form 
of depreciable assets and inventory. 

Maximum deductions would be 
$30,000 annually or 20 percent of 
the businesses’ net income which- 
ever is less. 

Another section of the Curtis 
bill would ease the requirements 
relating to payment of the Federal 
estate tax, through issuance of tax 
anticipatory certificates. 

The measure, he said, “would 
stimulate the growth of all small 
business by encouraging the re- 
investment of earned income.” 

Chaffin also endorsed bills ex- 
empting dealer reserves from tax- 
ation and exempting cars loaned fo 
driver training programs from 
excise taxes. 


Idaho Deal Is Scene 
Of 2nd Fire in 2 Years 


LEWISTON, Ind. — The second 
fire in two years caused more than 
$50,000 damage to the garage facili- 
ties of Lewiston Motor Co. (Dodge- 
Plymouth). 

The firm’s showroom was de- 
stroyed in a $50,000 blaze in Jan- 
uary, 1956. 
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dealership during times when the 
shop is closed. 

Here’s a tip from a dealer who 
gets good mechanics out of voca- 
tional schools: 

“I don’t take just any kid from 
the school. I take an interest in 
the program, get to know the in- 
structor and look for the brightest 
kids. I pay a little extra to keep 
the top youngsters interested, but 
it is worth it.” 

> * aa 


Tough Policy 


TH regard to law breakers, 

Tom Braden, Denver dealer 
manager, was telling of the tough 
dealer-salesman licensing law in 
his city. 

Anyone who wants to sell cars 
or deal in them in Denver has to 
be mugged and fingerprinted. 

Sounds drastic, but Tom says 
Denver dealers were so determined 
to keep questionable characters out 
of their business that they agreed 
to it. 


Double Talk 


OUBLE talk is the ruination of 

this business says John O. 
Hofbauer, manager of Louisiana 
dealer association. He points out 
that stories in the Dec. 16 issue of 
Automotive News quoted two GM 
executives on opposite sides of the 
same question (in spirit if not in 
so many words). 

Ivan L. Wiles, former executive 
vice-president of GM in charge of 
dealer relations, was quoted as say- 
ing dealers should study super- 
market merchandising. 

Hofbauer says the “key prin- 
ciple and sustaining factor of 

supermarket operation is self- 
service. That is, buffet-type serv- 
ice. Help yourself.” 

Then W. F. Hufstader, distribu- 
tion vice-president and Wiles suc- 
cessor in dealer relations, was 
quoted as telling the Utah dealers’ 
annual meeting that they had en- 
gaged in buffet selling in the post- 
war period and now should go out 
and do a real selling job. 

Hofbauer adds: “In my youth I 
was an idealist. Then I was a 
realist. Now I am a super realist. 
This talk is double talk.” 
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More Than Equipment 


AKES more than row of 

equipment and men in shop 
uniform to make money on serv- 
ice, said John E. Wolf, founder of 
the Wolf service plan, during a 
chat at the NADA convention. 

For the first few years, Wolf 
said, dealers have been on the 
volume-theory kick. They neglected 
service while lost on that dead-end 
street. Lately, however, Wolf has 
noted a trend for more dealers to 
go the safe and solid service route. 

He cautions dealers to find out 
which service departments pay and 
which do not. For example, compe- 
tition makes lubrication a losing 
proposition. 

But it is valuable to the dealer 
as a feeder to his other depart- 
ments. Unless the dealer uses 
lubrication as a feeder, he’d be 
better off without it. 

Aim at getting the most out of 
service by knowing the potential 
of each department. Some bring the 
dealer good will and new car sales. 
Some feed the money-making de- 
partments. Some make the money 
for the dealer. Each is important 
in its way, but it pays to know what 
you are doing, Wolf emphasized. 

= * * 


What Price Class? 


OPP thing. Generally, Chevrolet 
was touted at the NADA con- 
vention as the hot car. But a 
Chevrolet-Oldsmobile dealer said 
out his way the Olds was hot and 
the Chev was sticking. 

How come? 

“Well,” said the dealer, “many 
people still think of Chevrolet as 
a low-priced car. Then when they 
fall for the Impala and learn it 
comes for about $3,600 they get 
lost.” 
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Some Dealers Turn Up Live Ones... 
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Knocking on Tombstones in L.A. 


By William Carroll 
Staff Correspondent 

OS ANGELES.—Like a stubborn 

woman, automobile business in 
Los Angeles’ metropolitan area of 
more than six million persons re- 
fuses to show a spark of passion 
for honeyed words or the biggest 
gift. 

This is the area where per- 


\'\ 


~~ 


Jackson Shows Off New Models— 


sonal income for 1957 is esti- 
mated at nearly $16 billion, 
where retail sales gained 5% per- 
cent over 1956, and total employ- 
ment for December, 1957, was 
only one-half of one percent un- 
der total employment for Decem- 
ber, 1956, 

But people are just not buying 
cars. Over 40 dealers in the area, 


representing every American make, 
were interviewed. On one thing 
they agree: Business isn't what it 
has been in the past, and what 
business they are doing is hard to 
get. 

Said one harried sales manager, 
“Scratch hell! We're knocking on 
tombstones to find a few live ones 
someone else might have missed.” 

* oa oa 
| | pee sales have been sagging 
steadily since the first month of 
57, when 1,468 cars were regis- 
tered. They hit bottom in October, 
with 828 units sold. 


January, 1958, was good for one 
dealer, who moved the same 
number of units as last year. But 
he’s the exception. In the first 20 
days of January, one dealer 
moved 12 cars, compared with 21 
in the 1957 month. Another man 
sold 23 for ’58, against 39 last 
year. 

In explanation, one sales man- 
ager said, “As you know, late-model 

trades are not worth within $300 
of the same stuff (previous year 
model) last year, so not only are 


.| we going into the deal on the short 


i end (plus a price rise on the new 





More than 21,000 persons attended the first auto show ever held in Jackson, Miss. 
This is a general view of the exhibits. Proceeds of the show, sponsored by the 
Jackson Automobile Dealers Assn. and Exchange Club, went to the latter for its 


youth activities. 





cars) but the customers are stuck 
with minus equities. 

“We try to stretch it, but they 
just have no way to go.” 

One deal finds its current sales 
bouncing along with 50 percent of 
the deals being for cash, which 

(Continued on Page 59, Col. 1) 








‘Dealer of Year’ Title 
Goes to Englander 


CLEVELAND. — Arthur Eng- 
lander, who sold his first car in 
1908, has been named “Dealer of 
the Year” by the Cleveland Auto- 
mobile Dealers Assn. Englander 
is a Rambler dealer. 


David L. Blaushild (Chrysler) 
has been installed as CATA 
president, succeeding E. Peerce 
Lake (Buick). Other officers are 
William M. LaRiche (Ford), first 
vice-president; Joseph A. Dever 
(foreign cars), second vice- 
president, and Charles S. Fuller 
(Oldsmobile), treasurer. 


Milner to Erect 
12-Story Building 
In Little Rock 


LITTLE ROCK, Ark. — R. E. 
Dumas Milner, Jackson (Miss.) in- 
dustrialist who owns auto dealer- 
ships in six states, has announced 
plans to construct a $2,577,000 office 
building and parking deck in down- 
town Little Rock. 

The structure will have 99,750 
square feet of rental-office area on 
12 floors, plus a two-story retail 
store section with 25,500 square feet 
of floor space, There also will be a 
two-story parking deck and base- 
ment space to accommodate 500 
cars. 

It will be the first large office 
building constructed in the down- 
town area since 1929. 

Milner, who owns Dumas Milner 
Pontiac here, also is building office 
structures in other Southern cities. 
Milner also has interests in bank- 
ing, insurance, newspaper, service 
garage and export operations. 


3 Oregon Units 
Choose Officers 


EUGENE, Ore.—Harry Kendall, 
a Ford dealer, has been elected 
president of the Eugene-Springfield 
New Car and Truck Dealers Assn. 
Other officers are Cecil Beck, vice- 
president, and Joe Romania (Chev- 
rolet), secretary-treasurer, both of 
Eugene. 

Heading the Klamath Automo- 
bile Dealers Assn. are three Klam- 
ath Falls men. W, J. Cunningham 
is president; George Dugan (Chev- 
rolet) is vice-president, and R. E. 
Kenny, First National Bank of 
Portland, is secretary-treasurer. 

The Central Oregon Automobile 
Dealers Assn. elected Ed Dorn 
(Buick), Prineville, president, and 
James H. Jackson (Chevrolet), 
Prineville, secretary-treasurer. 





Dealer’s Recession Aids: 
Cut Costs or Hike Volume 


By L. H. Houck 
Staff Correspondent 

KANSAS CIT Y.—Present busi- 
ness storm signals convey more 
meaning to the dealer who experi- 
enced the 1929 debacle and who 
subsequently weathered the depres- 
sion years. 

C. J. Michael, owner of Michael 
Motors, Inc. (Studebaker- 
Packard), who did that, sees 
many similar trends. 

“Our own business volume has 
been good in both new and used 
cars,” Michael told Automotive 
News, “and our January new-car 

sales are substantially greater than 
last year, but we can’t shut our 
eyes to signs of distress that are 
popping up.” 

When a dealer sees a recession 
ahead what should he do? 

“There are only two things he 
can do,” Michael said. “One is to 
trim expenses to meet the volume. 
If this has already been done, then 
volume must be increased to cover 
which would mean that some deal- 
ers would further decrease the 
new-car price. 

“A dealer might already have 
$50 to $60 charged to the car 
from floor-planning and it could 
mean better business for him to 
sacrifice the new car to get a 
used car that could more readily 





be sold at a profit.” 


Michael said, if the signs are 
right and the present recession 
continues, that he expects to see 
dealers making greater allowances 
to customers for their trades and 
more dealers taking their loss 
earlier in the year. 

Such a situation, according to 
Michael, may tend to increase the 
selling prices of used cars. A dealer, 
finding his costs mounting on the 
new-car under floor planning, may 
need to move it at invoice plus his 
accrued charges to relieve himself 
of this load. This puts his money in 
a used car that will be a lot cheaper 
to hold for a buyer. 

Michael said there was already 
evidence of this in some of the 
metropolitan areas, where dealers 
are evidently taking their loss in 
January. 

“Registration figures do not in- 
dicate any great buying surge on 
new cars,” Michael said, “while 
production figures and factory sales 
figures indicate that new cars are 
moving along normally. 

“The fact is that in the case 
where factories are appointing 
new dealers and stocking each 
one with 10 cars, the sales figures 





go up and make a pretty picture. 
But these stocks are in the hands 
of the dealers. They may remain 
there for several months and may 
even become distressed. 

“So the important figure is the 
number of new cars in the hands of 
owners—registrations—that’s what 
counts and tells the story today.” 

Michael has been in business for 
the last 35 years. He reports a drop 
in service business but new-car 
sales are holding up well with the 
accent on the six-cylinder models. 


“Most new-car buyers are def- 
initely in an economy mood,” 
Michaels said, “and they are more 
interested now in miles per gallon 
than they have been in a long time. 

“We have a number of people 
out of regular employment that 
will probably be called back, if 
the pump gets a good priming. 
But these people are not going 
out on a limb for a new car until 
they are assured of steady em- 
ployment and a means for mak- 
ing the payments. 

“Of course, these prospects are 
in the minority but they must be 
considered. Often their pessimistic 
thinking scares off other prospec- 
tive buyers and deals that are 
under way are postponed.” 








Dramatizing a Sale— 


Whenever a sale is closed at Southtown 
Motors, Inc. (Ford), Kansas City, a patio 
bell, mounted on the sales floor, is rung 
vigorously to dramatize the event. Accord- 
ing to the dealership, it impresses the 
prospects who are in the showroom at 
the time. Bob Murphy, crew sales man- 
ager, rings the bell for the latest sale. 
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But East, Plains States Slip... 
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Midwest Output Share Rises 


(Continued from Page 1) 


following order: Michigan, 2,117,601; 
California, 637,248; Missouri, 469,- 
368; New Jersey, 415,466; Georgia, 
313,768; Wisconsin, 304,401; New 
York, 270,842; Indiana, 234,889; 
Texas, 198,893; Maryland, 162,912; 
Ohio, 149,209; Delaware, 135,371; 
Kansas, 120,112; Illinois, 97,389; 
Massachusetts, 95,625; Kentucky, 
90,444; Minnesota, 83,387; Tennes- 
see, 77,007; Pennsylvania, 72,696, 
and Virginia, 68,826. 

A total of 6,115,454 cars was pro- 
duced by all states during 1957. 

+ * = 


as individually, Michigan 
again led the nation with 34.64 
percent of calendar-year output, or 
a 1.64 percentage-point gain over 
1956, when it captured 33 percent 
of total U. S. output. The hub of 
the auto industry, however, lost 
ground from 1955, when it produced 
34.10 percent of all cars. 

Of the 10 largest car-producing 


+ + * 


How Each Geographical Section Fared . . . 


U. S. Car Output by Areas — '55.'57 


Pct. of 
1957 
Total 


Pet. of 
1956 
Total 
46.70 
20.40 
10.20 
10.30 
9.00 
3.40 


100.00 


WASHINGTON.—The amount of 
retail auto credit outstanding fell 
off by $46 million during December 
and stood at $15,496 million at the 
end of the month, the Federal 
Reserve System reported. 

It was the second successive 
monthly decline after nine con- 
secutive monthly increases in 
credit outstanding. 

The drop compared with a decline 
of $10 million during December of 
1956. For 1957 as a whole, auto 
credit outstanding climbed by $1,037 
million to reach the $15,496 million 
figure at year’s end. The Dec. 31 
total was the lowest since the Aug. 
31 figure of $15,490 million. 

While auto credit was falling in 
December, nearly every other type 
of consumer credit was rising. 
Total consumer credit outstanding 
stood at $44,798 million at the end 
of December, a gain of $1,268 
million for the month and an in- 
crease of $2,701 million in the full 
year. 

Sharpest increases during the 
month were shown by consumer 
goods paper covering other than 
auto purchases (up $409 million) 
and charge accounts (up $625 
million). 

Of the auto credit outstanding on 
Dec. 31, commercial banks had 
extended $6,389 million, a drop. of 
$11 million during the month but 
a gain of $663 million for the full 
year. 

Sales finance companies held 
$7,470 million in auto paper at the 
end of December, a drop of $40 
million during the month and an 
increase of $187 million during the 


year. 
Other financial institutions held 





Future Tires May Use 
Atom-Treated Silicone 


WASHINGTON. — Silicone 
treated with atomic rays may be 
used eventually in a new type of 
tire, 

Dr. Milton Burton, a chemist 
at the University of Notre Dame, 
told a Senate-House Atomic sub- 
committee that the material 
might be developed into- a tire 
which would be more heat- 
resistant than ordinary rubber 
tires. 





100.00 


Auto Credit Total Drops 
For 2nd Successive Month 





states—Michigan, California, Mis- 
souri, New Jersey, Georgia, Wis- 
consin, New York, Indiana, Texas 
and Maryland—only Michigan, 
California and Indiana showed 
percentage-point gains over the 
previous year. 

California captured 10.42 percent 
of total output in 1957 to pick up 
0.22 percentage points over 1956. 
Indiana produced 3.84 percent of 
total U. S. output in 1957 to pick 
up 0.74 percentage points over 1956 
and edge out Texas for the eighth 
spot in total assemblies. 

~ + * 
eo states that picked up 
percentage ground in 1957 were 
Delaware, (0.11); Illinois, (0.09); 
Kentucky, (0.08); Minnesota, (0.16), 
and Tennessee, (0.16). 


States showing numerical in- 
creases over 1956 were: Michigan, 
up from 1,916,899 to 2,117,601; Cal- 
ifornia, up from 593,177 to 637,- 
248; Missouri, up from 465,398 to 


* * > 


Pet. of 
1955 
Total 

47.10 

19.40 

10.10 

10.90 
8.90 
3.60 


Gain or 
Loss 
1956-57 


2.15 


Gain or 
Loss 


1955-56 


0.40 
1.00 
0.10 
0.60 
0.10 


1955-57 


1.75 
0.56 
0.32 
1.26 


$1,108 million in auto paper, an 
increase of $7 million during the 
month and $160 million for the 
year. 
Auto dealers held a total of $529 | 
million in auto paper at the end 
of the year, a drop of $2 million) 
during December but a gain of $27 | 

million for the year. 
. > > 


Short-Term Interest Cut 
Sixth Time Since Fall 


NEW YORK.—Commercial paper 
rates were cut by one-half percent 
across the board by major finance 
companies last week. The rates 


469,368; New Jersey, up from 
402,321 to 415,466; Georgia, up 
from 309,584 to 313,768; Wiscon- 
sin, up from 299,733 to 304,401; 
Indiana, up from 176,687 to 234,- 
889; Texas, up from 198,807 to 
198,893; Delaware, up from 122,- 
473 to 135,371; Illinois, up from 
87,660 to 97,389; Kentucky, up 
from 81,735 to 90,444; Minnesota, 
up from 67,500 to 83,387; Tennes- 
see, up from 61,609 to 177,007; 
Pennsylvania, up from 69,768 to 
72,696, and Virginia, up from 67,- 
024 to 68,826 units. 

Off numerically in car output 
from 1956 were New York, down 
from 283,123 to 270,842; Maryland, 
down from 175,456 to 162,912; Ohio, 
down from 156,830 to 149,209; Kan- 
sas, down from 133,246 to 120,112, 
and Massachusetts, down from 
132,334 to 95,625 units. 

+ * * 

TATES that climbed in the over- 

all standings were Indiana, up 
from 9th to 8th place; Delaware, 
up from 14th to 11th; Illinois, up 
from 15th to 14th, and Tennessee, 
up from 20th to 18th. 

States that did not change 
their positions from the previous 
year were Michigan (1), Cali- 
fornia (2), Missouri (3), New 
Jersey (4), Wisconsin (5), New 
York (7), Maryland (10), Ohio 
(11), Kentucky (16) and Minne- 
sota (17). 

Those states that dropped in the 
standings during 1957 were Texas, 
from 8th to 9th; Kansas, from 12th 
to 13th; Pennsylvania, from 17th 
to 19th, and Virginia, from 17th to 
| 20th. 

Massachusetts lost the most per- 
centage points from 1956 and also 
has dropped the most in the stand- 
ings over a three-year period. 

> Ed > 


= Bay state turned out 1.56 
percent of total output in 1957 
to finish in 15th place, as compared 
with 2.30 percent and a 13th place 
finish in 1956, and 2.80 percent and 
a 10th place finish in 1955. 

Second biggest loser over the 
three-year period was Kansas, 
which sank 0.34 percentage points 
in overall output and three posi- 
tions in the state-by-state stand- 
ings. 

Kansas turned out 1.96 percent of 
total U. S. output for a 13th place 
finish in 1957, compared with a 10th 
place tied with Massachusetts and 
2.80 percent of total output in 1955. 
Kansas also lost 0.34 percentage 
points from 1956, when it turned 
out 2.30 percent of total U. S. pro- 
duction. 

Biggest climb over the three-year 
period was registered by Maryland 





show the interest paid by finance 
companies to obtain short-term 
money through commercial paper) 
sales. 


The most recent reduction was) 
the sixth and largest since the 
money market began easing in 
mid-November. The six reductions | 
total 1% percent. 


Auto Loan Delinquencies 


Show Increase in Month 


NEW YORK.—<Auto loan delin- 
quencies went up in December, 
according to a survey by the Ameri- 
can Bankers Assn. 


On loans obtained directly from 
banks, delinquencies stood at .872/| 
percent of all such loans outstand- 
ing on Dec. 31. A month earlier the 
figure was .786 percent. 

On loans obtained through deal- 
ers but held by banks, delinquencies 
amounted to 1.524 percent at the 
end of December, compared with 
1.435 percent on Nov. 30. 


For loans obtained directly from 
banks, .572 percent were delinquent 
30 to 59 days on Dec. 31, another 
-160 percent were 60 to 89 days be- 


hind and .140 percent were delin-| 


quent 90 days or more. 


Loans obtained through dealers 
showed 1.103 percent delinquent 30 
to 59 days, .277 percent for 60 to 
89 days and .144 percent for 90 days 
or more, 

Delinquencies on other types of 
bank loans—personal, home im- 


$925°; 


and Ohio, which jumped two posi- 
tions each. 





hoven. 
= * = 


Dutch Firm Displays Small Car— 


The first small cor built in The Netherlands goes on display this week at an avi 
show in Amsterdam. It is a two-door sedan with a unitized body and a two-cylinder, 
22-horsepower engine. The manufacturer is von Doorne Automobielfabriek (DAF), Eind. 














* * * 


New Dutch Sedan Features 
Unit Body, 22 Horsepower 


AMSTERDAM, The Netherlands. 
—Visitors at the auto show which 
opens here Thursday (Feb. 13) will 
see the first car built in Holland 
in nearly 50 years. The manufac- 
turer is van Doorne Automobiel- 
fabriek (DAF), of Eindhoven. 

The car is scheduled to be 
available next fall. It is a two- 
door sedan with a unitized body 
and is powered by a two-cylinder, 
four-cycle air-cooled engine 
which develops 22 horsepower 
and displaces 36 cubic inches. 

Other features are a centrifugal 

clutch and automatic “Variomatic” 
transmission employing V belts. A 
standard and a deluxe model will 
be built, and the standard is ex- 
pected to be priced at $1,050 (in- 
cluding heater) in Holland. 

While this is van Doorne’s first 
venture into the passenger-car 
field, the company has been build- 
ing medium-sized trucks since 1950. 
The firm also produces trailers, 
semitrailers and specialized ve- 
hicles. 

The four-passenger car has a 
wheelbase of 81 inches and is 142 
inches long and 56 inches wide. 
Power is transmitted to the rear 
wheels by a centrifugal clutch and 
two pairs of variable-diameter 
pulleys connected by a V belt. 

Centrifugal weights and engine 
vacuum control the diameter of 
the driving pulleys, and the diam- 
eter of the driven pulleys is 
governed by spring and belt ten- 
sion. 

Front and rear suspension are 


Used-Car Bulletin from Detroit .. . 


Feb, 5 


(Very wet and snowy weather. 
More clean cars are needed. A good 
percentage sold out of 268 offerings.) 
BUICK—’57 Century sedan, $2,040* 

(ps); Super 2-dr., $1,990° (ps). °56 

Special sedan, $1,250°; club coupe, 

$1,145*. ‘55 Special Hardtop, $975*; 

Super 2-dr., $970* (ps); club coupe, 

Century club coupe, $890*; 

2-dr., $835°. ‘54 RM sedan, $650° 
; 2-dr., $425° (ps). 

CADILLAC—’57 sedan de Ville, $3,325* 
(ps); club coupe, $3,300* (ps). ‘56 
coupe de Ville, $2,540* (ps). '52 (62) 
Hardtop, $415*. ‘51 coupe de Ville, 
$670* (ps). 

CHEVROLET—'57 Bel Air (8) sedan, 
$1,775*; Bel Air (6) sedan, $1,490*; 
Two-ten 2-dr., $1,425*, $1,315*. ‘56 

| Bel Air conv., $1,205*; Two-ten se- 
dan, $1,185*. ‘54 station wagon, 
$615. 

OMRYSLER—'57 NY sedan, $2,435. 
"56 Windsor sedan, $1,420* (ps), $1,- 
405*, $1,310* (ps). ‘°'55 ###Windsor 
Hardtop, $955*, $905*. ‘54 sedan, 
$600°. 

DeSOTO—'56 Firedome sport coupe, 
$1,560*. °54 Firedome sedan, $500*. 


DODGE—'57 Coronet sedan, $1,700*. 
’55 Coronet sedan, $675°*. 

FORD—'57 Country Squire, $2,000*; 
Fairlane (8) 500 Hardtop, $1,550* 
(ps); Fairlane (8) 2-dr., $1,375*; 
Custom (8) 300 sedan, $1,375*, $1,- 
330, $1,290*; Custom (6) 2-dr., $1,- 
150*, $1,100*, $1,050* $975. ‘56 





provement and home appliance 
paper—increased during December 
and all. stood above the level of 
delinquencies on auto loans at the 
end of the month. 


Fairlane Hardtop, $1,200*, $1,190*, 
$1,165*; 2-dr., $1,050*; Custom 2-dr., 





Latest Auction Prices 
(Copyright, 1958, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


$900; Main sedan, $810*. ‘55 Coun- 
try sedan, $1,165, $1,065, $1,060; 
Fairlane conv., $1,010*; 2-dr., $820°; 
Custom 2-dr., 2 at $810*, $590. ‘54 
Crest conv., $640° (ps), $415*; club 
coupe, $500*; "52 club 
coupe, $170. 
LINCOLN — 
coupe, $170. 


MERCURY—’57 station wagon, $2,340, 
$1,810° (ps). ‘56 Monterey club 
coupe, $1,255°, $1,250; conv., §$1,- 
155*; Medalist sedan, $1,225*, $935°. 
‘55 station wagon, $1,115*; Monterey 
club coupe, $960*; sedan, $780*, $650. 
"54 club coupe, $825, $590. "53 sedan, 
$443°, $365* 

NASH—'55 Statesman sedan, $550. 

OLDSMOBILE—’57 (88) Super club 
coupe, $2,050* (ps), $1,960* (ps). '56 
(98) sedan, $1,705* (ps), $1,600° 
‘ps’, $1,550° (ps); (88) Super sedan, 
$1,640* (ps). ‘55 (88) Super club 
coupe, $1,360* (ps), $1,240* (ps); 
2-dr., $1,065* (ps), $875; (98) club 
coupe, $1,230° (ps). ‘54 (98) club 
coupe, $750* (ps). 

PACKARD—’'56 Clipper 2-dr., $1,240*. 

PLY MOUTH—-'57 Savoy sedan, $1,310*; 
2-dr., $1,245. °56 Savoy 2-dr., $1,- 
000*. '55 Savoy sedan, $685* Belve- 
dere club coupe, $645; sedan, $510. 
"53 coupe, $285; sedan, $250. 

PONTIAC—'57 Chieftain station wagon, 
$1,840* (ps). '56 Star Chief sedan, 
$910°. 
000*, $880*; 2-dr., $710*. '53 Chief- 
tain sedan, $305, $290. 

RAMBLER—’57 sedan, $1,380%. °55 
sedan, $425*. 

MISCELLANEOUS — ’'56 Volkswagen 
2-dr., $1,120, 


sedan, $505*. 


"53 Cosmopolitan club 





’55 Chieftain club coupe, $1,- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 50, 51, 53, 54. 








independent. Rear suspension 
employs coil springs and V-shaped 
control arms which are anchored 
pivotally both front and rear. Front 
suspension consists of a _ single 
transverse leaf spring and hydrav- 
lic shock absorbers which carry 
the wheels and act as kingpins. 

The need for chassis lubrication 
reportedly has been eliminated by 
the use of rubber bushings 
throughout. Steering is of the rack 
and pinion type. 

The engine has an aluminum 
crankcase and aluminum cylinders 
with steel sleeve inserts. Bore is 
three inches; stroke is 2-9/16 inches, 
and compression ratio is 7 to 1. 

Mounted beneath the _ short 
crankshaft is the camshaft which 
has two cams commanding the 
overhead valves of both cylinders 
through aluminum pushrods. 

The car weighs 1,268 pounds, and 
top speed is 57 m.p.h. It reportedly 
will average 40 miles per gallon of 
gasoline. 


Buick Brake Drum 
Wins NASCAR’s 
Ist Safety Award 


DAYTONA BEACH, Fila. — The 
first NASCAR safety award, given 
for outstanding development in the 
field of safety design and perform- 
ance of standard American cars, 
has been awarded to Buick for de- 
velopment of improved brake 
drums now on most 1958 models. 


(At a press luncheon in Detroit, 


| Buick general manager Ed Rage 
j}dale said his firm is hopeful of 


regaining third place in 1958 car 
sales. Sales Manager Ed Kennard 
said “third place is wide open this 
year.”) 

Bill France, president of the Na- 
tional Assn. for Stock Car Advanc- 
ment and Research, said “the new 
air-cooled aluminum brake drums 
represent a major step forward in 
automotive safety development. We 
put these brakes through as diffi- 
cult a test as we could devise on 
the courses here and they were 
outstanding. 

“We drove the cars from a stand- 
still to 60 m.p.h., slammed on the 
brakes in a ‘panic stop,’ then drove 
on again, getting up to 60 m.p.h. as 
quickly as possible so there was 
no chance of the brakes cooling off. 

“The Buick equipped with the 
new finned aluminum drums was 
able to repeat this tough maneuver 
176 times and still had safe 
brakes. Cars of comparable weight 
and of different manufacture were 
used in the comparative tests. 
Brakes faded badly and drum 
temperatures were higher on the 
other cars at the completion 
the tests.” 

The new NASCAR safety award 
— symbolized by a silver trophy — 
will be given only on the occasion 
of a major contribution to safef 
design and performance of Ameri- 
can stock cars, France said. 
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standing behind the time sale! 


n . 

At your “beck and call” a full staff of financing experts when you offer 

Associates’ modern one stop financing and insurance service. Always willing to 

7 lend a helping hand is the Associates’ branch manager and new business 
he 
- representative—but equally important is the credit manager who puts through 
je- ° . _ 
ke those fast approvals. Skilled secretaries handle the paperwork. Courteous 
> cashiers and able adjusters give your customer that “special care” so 
of 
“ | necessary to maintain his goodwill... and hand him back to you when he’s 
his 
E ready for that next car. Why not add this staff of experts to your 
" ip? 
- dealership? They are only as far away as your telephone. 
ve 
i- 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Two Millionth Cadillac— 


An auto worker who has seen a lot of Cadillacs leave the factory watches the two- 
millionth roll down the assembly line. Joe Malachinski, who started his 52% years 
service with Cadillac in 1903, a few months after the company was established, is 
seated in a 1902 Cadillac, the first model produced. James M. Roche, Cadillac general 


manager, places the special number on the car. 


The Man Behind the Wheel . . . 





Sales Testing the New Models 


because here-—-where you expect| air in his tires can make a gas hog 
compromise—you find new design.| think gasoline is poison. 


Eprror’s Note: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for | 
1,500 miles over seven days. 
> . > 
By L. H. Houck 
Traveling Correspondent 
A FORGOTTEN philosopher once 
said that fortune awaited the 
man who could design a woman's 
shoe larger on the inside than on 
the outside. 

American Motors has beaten the 
shoemaker to it with the new 108- 
inch-wheelbase Rambler which is 
larger on the inside than on the 
outside. And this has helped in- 
crease its sales volume almost 75 
percent over this period last year. 

I put this four-door Rambler 
Super sedan, with six-cylinder 
overhead-valve engine, Model 
5815-1, with conventional three- 
speed transmission and over- 
drive, over the regular 
work-a-day road through parts 
of Kansas and Arkansas. 

It held its head high and besides | 
covering the miles on schedule, 
found parking spaces I didn't 
know were there, and all the while 
thumbed a figurative nose at most 
of the service stations along the 
way. 

You can almost forget the little 
red hand that poses as a watchdog 
on the gas tank. I averaged at least 
30 miles per gallon and road speeds 
were kept mostly at 60 mph on 
the open highway. 


Car Has a Future 
F ANYONE thinks the compac 
car, as “personified in the Ram- 
bler, does not have a bright future, 
he has only to get behind the 
wheel and put it to work for him. 
Big-car feel and roomy interior 
are not figments of the imagina- 
tion. The compact Rambler is not 
a midget car and besides being 
capable of hauling a regular load 
of passengers it has a roomy trunk 
—13.5 cubic feet. SAE standard 
rating system. ; 
So you can haul full-scale lug- 
gage and have economy, too. 
George Romney, American 
Motors president, has predicted 
that 50 percent of the cars sold 
within 10 or 15 years will be 
cars like the Rambler. 
Until you get in the car and drive 
it you don’t realize what he’s 
talking about. 
After more than 1,000 miles you'll 
have a better conception of the 





Besides there is a certain neat- 
ness of design, probably more) 
properly described as completeness | 
of design. You immediately See 
a liking for the neatness, the in- 
genuity, the practical excellence. 
Maybe a head-shrinker would have 
a better name for it, but the parts 
that make the whole are pleasing | 
and comforting. 

> > > 


Economy and Performance _ 
TEND to veer to the conserva-| 
tive side in believing reports of 

economy runs because I know that 

an expert driver with 90 pounds of 





Car Tested: | 
RAMBLER | 


Model: Rambler 6 Super, 4- 
door sedan, Model 5815-1. 

Engine: Economy Six. Six- || 
cylinder in line, OHV. Bore and || 
stroke, 3% x 4% inches. Com- || 
pression ratio, 8.7 to 1. Displace- 
ment, 195.6 cubic inches. Torque, 
180 pounds-foot at 1,600 r.p.m. 
Horsepower, 127 at 4,200 r.p.m. || 
Regular fuel required. Single- |) 
throat carburetor, dual-throat || 
optional. 

Transmission: Conventional 
three-speed synchromesh with 
overdrive. 

Clutch: Dry disk, Borg & Beck. 

Accessories: Heater and de- |) 
froster, radio, overdrive, airliner 
reclining front seats and twin || 
travel beds. 

Tires: Goodyear white sidewall, | 
6.40-14. 





| 
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Grille Is Solid and Massive— 


| proved enough in his locality to 


“peel” 


Inventories All Rising .. . 





Used-Car Stocks Hit 
Highest in 2 Years 


(Continued from Page 1) 


will be greater than ever before. 
How dealers work out, of course, 
depends upon how well used cars 
move when sunny weather returns. 
* > - 

EPORTS of a stronger used-car 

market came from scattered 
areas—Southeast, Southwest, Rock- 
ies, Midwest and Upper Midwest. 

Some dealers said used-car 
sales had improved in their own 
operations, although remaining 
depressed for their area as a 
whole. 

In almost every case where in- 
creased activity was reported, the 
sales pickup started toward the end 
of January. 

One dealer said business had im- 


Rambler and its forebearers 


have won many economy records. | 


Two American Motors engineers 
drove a 1956 Rambler station 
wagon with overdrive from Los 
Angeles to New York that year 
and averaged 32.09 miles per gal- 
lon and 40.35 m.p.h. They were 
giving it a regular road test with- 
out economy driving gimmicks. | 
I'm an ordinary driver, but I don't 
the tires with jackrabbit 
starts, or perform hot-rod feats. I 
may have to churn around the| 
courthouse in county-seat towns 
several times to find a parking) 
place, and I perform all the gas-| 
wasting maneuvers of the average | 
driver. 

I believe that if my gas and 
mileage had been on a stopwatch | 
basis that I equalled or bettered the 
engineers’ fine record. They cruised | 
at 50 and 60, as I did, but I tried 
70 for many miles. All of this 
proves that the savings are there 
for everybody—not just the experts. 

o 


Rambler—A Respected Name 


Anos can be proud to own 
a car bearing the Rambler 
name because it is an old and 
respected one in the automobile 
industry. 

Many of today’s young customers 
may not be familiar with the name 
and they'll miss much by not know- 
ing something of early Rambler 





history. The first Rambler was 
produced in 1900 by Thomas B. 
Jeffery, who made the Rambler 
bicycle so widely known by our 
grandfathers. 


attract additional used-car opera- 
tors into business. 
* a . 


O*% THE other hand, a stagnant 
market was reported in New 
England, the Middle Atlantic 
States, the Corn Belt and in the 
Far West. 


A dealer on the East Coast 
explained, “Many persons are un- 
employed and the ones still 
working are afraid of becoming 
unemployed.” 

Another dealer reporting a sour 
market said demand is off 40 per- 
cent and prices are down 30 percent 

from year-ago levels. 


Very little profit was reported, 
even by dealers who have noted 
improved sales. However, one 
dealer said his profits were “excel- 
lent” as long as he purchased used 
cars or traded for them “at cur- 
rent market.” 

+ * * 
h pans dealer, happy with his used- 
car situation, said, “We are 
holding the line on profit and we 


| are also careful on downpayments.” 


On the basis of scattered re- 
ports on retail improvements and 
the continued brisk wholesale ac- 
tivity, it appears that continued 
used-car improvement is in the 
cards. 

With a 42.2-day supply of used 


|}cars on Feb. 1 and 41.2 days on 


Jan. 1, the increase during the 


|month was 2.4 percent. A month 


earlier, the gain had been 164 


| percent. 


Of the dealers reporting, 30.8 per- 
cent said stocks were good for 30 
days or less of selling, while 69.2 
percent said their inventory was 
in excess of 30 days. 

A month earlier, 12.5 percent 
were in the 15-days-or-less cata- 
gory; 438 percent had stocks 
within the 30-day limit, and 43.7 
percent exceeded the 30-day limit. 


Edsel Pressing 
Fleet Deals 


To Bolster Sales 


DETROIT. — Edsel apparently is 
pushing fleet sales to government 
agencies and car-leasing firms to 
improve its position in the medium- 
price field. 

In recent deals, the City of 


| Greenwich, Conn., bought 15 for its 


police force, 15 were sold to the 
State of Mississippi, seven to the 
State of Wisconsin and five to the 
City of Allen Park, Mich. 

An undisclosed number have 
been sold to car-leasing outfits, a 
spokesman for the division said. 

It was reported that the Green- 
wich deal involved a subsidy of at 
least $300 by Edsel. But the spokes- 
man denied this. 


He said the dealer, Salvatore 


Rambler was first advertised in | Brothers, Inc., Greenwich, erred in 
the Saturday Evening Post in | preparing its bid and Edsel reim- 


(Continued on Page 60, Col. 1) 
* . * 





bursed the firm to avert an “em- 
barrassing” loss. Salvatore’s bid 
was $13,062 and the next lowest was 
$18,982, by McKeever. 

About 22,000 Edsels have been 
— out of 56,000 produced thus 
ar. 


Caruso Granted 


Seeond Delay 


LOS ANGELES.—On a petition 
for time to file an appeal, former 
auto dealer H. J. Caruso was 
granted a second one-week stay of 
execution of his sentence to pay a 
ta fine and serve a year in 

Caruso was sentenced after 
pleading guilty to four counts of 
forgery and grand theft in deals 
with customers. He had been in- 
dicted on 44 counts. 

Five other defendants in the 
case also were granted stays in 
order to file appeals. They were 
ordered to appear in court with 
Caruso last Thursday (Feb. 6) for 


The Rambler grille has been restyled for a solid, more massive effect. The main| execution of the sentences. Two 
meaning of compact car regardless | section is a single zinc die casting, and the side grilles, with circular parking and| Other defendants were fined and 
of what your experience has been! turn-signal lights, are separate die castings. 


released. 


OPPORTUNITIES 
IN CANADA, 
T00! 


IN CANADA, there are some 
good open points for dealers 
who want to increase their 
profits. The increased demand 
for 4-wheel drive ‘Jeep’ vehicles 
is way ahead of our dealer 
coverage in cities and towns 
throughout the provinces. You 
may have the opportunity to 
be the first franchised dealer 
in your area for the ‘Jeep’ fam- 
ily of 4-wheel drive vehicles, 





Here are some 




















of the open 
points for ‘Jeep’ 
dealerships 


in Canada: 


IN QUEBEC 
St. Hyacinthe 
Asbestos 


Baie Comeau 


IN ONTARIO 
Hamilton 
Chatham 
Kapuskasing 


BRITISH COLUMBIA 
Kitimat 
New Westminister 


Prince George 


IN ALBERTA 
Drumheller 


Pincher Creek 
Wainwright 





Cash in on this profit opportunity. 
This is only a partial list of the 
open points available at this time. 
Whether your area is on the list or 
not, send for full details. Just fill 
out this coupon and mail it. 


(C617) 4 
WILLYS OF CANADA, LTD. 


2525 CENTRAL 

WINDSOR, Ont., Canada 

ATTN: SALES MANAGER 

Yes, without obligation, I’m interested 
in learning the detailed facts about the 
‘Jeep’ family franchise. 


NAME 
ADDRESS 


BUSINESS 
POSITION 
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S| LOOK INTO THE FRANCHISE THAT LEADS 
/'THE EXPANDING 4-WHEEL DRIVE FIELD 


ne 
rs Yes, the ‘Jeep’ franchise gives you more profit opportunity every 
a >= 71% of all Commercial 4-wheel drive vehicles produced way. Leads the field with more sales...and gives you higher re- 
- in U.S. are ‘Jeep’ vehicles. tained profit per sale, along with freedom from “wheeling and 
er dealing” competition. Moreover, there’s constant demand for 
re >= Reported gross profits average $447.75 after washout. trade-in ‘Jeeps’ which regularly bring prices far above book value. 
to >— 40.2% of reported ‘Jeep’ sales are “clean deals”. You can make more sales at higher retained profit per sale with the 
7 ‘Jeep’ Family of 4-wheel drive vehicles. 


FORWARD CONTROL ‘Jeep’ FC-170 


Newest member of the top-selling 

4-wheel drive ‘Jeep’ family, the 7000 pound 

GVW FC-170 truck hauls 3500 pound 

payloads to areas ordinary vehicles can’t 

reach ...has a huge 9 foot pickup box 

on a wheelbase of only 103% inches... 

and a comfortable Safety-View Cab 

with large wrap-around windshield. ’ 


>; 
Bras 
wa 





‘Jeep’ UTILITY WAGON 


- 

The ideal dual purpose vehicle... for 
business and pleasure, the 4-wheel drive 
utility wagon goes wherever there is 

work to be done, or to off-road hunting 
and fishing areas where ordinary 
road-bound station-wagons can’t go. Shifts 


easily into 2-wheel drive for economical 


highway travel at top legal speeds. 


UNIVERSAL ‘Jeep’ 


Veteran performer in all fields, the 
Universal ‘Jeep’ does a thousand and 

one jobs. With power take-off, it 

operates a wide variety of special equipment. 
The rugged, versatile, 4-wheel drive 

‘Jeep’ takes men and equipment to the 
job, wherever it is. 





Make more profits... retain bigger profits with a ‘Jeep’ vehicle franchise. Learn how a ‘Jeep’ franchise 


HERE’S YOUR PROFIT OPPORTUNITY— can increase your profits, either added to your present line —or as your exclusive line. 


Just fill out this coupon and mail it: 


ee ee ee ee ee ee a a ae 


Tune in “MAVERICK” — ABC-TV every Sunday night! 
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AUTOMOTIVE NEWS, FEBRUARY 


By Thomas L. Forbes 
Staff Correspondent 


PROVIDENCE. — Auto makers 
were indicted by a retired Rhode 
Island dealer as promoters of 
“practices of the oriental bazaar” 
in auto retailing. 


The blast was fired by Col. 
Thomas A. Clarke in an article in 
the news bulletin of the Rhode 
Island Automobile Dealers Assn. 
He recently sold his Pawtucket 
dealership, T. A. Clarke Motors, 
Ine. (Ford), to B. A. Dario, Inc. 
(Buick). 

Clarke praised the manufactur- 
ers’ ability to design, engineer 
and produce autos, but he ques- 
tioned their practice of telling 
dealers how to sell. 





Sales Meeting Via Telephone— 


Sydney A. Skillman, general sales manager, Studebaker-Packard Corp., spoke via 
direct telephone wire from South Bend to the dealer advertising meeting in Miami 
Beach. There were no factory representatives present during the dealers’ conference 
with Burke-Dowling-Adams advertising agency executives. Skillman praised the dealers 
for their progressive advances in local advertising and their decision to support the 
policy of doubling advertising assessments on units sold to “widen and solidify dealer 
advertising at the grass-roots level.” 


switch” ads, the “pack,” “bush,” 
the “would-you-take” approach and 
“wheel-and-deal” technique were 
introduced under pressure from 
manufacturers, 

Some of the gimmicks suggested 











AUTOMATIC 





TRANSMISSION 


He said the “blitz sale,” “bait and | 


10, 1958 


Ex-Dealer in R. I. Fires Blast .. . 


Car-Sales Gimmicks Assailed 


|he said, that some cities passed 


| ordinances forbidding them. 


He cited an instance where two 
“would-you-takes” were placed 
under the two windshield wipers 
on a car. One offer was $200 
more than the other. Both bore 

| the same dealer’s name but the 
“salesmen’s” names were differ- 

ent. 

Clarke urged dealers: 


“Let’s recognize that honestly is 
|the best policy. Let’s abjure the 
practices that smack of the orien- 
| tal bazaar. Let’s not copy the beg- 
| gar, sitting with his tin cup on the 
|curbing asking for alms, Let’s re- 





Bowers Leads Again 


CHICAGO.—George W. Bowers 
Co. was the nation’s top-volume 
Dodge dealership in 1957. It was the 
third time in five years the firm 
had finished in first place. M. C. 
Patterson, Dodge president, said 
| Bowers was second the two years 


by car makers were so deceptive,|it was not on top. 


*eeeee*® 





New SCOOTOMAT Scooter 


ADJUSTS SPEED TO ROAD CONDITIONS AUTOMATICALL 


CONTROLS — FOOL- PROOF ENGINE 


72" 


FE CORNERING 





Now...a scooter you can’sell to anyone! Easier han- 
dling, safer, budget-priced ... New SCOOTOMAT Scooter 
from France...perfect runabout for women, young- 
sters, commuters...all who want scooter fun and 
convenience in a fool-proof machine! 
Complete U.S. Parts Set-up. 

For details, contact. 


FRANCHISES OPEN 





wa 


HERE’S YOUR CHANCE TO GET INTO THE 
GROWING SCOOTER MARKET — 
DEALER AND DISTRIBUTOR 


EVERYWHERE 





sc © OTTO ivi AT LT D m 19 South Main St., Spring Valley, N.Y. 





trieve public confidence by con. 
ducting our business with dignity 
and decency, according to the 
American tradition.” 

He suggested that the mann. 
facturers re-orient their thinking 
and recognize that “doing busi. 
ness in an atmosphere of sus- 
Picion is uneconomical and 
costly.” 

“Other businesses do not agree 
that integrity of, and confidence in 
the seller is outmoded in America’ 
he continued. “Nor do they agree 
that the shill, the charlatan ang 
the barker have usurped the posi- 
tion of the American businessman,” 

Clarke also condemned the man. 
ufacturers’ practice of demanding 
that dealers pay cash for autos on 
delivery while the same makers 
buy their raw materials on credit, 
“What other industry buys its 
raw materials on time and gets 
spot cash for its end product?” he 
asked. “And what soundly organ- 
ized industry has been able to put 
| upon the shoulders of those respon- 
sible for distribution the burden 
| and costs of advertising?” 

Clarke, who had sold Fords in 
Rhode Island since the early days 
of the Model T, is a former NADA 
director and official of the RIADA. 


‘MEWA Meeting 
Features Pointers 


Toward Progress 


LOS ANGELES.—“Blueprints for 
Progress” will be offered members 
of the automotive wholesaling in- 
dustry at the Motor and Equipment 
Wholesalers Assn. convention here 
Feb. 17-19. 

The meeting precedes the open- 
ing of the four-day Pacific Auto- 
motive Show at the Pan-Pacific 
Auditorium on Feb. 20. 

Nearly a score of prominent busi- 
nessmen will offer “blueprints” de- 
signed to improve work in the key 
areas of automotive wholesaling 
during the convention. 

Convention sessions will feature 
discussions of improved selling, 
MEWA activities and merchandis- 
ing as well as motion pictures 

MEWA President Jay T. Davis, 
Corpus Christi, Tex., will give the 
president's address at the first busi- 
ness session. Other speakers include 
Willis E. Stone, Los Angeles pub- 
lisher, and Dr. Robert G. Seymour, 
University of Illinois associate dean. 











Johnson Named 


To Du Pont Post 


| WILMINGTON, Del. — Haywood 
E. Johnson has been appointed na- 
| tional automotive sales manager of 
the finishes divi- 
sion, E. I. Du Pont 
de Nemours & Co. 
| He will head- 
quarter in Detroit. 

Johnson suc- 
ceeds Richard C. 
Williams, who is 
lretiring after 
imore than 40 
|years of service 
|with Du Pont. 
With Du Pont 
|since 1925, John- 
son is a former manager of Du 
Pont’s Flint automotive finishes 
plant. He has been assistant to Wil- 
liams since last October. 








H. E. Johnson 


Humphrey Again Claims 





Wisconsin Sales Title 

MILWAUKEE.—Glenn L. Hum- 
phrey, president of Humphrey 
Chevrolet, announced that sales 
figures for 1957 topped all Chevro- 
let dealers in Wisconsin for the 
22nd straight year. He said his firm 
also led all others for the third 
year in a row. 

Humphrey said his firm sold 11,- 
149 autos in 1957, bringing to 86,- 
543 the number of sales since the 
company was founded 22 years ago. 


GE to Open Miami Shop 


NEW YORK.—General Electric 
will open a new apparatus service 
shop at Miami about Apr. 1, accord- 
ing to Howard F. McCullough, 
general manager of the service 
shops department. 
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LOOKING TO THE FUTURE—PRODUCING FOR TODAY! 


Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 
tomorrow. 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning new and 
better products for the cars and trucks of tomorrow. 


That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 


REG. U.S. PAT. OFF. 


Bendix ‘xs South Bend, wo. 


bight ae 





Bendix Power Brakes Bendix Power Steering 


BRAKES + POWER STEERING + POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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AUTOMOTIVE WASHINGTON 
Do Buyers Really Want 
A ‘Plain-Jane’ Auto? 


By William Ullman 


Washington Correspondent 
7 TOO bad that so many economists and other “expert” 
witnesses seem to be speaking a foreign language when 
they testify before congressional committees. If they were 
simply boring, their offense could be excused. A man can 
catch up on his sleep during dull testimony. The trouble is 


that there is sometimes gold®— 


buried under those hills of 
words and the witnesses do 
their darndest to hide it. 

Few people heard Dr. Ruby 
Turner Norris testify before the 
Senate Antitrust and Monopoly 
subcommittee. A professor of eco- 
nomics at Connecticut College, she 
was worked into the hearings be- 
tween the appearances of UAW- 
CIO Chief Walter Reuther and 
General Motors President Harlow 

H. Curtice. 
Dr. Norris was 
in an enviable 
position: As a 
professor, she 
could say what 
she liked. She 
was being paid to 
seek truth. She 
didn’t have to 
bend to pressures 
from workers or 
stockholders or 
William Uliman voters. In addi- 
tion, her statement was based on 
an interesting survey she conducted 
among 102 recent car buyers in 
New London, Conn. 

The analysis of her survey, 
however, wandered through 20 
pages of solid text and footnotes, 
and it led nowhere. Buried here 
and there were fragments of 
ideas that glimmered like gold, 
but they were quickly passed 
over. 

The survey stood on its own feet. 
Most buyers told Dr. Norris they 
purchased newer cars because the 
old buggy was giving them trouble 
or because they always traded 
every so many years. And despite 
all the talk about shopping for 
ears, Dr. Norris found that the 
majority of buyers she interviewed 


7 >. 
08 Wagon Exhibit 
. > 7. 

Opens in Miami 

DETROIT.—The Ford Motor Co. 
exhibit, “Design for Station Wagon 
Living,” began its 1958 tour in 
Miami, Feb. 6. The exhibit was| 
viewed by more than one million 
persons in 1957. 

The exhibit features five station | 
wagons with 250 camping and out-| 
door recreation items designed for} 
use with station wagons. 

The 1958 show will remain in| 
Miami for 10 days. Then it will 
move northward, stopping at major 
shopping centers for similar 10-day 
displays in key cities throughout 
the Midwest. 


BMC Chairman Is-Off—- -—-- 


On Global Business Trip 

BIRMINGHAM, England. — Sir 
Leonard Lord, chairman of British 
Motor Corp., has left Britain on.a 
world business tour. 

En route to Australia to visit 
distributors and BMC facilities, he 
will stop at Aden and Colombo. 
After five weeks in Australia, he 
will return via Canada, stopping in 
New Zealand, Fiji, Honolulu and 
New York City. He plans an exten- 
sive west-to-east tour of Canada. 
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spent less than two days in a seri- 
ous search for a new car. Only 
eight contacted a dealer other than 
the one from whom the car was 
bought. 
* * * 

D*. NORRIS said this apathy 
, shows “great lack of interest 
in the shopping process,” since she 
herself found a range of $200 for 
an identical model of new car 
within 20 miles of New London. 

Here are some other facts about 
her sample of car buyers: 

1. More than half took no more 


than one car for a road test. 
Nearly half of these failed to 
road test any. 

2. About three-fourths seriously 
considered buying only the one 
car during the shopping period. 

3. Most buyers never left town; 
they searched within a mile or two 
of their homes. 

4. Most said they bought the car 
they did because of personal ex- 
perience with the same brand. Very 
few sought expert, technical advice. 

More questioning brought out a 
“sense of dissatisfaction with the 
overall expensiveness of cars,” ac- 
cording to Dr. Norris. She also 
claims that many buyers obtained 
options that they didn’t want par- 
ticularly. 

So far, so good. The average man 
looking at the survey results might 
conclude that car prospects are 
somewhat lazier than he had sus- 
pected. That’s the kind of informa- 
tion a good salesman can use to 


advantage. 
+ + * 


Host and Satellites 


UT, as Dr. Norris confessed in 
the witness chair, she has been 
“brooding” over the results. She ad- 
vanced the theory that an automo- 
bile is made up of a central product 
—which she calls a “host” — to 
which all sorts of gadgets or satel- 


Dealer Rebuilds Wagon 
For King-Sized Candidate 


ALBUQUERQUE. — Lovelady 
Dodge has been commissioned to 
rebuild a 1958 Dodge station 
wagon to fit a 6-foot-10 candi- 
date for governor of New 
Mexico. 


The king-sized office seeker is 
Ingram B. Pickett, now a mem- 
ber of the State Corporation 
Commission. He will use the | 


| 


station wagon in his campaign. | 


lite products are attached, “some- 
times optionally and sometimes 
not.” 
She made up the word “fanci- 
fication” to describe dressing a 
car up with “improvements and | 
elaborations.” 
Dr. Norris has decided that non-| 
optional improvements are a dirty| 
trick on the American public. Or, | 
as she puts it, “We have in non- | 
optional improvements and elabor-| 
ations of heavy, costly and bulky| 
products peculiarly antisocial ele-| 
ments of a particularly sardonic} 
nature.” 
Dr. Norris continues: “It is pre-| 
cisely those persons whose needs| 
are the greatest whose needs are| 


| 
| 
| 


ey 


most ignored—the lowest income 
groups.” Some of the poor, she 
says, “are compelled” to acquire g 
hundred dollars worth of undesireg 
chrome to obtain an automobile, 

+ x * 
NFORTUNATELY, nobody at 
the Senate antitrust hearings 

ever found out what a “host” auto. 
mobile is. The professor wag 
worried about nonoptional improve. 
ments as well as optional ones, and, 
except for the chrome, she didn't 
say which ones should be dispensed 
with to benefit the poor. 

Does a “host” car have direc. 
tional signals? Does it have an 
attractive interior? Is it roomy 
or crowded? Does it come in dif- 
ferent colors—or just in black? 
What’s the horsepower? How 
many cylinders? Has it got a 
trunk, or just a luggage rack on 
top? Dr. Norris doesn’t say. 

What really bothers the professor 
is that the price of cars keeps 
going up over the long haul be 
cause of expensive improvements, 
If improvements are offered as op. 
tions, the cost of production tends 
to rise. If they are included on a 
non optional basis, the price of al] 
cars tends to rise. 

Dr. Norris speculates that it may 
not be in the interest of an auto 


maker to manufacture a “stripped 
(Continued on Page 11, Col, 3) 
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John Bean Conducts Sales Meeting— 


A “wraparound” advertising presentation for 1958 is presented to the men who 










1 be 

ents, attended the annual automotive sales meeting at John Bean division, Food Machinery 

S Op- and Chemical Corp., Lansing. From left, Wylie Axford, John Bean automotive division 

<a sales manager; Pat Whalen, account executive, Jaqua Advertising Co.; Harry Schaefer, 

of all automotive division general manager, and Art Gerard, John Bean advertising man- 
ager, explain various facets of the forthcoming plan. 

ma 

am Wondering how new-car and truck production and sales are making out? AUTOMO- 

TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 

Pped automotive industry, every week throughout the year. 
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down” car selling for several hun- 
dred dollars less than his standard 
line. 

First, some of his customers who 
formerly bought his standard 
model would switch to the cheaper 
model, cutting into the manufac- 
turer’s profits. Second, rival auto 
makers would retaliate with 


cheaper lines of their own. 
* + 


. 
‘Product War’ Feared 
HHEREFORE, Dr. Norris says, 
the auto maker “fears to initi- 
ate a predatory ‘product war,’ the 
consequences of which he cannot 
fully foretell.” He decides not to 
put out a stripped model in the 





first place, she believes, adding that | 


“every member of the industry can 
be expected to come to the same 
conclusion for the same reason.” 
This may be true, but it is also 
true that if enough car buyers 
hold out for a cheap, economy 
car or switch to four-cylinder 


DELCO-REMY PRESENTS A NEW 
HIGH-TORQUE CRANKING MOTOR DRIVE 
FOR HUSKIER 1958 OUTBOARDS 
AND OTHER APPLICATIONS 


Delco-Remy’s newly developed high-ratio cranking motor drive 
provides ample starting torque for sixty horsepower 1958 model out- 
boards without increase in cranking motor size or the use of reduction 
gears. Where inches and ounces count, this new, lighter, more 
compact mechanism allows design engineers vital latitude in engine 
development. The new unit eliminates bulky overlapping parts 
common to earlier inertia drives and permits the use of a smaller 


pinion which provides higher ratio cranking without increase in ring 
gear size, or the same ratio with a smaller ring gear. All parts of the 
new drive are light but rugged, and assembly or disassembly is quick 
and easy. Construction details are shown in the cross-section view 


on the opposite page. 


Available now for original equipment applications, the new drive 
can be supplied on cranking motors suitable for engines up to 150 


cubic-inch displacement. This new drive is yet another example of 


Delco-Remy leadership in electrical equipment “Wherever Wheels 
Turn or Propellers Spin.”” Manufacturers of engines and power equip- 
ment are invited to write directly to Delco-Remy for complete infor- 
mation and engineering assistance on the application of these units. 


DELCO-REMY 
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ANDERSON, 


foreign imports, they will get one 
from Detroit. 

Dr. Norris doesn’t think this will 
happen, however. She predicts “a 
continuing trend toward making 
expensive goods nonoptionally more 
fancy, more improved—and more 
expensive.” 

Why? Because she thinks people 
tend to like what they buy, in a 
broad general way. 

“People are suggestible,” she 
says. “The disapproval of the buyer 


Healey Fire Damage 
Pegged at $180,000 

SAN JOSE, Calif.—A fire last 
week caused $180,000 damage at 
Healey Motor Co. (Plymouth), 477 
S. Market St. 

Co-owner J. R. Rucker said 10 
new cars were destroyed when the 
roof collapsed. Other cars were 
damaged by fire, heat and smoke. 
Firemen drove a number of new 
and customer cars from the build- 


ing. 


INDIANA 


11 


must take a more pointed and posi- 
tive form before it is respected.” 


But Dr. Norris also finds that no 
two people seem to want quite the 
same car. That brings her to the 
question of “the degree of diversity 
or fixity or products,” whatever 
that means. 

a. > * 

‘TT MAY be that we are putting 

out more models in the expen- 
sive price range than is really wise, 
really in the public interest,” she 
says. “How much less costly could 
the Chevrolet or the Ford be if the 
firms manufacturing them would 
abstain from producing just one of 
their higher-priced lines—say the 
Pontiac or the Edsel? Would these 
fancier items really be missed?” 


Again, Professor Norris doesn’t 
say. In fact, she concludes her 
testimony with a masterful state- 
ment of “expert” confusion. 


“Do we as a people gain more, 
one may well inquire, by being able 
to obtain numerous specialized ac- 
cessories than we lose in being 
forced to pay for those we do not 
want? The writer does not know 
the answer, nor, indeed, how to 
go about quantifying such a subjec- 
tive matter. 


“It appears likely that there must 
be a considerable amount frus- 
tration — and outright waste — 
among all of the people some of the 
time and some of the people—the 
poor and those endowed with sim- 
plicity of taste—all of the time.” 


Dr. Norris might have added at 
some point in her 11,000-word 
statement that people who like 
their testimony clear and simple 
are likely to be frustrated, too. 

* * 


Accounting Study Out 
A STUDY made by the Senate 
Small Business Committee 
staff on the role of the General 
Accounting Office and the areas in 
which it can help small business 
was released last week by Senator 
John Sparkman, Alabama Demo- 
crat and chairman of the commit- 
tee. 

Pointing out the decisions of 
the Comptroller General often 
has vital importance for inde- 
pendent firms. Sparkman ob- 
served that “a knowledge of how 
Federal departments and agen- 
cies function has become an 
essential element in the manage- 
ment of a successful business.” 
The booklet, entitled “The Gen- 

eral Accounting Office and Small 
Business,” contains summaries of 
actual cases where the GAO has 
been able to help small business. 
Copies may be obtained without 
charge through the committee 
offices, Washington 25, D. C. 


SAAB Moves 
U.S. Office 


NEW YORK.— SAAB Motors, 
Inc., American subsidiary of Sven- 
ska Aeroplan AB, of Sweden, is 
located in its new headquarters at 
405 Park Ave. 

SAAB Motors markets the SAAB 
automobile in the U. S. In 1958, 
SAAB will more than double the 
flow of cars to the U. S. and to 
back up this increase, a new factory 
is in process of construction at 
SAAB’s automobile division at 
Trollhattan, Sweden. 

Completion of the new factory 
and new production schedules and 
equipment will bring annual output 
to 24,000 units. 


13 of Dealer’s 20 Aides 


Buy 1958 Models Early 


LOVELAND, Colo.—Thirteen of 
the 20 employes. of Garrett Motor 
Sales (Ford-Mercury) purchased 
1958 Fords or Mercurys between 
Nov. 10 and Dec. 20, according to 
E. F. Garrett, owner. 


MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOIN T KI TS. 
NAME 


STREET 
CITY & STATE 
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Capsule Comments 


Major finance companies have cut floor-plan rates by one- 
half of one percent. 


For many dealers, the difference between red ink and 
black. 


« . > 

Dealer accused of fleecing customers is sentenced to year 

in jail, fined $10,000 and placed on 10 years’ probation. 
The judge didn’t even ask him, “Would you take .. .? 
* - . 

Dealer in Atlanta uses electric cart to carry prospects 

about used-car lot. 
The walking man’s friend. 
* - a 

As Volkswagen builds two-millionth unit, Boss Heinz 
Nordhoff says he contemplates no change in design. 

Heinz has only one variety. 
+ * * 

In discussing auto prices, Senate probers are told fac- 

tories “are taking it out of the dealers’ hide.” 
Who isn’t? 
a 7 * 

Angry lawmakers uncover more plots to raid Highway 

Trust Fund, get money for nonhighway purposes. 
One case where bandits aren’t highwaymen. 
* ” 

The number of dealers handling U.S. makes has been 
trimmed for the sixth time in seven years, according to 
AUTOMOTIVE NEws’ dealer census. 

Following the trend of profits? 





Coming 
Events 


Dealer Conventions 


Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans, 


March 13-14— Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 
Francisco. 


Apr. 10-Il—Iillinois Automotive Trade 
Assn., Springfield, lil. 


Apr. 21-22—Nebraska New Car Deslers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 
— Buena Vista Hotel, Biloxi, 
iss 


May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 89— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 


May !!-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 


May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D.C, 


s See Hon tonne Automotive i 

adden Hall Hotel, Atlantic City, 

May 17-19—South Carolina acne 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C, 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June &8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, indianapolis. 
Aug. &9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 

Mont. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 


Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 


Sept. 14-16—Michigan Automobile Dealers 


Assn., Pantlind Hotel, Grand Rapids. 
ek a 
Auto Shows 


Feb. 8-16—Milwaukee Auto Show, Mil- 
woukee. 


Feb. 9-15—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 


Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 


Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Bidg., Columbus, O 

oh. $560~Cyecne Auto Show, Syracuse, 


Feb. 19-23—Autorama, 
Hartford, Conn. 


Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 


March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 


March 69—Asheville Auto Show, City 
Auditorium, Asheville, N. C. 


March 13-14—Brockton Auto Show, 
Armory, Warren Ave., Brockton, 

March 26-30—imported Auto Show, 
Auditorium, Seattle. 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock, 
Apr. 5-13—International Show, New 
York Coliseum, New York 

* * * 


Genera! 


Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 20-23—Spring Executive Confer- 

ence, National Truck Leasing System, 
El Mirador Hotel, Palm Springs. 

March 31-Apr. 2—Canadien Automotive 

Wholesalers’ & Manufacturers’ Assn., 
Winnipeg, Man 

Apr. 23-25—!958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May !-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May !1-i4—Annual Convention, Automo- 

tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 


State Armory, 


State 
Mass. 


Civic 


20 Years Ago... 


The Big Stories 


New-car registrations for 1937 set a post-depression record of 
3,483,752 units, against the alltime high of 3,880,000 set in 1929 and 
3,404,497 registered in 1936. First honors for combined car and truck 
Sales went to Ford. Chevrolet, however, won the car sales race by 
2,107 units and lost the truck race by 5,702, The respective totals were: 
Chevrolet 768,040 cars and Ford, 765,933. Trucks: Ford, 189,376 and 
Chevrolet, 183,674. Truck registrations in 1937 amounted to 618,249. 

Packard Motor Car Co. announced a reduction of $100 in the prices 
of all body types of its Packard Six. 

Competing against European cars, a Ford V-8 piloted by Baker 
Schut won the 1938 running of the annual Monte Carlo rally. In 
addition to winning the rally, five Fords and Matford cars, the latter 
Fords manufactured in France, were among the first seven cars to 


win places in the rally. 





Automotive Cartoon 


Of the Week 
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“And you will be doing your part, as a public-spirited 
citizen, by improving the appearance of your 
neighborhood.” 


Letterbox 





carry all the groceries Sam might 
care to name. 


So OF Bill Sez to OP Sam... 
en Ol’ Sam says a “foreign | 
car is nice but .. .” he really) 

is an old timer. It is so clear that 

he just never has driven one of 
them foreign jobs, otherwise he 


would have held his chatter. He thinks the poverty-stricken 
The only true thing Ol Sam | English, who, according to him, 
said was that you could not do (earn 1/10th of the wages of the 
any comparin’ between a small | average worker here, are forced to 
European family car and a De- | hide either in a tiny, little car or 
troit product because they cater | otherwise in a Rolls-Royce. 
to different folks, different roads Poor Ol’ Sam, hasn't he heard 
and different circumstances. Hav- | of the numerous medium-sized cars 
ing said this, he gets all twisted | made in England. Cars like Hum- 
up in comparin’ them. ber Hawk, Rover, the bigger 
Then poor Ol’ Sam claims these| Austins, the Mark 8 Jaguar, the 
foreign cars are made just as they| Alvis, the Armstrong-Siddeley and 
were made 50 years ago. And by| ™any others. Many of them cost 
insinuation aligns them to the old| less than the equivalent of $2,500 
Ford Model T and the like. Let’s| at the factory. 
face it Ol’ sam, who’s really getting; As for his remarks about heaters, 
the radical engineering advances/ Ol’ Bill will challenge poor Ol’ Sam 
in their cars as opposed to gadgets?| any day to go out in the cold and 
Just as I’m writing this, things like|ice in my Hillman, and he can 
unitary construction, fuel injection, | choose whatever cars he likes for 
air suspension, air-cooled engines| the test—O.’ Bu. 
come into my mind. SS 


But don’t let us be gettin’ tech-|<« ’ 
iat co at Gu ty Enrich Independents? 
understand. He thinks a typical THE new-car dealers want to 
foreign sedan is hard pushed at 50), regain the business that they 
m.p.h. Why the Hillman Minx I ve lost to the independent dealer 
own will do 80 easily and will cruise |‘" the past 10 years, they must 
at | speeds on any turnpike, stop wholesaling their new and 

egal used cars to the independent buyer. 

In order to make money in the 
automobile business, you must be @ 
top-notch retailer, not a wholesale 
dealer. They should put their new 
and used-car salesmen and man- 
agers in business, not the independ- 
ent dealers. 


Why should a new-car dealer 
wholesale a $1,095 used car to an 
independent dealer for $700 or $750 
when he is set up the same as 
the independent is? I have had 30 
years experience in the used-car 
business as manager and salesman 
and could write much more about 
this truoble that the new-car deal- 
ers are in. 


They could stop it if they would 
and they should if they want to get 
on and do business the old way 
and make money. — Orvmie M. 
Da.ton, Shaffer Pontiac Co., Lee’s 
Summit, Mo. 





Poor OP Sam gets confused 
badly enough talkin’ about this 
country, but when he crosses the 
Atlantic to talk about England 
he’s really way up a tree. 


—From the files of Automotive News. 
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Dietz Urges Self-Confidence 
as Key to 58 Dealer Profits 





MIAMI BEACH—Speaking before the 41st Annual Convention of 


the National Automobile Dealers Association at Convention Hall 
here, Arthur O. Dietz, President of C.I.T. Financial Corporation, 
urged dealers to have confidence in themselves, and to inspire their 
salesmen with their own optimism and determination. 


In a stirring address titled, “‘A 
Realistic Look Ahead,” Dietz 
asked dealers ‘“‘not to let today’s 
problems, or what appears to be 
the short-range outlook,” blind 
them to the “‘tremendous future 
that lies ahead for our great land 
and for the automobile industry.” 


Cites Opportunities 


Underscoring the opportunities 
for the future, Dietz said he looks 
forward to years in the business 
future of the men present when 
eight to ten million new cars will 
be sold. 

He also urged dealers to ap- 
praise realistically the plus side 
of the short-range outlook. He 
stressed increased government 
spending for defense, as much as 
$3 billion in the near future; the 
enormous amount of public con- 
struction by states, counties, 
cities and towns; a 5 per cent 
gain in the construction industry; 
housing starts up 120,000 over 
1957 and personal savings at a 
record high. 

He stressed the special respon- 
sibilities of the automobile in- 
dustry, saying, “Ours is the 
nation’s number one industry. If 
auto sales start to pick up in the 
next few months—if there are a 
few rosy headlines about growing 
demand for cars and higher pro- 
duction rates in Detroit—then 
you can just bet that consumer 
and business confidence will pick 
up everywhere. Our industry has 





Admiral Frederick J. Bell (ret.), executive vice president of N.A.D.A., 





it in its power to be the trigger 
for a real comeback before the 
year is out.” 


Car Selling the Key 


Dietz reminded his audience 
of the need for “changing the 
public attitudes and buyer con- 
fidences of all the Mr. Smiths 
who are trying to get by with a 
fixed up old bus.” He said, “If 
just one more car is sold in every 
block of your home towns during 
the next three months, this gold 
plated ‘recession’ will be finished!’’ 
He concluded by saying “A 
sales force infected with enthu- 
siasm, conviction and courage 
can convert many of these ‘old- 
bus’ thinking people into car buy- 
ers—and at profitable prices.” 


mans the tiller of a 1908 Sears “motoring” through the Eden Roc Hotel 
at Miami Beach with Alan G. Rude, President of Universal C.I.T. 
Credit Corp. The trip was to commemorate C.I.T.’s beginning in 1908. 
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C.1.T. CELEBRATES 
GOLDEN ANNIVERSARY 


Tomorrow, February 11, C.I.T. 
Financial Corporation celebrates 
the 50th anniversary of its found- 
ing in St. Louis, Missouri, by the 
late Henry Ittleson. 

From a humble beginning in a 
small three-room office, C.I.T. 
has grown to one of the country’s 
largest financial institutions. To- 
day, it is making essential con- 
tributions to the automobile busi- 
ness, the textile industry, the 
multi-billion dollar road building 
program and such diversified in- 
dustries as machine tools, pack- 
aging, canning and many others. 
Its total business volume in 1957 
exceeded $5 billion. 

In all 50 years, this $240 million 
corporation with more than 
25,800 stockholders has been 
headed by only two men, Mr. 
Ittleson and the present Presi- 
dent, Arthur O. Dietz. Its ex- 
ecutive vice president and execu- 
tive committee chairman is Henry 
Ittleson, Jr., the founder’s son. 


How C.1.T. Began 


The early history of C.I.T. began 
when Henry Ittleson, a 37-year- 
old St. Louis businessman, tore a 
small piece of paper from a pocket 
notebook and began to write on 
it in pencil. 

Only recently, that slip of paper 
was found among the effects of 
the late Mr. Ittleson, who passed 
away on October 27, 1948, at the 
age of seventy-seven. 

This historical document shows, 
for example, that the first year’s 
estimate anticipated a volume of 
just over one million dollars, and 
earnings of $13,000. 

Every hour of a business day, 
C.1I.T. now handles as much busi- 
ness as its founder hoped for in 
that first year. C.I.T.’s customers 
today outnumber the population 
of the city where Mr. Ittleson 
launched his business. 

The growth of C.I.T. over its 
fifty year history emphasizes the 
opportunity in the American 
system of competitive enterprise 
for a man to think out and render 
a successful public service. 
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INTEREST TO AUTOMOBILE DEALERS AND SALESMEN 





U.C.L.T. REPORTS 
1957 RECORD 


Rude pledges maximum 
support for dealers in ’58 
NEW YORK-—In figures released here today, Alan G. Rude, Presi- 


dent of Universal C.I.T. Credit Corporation, said C.I.T.’s contribu- 
tion to the automotive industry in 1957 had approximated $3,500,- 


NEW YORK SALESMAN 
WINS “TICKER” 
SECOND $50 AWARD 


Paul Sass of the COH-LER Cor- 
poration, New York City Dodge 
dealer, submitted the second 
prize-winning Universal C.I.T. 
Sales Ticker award. Here it is in 
his own words: 

When there is a driving son or 
daughter in the family, I always 
try to “sell” my customer his own 
trade. It avoids trouble in closing 
the new car sale and makes a 
cleaner deal. Here’s how :— 

After a demonstration, I felt 
sure Mr. and Mrs. Abbott with 
their son Tom, age 20, were 
ready to close the sale. 

Mr. Abbott had a five-year-old 
car and felt he should get the best 
possible trade-in allowance. I 
realized his attachment for the 
old car was going to make this 
deal an impossibility unless I 
used another approach. 

“Mr. Abbott,” I said, “your 
son will soon be driving your car. 
I have seen this happen before. 
You and Mrs. Abbott will decide 
to use the car some evening and 
Tom will have a date at the same 
time. This can only result in fric- 
tion that I can remedy right now. 
You know your car is safe enough 
for Tom to use. Why not give 
him an early birthday present 
and avoid any friction.” 


Mrs. Abbott realized that what | 
I said made sense and when Mr. | 
Abbott looked at her she just | 
nodded. In a few minutes the | 
| tic about the automobile business!” 


sale was completed. 





000,000. 

For aggressive selling and mer- 
chandising of both new and used 
cars, the many thousands of auto- 
mobile dealers served by his com- 
pany were cited by Mr. Rude for 
helping make possible this record 
of Universal C.I.T. activities in 
the twelve months of 1957:— 


Estimated volume of 
wholesale automobile financing 
. - - $2,350,000,000. 
Estimated volume of new and 
used retail automobile 
financing . . . $1,125,000,000. 


Shop income to dealers through 
Service Insurance Company’s 
adjustments . . . $20,533,000. 


“In order to best serve dealers 
and their customers,”’ Rude said, 
“our organization now stands at 
40 division offices, 408 local 
offices, and more than 4,200 em- 
ployees—the largest branch net- 
work in the world devoted to 
automobile financing. 

“The year 1957 also saw forma- 
tion of Car Warranty Corpora- 
tion, with the largest service 
organization of its kind in the 
country. And, in October, we 
moved into our new home office 
building, at 650 Madison Avenue, 
New York. This modern struc- 
ture was planned and equipped 
to make possible the highest 
standards of operating efficiency, 
and a headquarters for service to 
dealers.” 

Rude added, ‘We at Universal 
C.1.T. will continue to do all in 
our power to help dealers sell 
more new and used cars at a 
profit. We continue to be optimis- 








“PROPHECIES” 


“*.. The truth is that 
nobody knows, and no- 
body has ever been 
able to foretell, just 
how many cars Ameri- 
cans can and will use. 

“In 1908, when some 
190,000 motor vehicles 


ADVERTISEMENT 





were hacking and sputtering along 
the country’s 190,476 miles of 
usable roads, the firm of J. P. 
Morgan proclaimed that the ‘sat- 
uration point’ in auto ownership 
had been reached. 

“In 1921, Roger Babson, the 
economist, asserted that the na- 
tion couldn’t possibly afford 12 
million cars (it then had 10.5 
million) ‘unless coal dust or some 
other cheap fuel can be used.’ 

“The same year, the late 


Leonard Ayres, eminent Cleve- 
land economist-banker, some- 
what more optimistic, warned 
that 20 million motor vehicles 
was the nation’s limit. 

“As late as 1938, when there 
were 29.4 million vehicles, the 
Public Roads Administration said 
it would be 1960 before the U. S. 
had 38 million on the road.” 

Now the total is 56,000,000 
passenger cars alone. 

—Newsweek 
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Even if ‘Big-Car’ Trend Fades. . . 





Worse Traffic Jams 
Seen by AMC Official 


WASHINGTON. — The problems 
of parking and traffic congestion 
will get worse before they improve, 
even if the trend toward larger cars 
is arrested in 1959 and later 
models, the Highway Research 
Board was told last week. 

The pessimistic prediction was 
made by L. H. 
Nagler, American 
Motors adminis- 
trative and safety 
engineer. He said 
problems will con- 
tinue to mount 
since the larger 
ears of recent 
years are replac- 
ing the shorter 
cars of 1934-1954 

, as the latter are 
L. H. Nagler retired from use. 

Nagler said that the average 
length of Ford, Chevrolet and 
Plymouth has increased nearly 12 





inches since 1954 and now stands 
at 207.8 inches. Average width of 
these cars, he said, is 78.3 inches, 
compared with 74.5 in 1954. 

In addition, according to Nag- 
ler, the average of the eight 
largest-selling American-made 
automobiles has grown 18.2 inches 
in length and 6.8 inches in width 
in the last 20 years. 

He said these cars now average 
211.7 inches in length, compared 
with 193.5 in 1938, and 77.6 inches 
in width, compared with 70.8. These 
eight makes account for more than 
80 percent of the market, Nagler 
said. 

Nagler’s study showed that 
wheelbases have remained rela- 
tively constant since 1938, which 
means that the increased overall 
length of cars has been accom- 
plished by “hanging on” sheet 
metal at the front and the rear. | 

A glance at 1958 specifications | 





For longest mileage 


and maximum protection against blow outs.. 


NOW Yl 










® 
by 


Firestone 


BETTER RUBBER FROM START TO FINISH 
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DeSoto Limousine Fleet— 





Airborne visitors will be riding in DeSoto limousines in Washington as Airport ; 
Transport, Inc., which purchased 12 limousines last year, has ordered an additional| Said that the average length of 
15 units. The cars were purchased from Bill Shelton jr., president, L. P. Stvart, Inc. 


(DeSoto-Plymouth). 





shows that every U. S. car has 
seven to eight feet of overhang. 
The figures range from 83 inches 
for Rambler to 98 inches for 
Lincoln and Continental. 


baker, 85.5 inches; Plymouth, 87; 
Cadillac, 87.5; Ford, 89; Chevrolet, 
915; Dodge, 92; Chrysler, 94; 
Edsel, 95, and Imperial, 97. 
“Today, we see the results of two 


Others: Oldsmobile and Stude- |'major automotive forces pulling 


curbing and cutting damage. 


swell and crack the treads. 


altel 


in FirestoneS New Heavy-Duty Transport 


64 MILES OF HIGH-TENSILE STEEL pack tremendous strength 
and stability into every STEELCORD tire—give it puncture- and 
impact-resistance no ordinary cord can. 


STEEL FROM BEAD TO BEAD gives continuous, all-over protec- 
tion. Reinforces critical sidewall and shoulder areas against 


20% MORE MILEAGE in every STEELCORD: Already operator 
records show this heavy-duty conventional pressure tire gives as 
much as 130,000 miles on original treads. 


40° COOLER RUNNING, because steel carries highway heat away 
as fast as treads can build it up. And STEELCORD can’t “grow’’ to 


GET MORE RETREADS than conventional tires deliver for unlimited 
extra savings on STEELCORDS. The bead-to-bead steel body is 
virtually indestructible—can be capped again and again. 


NOW ROLLING UP RECORDS in fast-moving truck and bus fleets 
—fleets that find the STEELCORD the safest, savingest truck tire 


on highways today. 


Enjoy the Voice of Firestone on ABC television every 


y evening. 


Copyright 1958, The Firestone Tire & Rubber Company 


In billions of miles of service, no Firestone 


STEELCORD tire has ever been known to blow out! 





against each other,” Nagler tolg 
the meeting. 

“Changes in car usage puil] in 
the direction of more compact, 
more economical means of trang. 
portation. On the other hand, the 
established design concepts cf the 
major U. S. car producers have 
tended toward longer, wider, more 
powerful cars.” 

But, he added, size of cars now 
seems to be “going down a dead. 
end highway.” 

“The U. S. car market shows 
evidence of undergoing a funda. 
mental change,” he said. “The 
growing popularity of small, eco. 
nomical foreign cars is one expres. 
sion of this changing market. 

“The increasing demand for 
compact, more economical 
American-built cars is another, 
which underlies the concept of 
the American Motors Rambler.” 

Elsewhere in his report, Nagler 


U. S. cars has increased 5.2 inches 
since World War II. The 19% 
average, he said, is 212.2 inches, 
compared with 207 in 1942. Average 
width has jumped from 74.7 inches 
to 784 during this period, he said. 

Nagler explained that prewar 
cars showed a major increase in 
length, particularly in the 1931-37 
period. This resulted from such 
things as built-in trunks and the 
forward shift of both the engine 
and passenger areas. 

The trunk luggage space was 
the result of popular demand, while 
the relocation of the passenger 
areas has important engineering 
applications in terms of ride and 
stability, he said. 

The greatest increase in car 
| width— about eight inches — oc- 
| curred from 1927 to 1942, Nagler re- 
ported. This increase was associ- 


jated with the adoption of wider 


seats to accommodate three persons 
instead of two. 

However, he noted part of the 
increased passenger space was 
provided by widening the body te 
full car width, eliminating the 
exterior running boards. 

One car has grown nearly six 
feet since 1927, according to Nag- 
ler’s figures. The 1927 Model T was 
137 inches long, he said. The 1958 
Ford Fairlane is 207 inches. 


Look Again Joins 
In Sponsoring 58 
Auto-Safety Check 





NEW YORK.— Look magazine 
has announced it again will co 
sponsor the annual National Ve- 
hicle Safety Check for Communities 
in cooperation with the Inter- 
Industry Highway Safety Commit- 
tee. 

Frederick J. Talento, Look’s auto- 
motive market development man- 
ager, said the promotion is designed 
to get communities across the na- 
tion to conduct safety-checks of all 
motor vehicles in their areas. He 
said the drive has been increasing 
in momentum each year. 

In 1954, first year the safety 
checks were conducted on a na- 
tional basis, 1,071,144 motor vehicles 
were safety-checked, he said. The 
next year the figure went to 1,421,- 
200; in 1956 a total of 2,185,524 was 
reached, and in 1957 more than 24 
million vehicles were. safety- 
checked in 1,000 communities. 

A goal of three-million has been 
set for the 1958 campaign, which 
gets under way May 1, Talento 
said. 

Urging automotive manufactur- 
ers, dealers and service stations to 
join the campaign, Talento said, 
“one of every five vehicles checked 
in 1957 was found defective in one 
or more of the 10-check points of 
safety. 

“And since most people will get 
defects corrected once they are 
aware of them, the National Ve- 
hicle Safety Check for Communi- 
ties obviously means increased 
business for the automotive indus- 
try as well as safer vehicles on 
our highways.” 


Miller Tire Completes 


Expansion, Opens New Store 

COLUMBIA, S. C.—Miller Tire 
Service, cne of the largest tire 
dealers in Southeastern United 
States, has completed its remodel- 
ing program. 

The Firestone dealer held a three- 
day reopening sale at its new 
store. Gifts were presented to guests 
after ribbon-cutting ceremony. The 
store is owned by Lester C. Miller. 
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Rambler Dealers Sell Cars Built The MODERN Way 


WITH SINGLE UNIT 
CONSTRUCTION... 


SINGLE UNIT CONSTRUCTION 
GIVES THESE SALES “‘PLUSES”... 


% More Room—RKambler Single Unit Construction permits the full use of 
inside room. Rambler has as much headroom, legroom and hiproom as the 


average of all low price cars. Yet it is far more compact on the outside. 


* Greater Safety— Rambler Single Unit Construction extends big box-girders 
almost to the grille and up to the fender level. Impact is absorbed at point of 
contact, not transmitted to the passengers who are protected above,: below 


and all around by a “safety cage” of steel box-girders. 


* Greater Economy— Rambler Single Unit Construction eliminates the drag 
of dead weight to give a better power-to-weight ratio—more miles per gallon. 


* Top Trade-in Value, Too—Single Unit Construction keeps Rambler like 
new years longer—free from body-bolt squeaks and rattles . . . is a basic 


reason why Rambler is tops in resale value, month after month. 


We have the Product for the 
Expanding Compact Car Mark ket... 


You Have the Opportunity! 


Rambler Franchises also available in Canada and important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 





American Motors Single Unit Construction: Body- 
and-Frame are one integral unit. 9 thousand electric welds 


replace old-fashioned body bolts. 





The Old-Fashioned Way: In conventional construction, 
used on other °58 U.S. cars, a body is bolted on top of a sepa- 
rate frame with most of the strength beneath the passengers. 


MAIL THIS COUPON TODAY! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Gentlemen: Will you please provide me with more complete infor- 
mation about the Rambler franchise. | understand that | am under 
no obligation and my inquiry will be held in the strictest confidence. 


ee 
ADRESS 


eny —_____________..________ZONE ___. STATE... _.__) 
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Import Dealer Views the Future 


SAN ANTONIO.—The “levelling-| people because models are changed 
off” of the U. S. economy will aid| less frequently.” 


the imported-car dealer, according 
to Noah Smith, owner of Smith Mo- 
tor Imports, San Antonio’s first 
import dealer. 

“As our economy levels off,” he 
declared, “more people are going 
to turn to the imported car with 
its lower initial cost and greater 
economy of operation.” 

Smith handles Jaguar, MG, Eng- 
lish Ford and several other makes. 

“The first and most important} 
factor in selling foreign cars is| 
economy of operation,” he said. | 
“Price is secondary. Other impor-| 
tant factors are better construction | 
and greater durability. 

“There are many persons who 
cannot afford to buy or to operate 
the American monsters now on the 
market. And there are a lot who 
are tired of trying to ‘keep up with 
the Joneses’ by purchasing a more 
expensive and less-economical car 
each year. 


“Foreign cars appeal to these 


According to Smith, three dan- 
gers confront imported-car deal- 
ers in this country and will serve 
to check sales of the foreign 
makes. 

“The first,” Smith said, “is the 
‘in-and-out’ dealer who comes into 
the community with a popular for- 





Buick’s U. S. ‘Population’ 
Reported at 4.3 Million 


FLINT. — Latest registration 
figures show 4,311,402 Buicks in 
operation inthe U. S., according 
to Edward T. Ragsdale, Buick 
general manager. He said 539,359 
were built prior to 1950. 

The biggest concentrations of 
Buicks are in Los Angeles, New | 
York, Chicago, Boston, Philadel- 
phia and Detroit, in that order, | 
Ragsdale said. There are more | 
1955 model Buicks registered— 
696,419—than any other single 
model year, he added, 








eign car and skims the cream off 
the top. When he has sold all the 
cars he can in six months or a 
year, he takes off. 

“He hasn’t made any provision 
to service his cars; he’s left only 
the ‘skim-milk’ trade for the dealer 
who wishes to remain in business, 
and he’s left behind a lot of dis- 
gruntled buyers.” 


Smith said the second danger is| 
| the “package deal.” 


“In this, he explained, “the dealer 
is forced by the wholesaler to take 


a certain number of poor-selling| 


foreign cars in order to get a num-| Storage Corp., Rockville Centre, L. I., 


ber of cars he can sell. 

“And the third danger,” the 
dealer continued, “is the growing 
tendency of some foreign manu- 
facturers to apply American high- 
pressure methods to sell more 
cars. 


“The foreign-car maker who 


|adopts American methods to push 


| his cars is playing a game that was 
|invented by experts. It will mean 
|that his dealers will lose money 
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Fleet Delivery— 


A fleet of five Renault Dauphine automobiles was delivered to Weeks Moving 

N. Y., by the local Renault dealer, Auto Impe 
Ltd., Hempstead, Ll. L. Auto Imports is also the Renault distributor for Long Isla 
Nassau and Suffolk counties and Connecticut. 


ticularly in a levelled-off economy, 

“He has standardized modelg 
which are going to look as : 
three years from now as they 
today. And this is going to mean @, 
lot if people can’t afford to buy big, 
new cars each year.” 


Another advantage, Smith in- 
sists, is the size of the foreign © 
car. 


“There already are indicationa” 
he said, “that the public is ge 
tired of the ‘race for length’ and 
the meaningless gadgets that only 
add to the cost of the Americag 
car. They want good lines, and the 
best foreign cars have them. 

“As I see it,” Smith concluded 
“the trend from now on is going to 
be toward the smaller car, greater 
simplicity and — above all — more 
economical operation.” 


Two States Seek, 
4 Fight Diversion 
Of Road Funds 


WASHINGTON. — Proposals to 
| divert highway funds to other pur- 
|poses have been advanced in two 
states, while opposite action has 
been taken in four others. 

A Georgia proposal would repeal 
the anti-diversion amendment to 
the Constitution adopted in 1952. 
The State wants to divert $20 mil- 
lion of highway-user revenue to 
schools. 

A bill in Massachusetts would 
change the good-roads amendment 
to permit diversion of highway 
|funds to pay deficits of the Metro- 
| politan Transit Authority. Another 
| proposal would give 15 percent of © 
fuel-tax revenues to cities and 
towns, apparently for general” 
usage. 

A New York proposal calls for 
adoption of a good-roads amend- 
ment to protect highway funds, 
while Tennesseans will vote in 1958 
on a good-roads amendment 
adopted by the Legislature in 1955. 

In Virginia, the House has passed 
a joint resolution restricting the 
use of highway funds to road pur-~ 
poses. South Carolina’s Senate Fi- 
|mance Committee has killed & 
House-approved bill diverting one 
cent of the gasoline tax from farm- 
ee roads to the General 

n. 


Fee Cut Sought 
For N.Y. Wagons 


ALBANY. — Assemblyman Harry © 
J. Tifft is trying for a third time 
to win lower registration fees for 
station-wagon owners. 

Tifft introduced his bill at the 
opening session of the 1958 Legis- 
lature. It would permit passenger- 
car rates for station wagons used § 
solely as passenger cars. ¢ 

Commercial-vehicle rates would % 
apply to all other suburbans. All © 
wagons now are charged § 
commercial-vehicle rates. 


dealers.” 
Nevertheless, Smith is optimistic. 
He asserted, “Even if the worst 
comes to the worst and the 
imported-car dealer finds himself in 
the unpleasant situation most 
American dealers now are in, he 
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New Departure Completes 


Work on Coast Warehouse 

BRISTOL, Conn.—New Departure | 
division of General Motors has an- 
nounced completion of new office 
and warehouse facilities at 3650 S. 
Broadway, Los Angeles. 

Seth H. Stoner, division general 
manager, said the building will” 
serve as headquarters for sales and 
engineering staffs of both the West- © 
ern Region and Los Angeles zone. 


















One car went 
up the hill... 
the other 
swerved into 
the ditch 


Non-Slip 
Differentials provide 
the outstanding 
safety feature 

of 1958... 





eal | 
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With Non-Slip Differentials, dangerous car swerve and 
unbalance caused by wheel-hop and spin on rough, 
bumpy roads is ended, because the power is immediately 


Sell Non-Slip delivered to the wheel with the most traction. 
Differentials... . 


you'll sell more cars in 1958 


Ordinarily, if one of your wheels can’t get 
traction . . . you’re stuck. That’s because with 
conventional differentials all the power goes 


to the wheel that has no traction. The result . . . Mud and sand won't stop you—if either rear wheel hes 
traction. Non-Slip Differentials power you right through 


you just spin your wheels. But, with muck and mire that stops conventional differentials cold. 


Non-Slip Differentials, power is delivered to 

the wheel that has the most traction. So 

if either wheel can catch hold, there’s no 
slipping, sliding, wheel-hopping, or getting stuck. 
You’re safer in a car with Non-Slip Differential. 


FREE This 12-page booklet is a 
4 pQwr-LOK heey, complete and well-illustrated 
gy” Iby explanation of Spicer’s 
$ a-. Non-Slip Differential. aS \ z 
S tp Ve driving Write for your copy ns If either rear wheel can catch hold, Non-Slip Differentials 


cigoen prevent slipping, sliding on icy or wet pavement. Puts 
LK \ ow 
ica SS 


Y 


| 


— ‘i obligation. ty an end to getting stuck in driveways, or at curbs. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Pickups as ‘Loaners’ 
G MOTOR CO. (Dodge), 
Brownfield, Tex., has come up 


with walking, talking “billboards.” | 


The old problem of supplying a 
service customer with a car while 
his own is under repair was solved 

the company and at the same 
fime they came up with an idea 
oting truck sales. 

Instead of providing service 
customers with a used car or 
demonstrator, Craig supplies a 
Dodge pickup. The temporary 
truck drivers bring in potential 
qustomers through word-of-mouth 

- a most inexpensive way of 
advertising trucks. 


* * 
‘Thank You’ Is Theme 
EEK and Roberts Oldsmobile, 
Decatur, Ala., thanked its cus- 
tomers and friends for their sup- 
port in an ad which featured the 
pictures of service-department per- 
sonnel. 

“We aiso appreciate being a part 
of the North Alabama Community,” 
the dealership said in asking resi- 
dents of the surrounding area to 
shop in Decatur. 


- > 


” 
A Smelly Idea 
A DIRECT mail piece to tire 
dealers, sent out by Vanderbilt 
Tire & Rubber Corp., New York, 
smelled like it had come straight 
from the tire warehouse. 

The mailing was impregnated 
with a new-rubber scent through 
a special process by Selwell Co., 4 
W. Fortieth St., New York 18, N. Y. 

Vanderbilt said the promotion 
piece pulled many extra orders. 

> * . 


53 Years of Service 


firm’s 53-year history was 
traced in a recent ad by Gietl 
Bros. Inc., Springfield, Dll., which 
bills itself as “Springfield’s leading 
automotive service center.” 

Giet] Bros., which started out as 
a repair shop for wagons and 
buggies, now specializes in the 
repair and refinishing of cars, 
trucks and trailers. 

It also operates a wholesale auto 
parts division. 
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Simea Economy Run 


CREATE interest in its 
Simca models, L & M Motor 
Sales Co. (Lincoln-Mercury), Bur- 
lington, Ia., staged an economy run 
in cooperation with Burlington 
Radio Station KBUR. 

The results: 445 miles on 10 gal- 
lons of gas and three Simcas sold 
the day after the test. 

The Simca, driven by Keith 
Burman, L & M manager, and Joe 
Young, KBUR promotion manager, 
reached Caruthersville, Mo. It’s 
goal had been Memphis. Each hour, 


Burman and Young called KBUR 


Rocky Mountain Ford Dealers 


|to tell of their progress, and the 
station put the reports on the air. 


+ * * 


Webster’s Wake 
E DEEPLY regret,” mourned 
| Webster Pontiac, Warsaw, 
| Ind., “that due to the death of our 
profits, we will remain closed 
| Sunday, Dec. 22. 

“However,” the ad _ continued, 
“last rites will be held for an ad- 


| ditional five new ’57 Pontiacs (and | 
| we expect to lose money on these, | 


|too) Saturday, Dec. 21. Gloating 





mourners, looking for bargains, are | 


cordially invited to attend.” 
The ad concluded: “Procession 
parking in front.” 
* * 


A Blend of Old and New 


* 


j}acted as an assistant to Santa 


HE old and the new were} 


blended in a TV commercial by 
Holladay Motors (Dodge- 


Plymouth-Chrysler), Bessemer, Ala. | 


| The plug showed Shirley Barnett, 
| media director for the Birmingham 
j}agency that handles Holladay ad- 
| vertising, stepping from a 1919 
| Dodge, and another model stepping 
| into a 1958 Dodge convertible. 


= + * 


‘It Makes Good Scents’ 


Fogle Chevrolet, Farmington, 


3 Concerns Deny 


‘False Ads on Oil, 


| 


Gas Additives 


WASHINGTON.—T h ree South- 
west firms have denied charges of 
falsely advertising the gasoline and 
oil additives they sell, according to 
the Federal Trade Commission. 


N. M., get its sales message across. 

In one advertisement, two little 
skunks declare, “Fogle’s trades 
make good scents.” In another, two 
members of the equine family an- 
nounce, “We're horse trading at 
Fogle’s.” 

All the ads carry the tagline: 
“Chevy, the Buy; Fogle, the Guy.” 

* * * 


Life with the Bacons 


" ITH the Bacons in '57” was 

the headline on an advertise- 
ment inserted by Les Bacon & Sons 
(Ford), Hermosa Beach, Calif. It 
consisted of nine drawings depict- 
ing various events in the life of the 
dealer and his family during the 
year. 

Even Roxanne, the family dog, 
got into the act. One panel, show- 
ing her pushing a puppy-filled baby 
carriage, was captioned: “Roxanne 
finally delivered the goods.” 

= > +. 


Santa’s Helper 


AMES M. MORAN, president of 
Courtesy Motor Sales (Ford), 


Claus from 7 to 10 p. m. daily dur- 





ing the week preceding Christmas, 


when thousands of gifts were dis-| 
tributed to children visiting the! 


dealership with their parents. The 
gifts were distributed under a giant 
Christmas tree. 

= 
Most Happy Fellow 


MAN who never had owned a 
new auto received a 1958 Chev- 


'rolet from McDonald & Boyle, 
| A ATED animals are helping | 


| sealed envelopes 


Named in the FTC complaint} 


were Champion Products, Inc., 
Stephenville, Tex.; Champion Oi] 
Co., Inc., Fort Worth, and Goode- 
now Co., Oklahoma City. 

The FTC said the companies’ 
answers demanded proof of false 
advertising. The agency added that 
it was informed that Champion Oil 
no longer is in business. 

The FTC charged that the adver- 
tised guarantee for the products is 
deceptive in failing to reveal that 
| a dissatisfied customer must submit 
performance data concerning the 
operation of the motor vehicle in 
which the products are used before 
a refund is considered. 

Claiming it has received only “a 
handful of requests for refunds in 
the last seven years,” Goodenow 
said: 

- the only ‘operational’ 
factor in which we are interested, 
before making the refund, is that 
we ascertain whether the customer 
followed the directions on the con- 
tainer and did not put the motor-oil 


lubricant in the fuel tank through | 


error.” 


Chevrolet dealer, in a “Yule Buy) 


Days” contest sponsored by the 


Monrovia (Calif.) Daily News-Post | 


and merchants. 

Tom McQuade, Covina, Cailif., 
correctly answered @# question 
asked by a roving “Mystery Shop- 
per” and was given a choice of 
in which prizes 
were designated. He won the top| 


award. 
> = 


Out of the Park 


AMESTOWN, 1345 S. Figueroa, 
Los Angeles, ran ads in the! 
sports pages for all four news- 
papers to tie in with interest over) 
Los Angeles’ new major-league 
baseball team, the Dodgers. 
Said the ad: “Help make the 
Dodgers feel at home! Let's all | 
drive Dodges!” 
Continuing in a baseball vein, the 
ad said: “Left on base—21 brand 
new ‘57 Dodges! At low waiver) 
prices! Come in and take your cut 
on one!” 


New-Car Service Plan 


“q*OOD WILL DAYS” was the 
theme of an ad by the Plym- | 
outh Center, Warren, O., operated) 
by W. Howard Thombs. The pro-| 
motion marked the opening of a} 
separate service department of new} 
cars. | 
The ad said the department) 
would prepare cars for delivery to) 
customers and handle service) 
through the warranty period. The} 
dealership said it offered “a high-| 
volume deal when you buy and 
service worth hundreds more to 
you at no extra cost.” 





= ee 


Meet-— 


Directors of the Rocky Mountain Ford Dealers Advertising Assn., Inc., held their first 1958 meeting in Denver, Attending 
were, seated, from left, C. S. Hover, Denver; R. Murphy, Rawlins, Wyo.; C. E. Wilkinson, Salida, Colo., vice-president; R. B. 
Walton, Cheyenne, Wyo., president; J. J. Marsh, Denver, secretary-treasurer; J. L. Jones, Albuquerque, N. M. Standing: W. Walla, 
Ford Motor Co., Denver; R. J. Smith, J. Walter Thompson, Denver; F. Ghent, Ft. Collins, Celo.; E. D, Armdt, Durango, Colo.; R. 
Higgins, Sterling, Colo.; E. H. Bruss, Farmington, N. M.; R. S. Doenges, Colorado Springs; G. Baker, Lamar, Colo.; B. F. Meek, 
Kermit; Norman A. Grant, J. Walter Thompson, Denver. Absent: L. J. Valdes, Las Cruces, N. M. 
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FIRST 


IN TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 
morning or evening: 213,198.° The best newspaper buy in the South’s 


Number One market is The Houston Post—first in total daily circulation. 
*ABC 9-30-57. 
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Pontiac Demonstrates New Differential— 


A demonstration of Pontiac's new “Safe-T-Track" differential was held in connection 
with the Pontiac Cleveland Zone Comparison Drive, in which salesmen were given 
the opportunity to drive eight comparative make automobiles. The advantages of 
the differential were demonstrated by placing one wheel on a series of rollers. The 
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How Nation's Salesmen Meet... 





— 


Practical Problems of Selling 


VETERAN salesman, who 
said he desired to remain 
anonymous “to protect the inno- 
cent,” told about a secret dis- 
covery that had resulted in 
hundreds of sales. 
When a prospect is driving a 
car of different make from that 
he is contemplating buying, or 


has a car more than four years 
old, he finds a lot 


Sales of difference in the 
new model. 

Case The seat, the 

Histories position of the gas 


and brake pedals, 
the light switches, the view of 
the speedometer, the position of 


the windshield wiper control all | 
are new and strange. People don’t | 


like new and strange things. 

I discovered I was losing 
sales because the prospect 
didn’t feel right in a two-block 
demonstration drive. Then I 


found that it was the transition 
that bothered him. 

Instead of being a shopper, the 
prospect was either consciously 
or unconsciously trying out cars 
until he found one that felt right. 

There wasn’t much I could do 
about it until I discovered a solu- 
tion in a strange way. We had a 
car that had to be delivered 100 
miles away and I was elected to 
make the trip. I didn’t like the 
car. When I got in and reluc- 
tantly started the drive, I 
reflected that almost every button 
and control seemed to be placed 
in an awkard place. I wondered 
how we could ever sell such a car. 

. > 7 
S THE miles rolled on, I be- 
came more accustomed to the 
surroundings. After about 40 


| miles, I ran into a heavy rain- 


storm. The driver’s cockpit, 
which formerly seemed to be 
crowded and unhandy, changed 


cor received its power drive through the other wheel and moved off the rollers. 








Available in 

12-02., qt., 
al. and 
-gal. cans 


CHECK THESE VITAL PERFORMANCE FEATURES OF FORMULA 48: 


@ Assures efficient operation in the high heat ranges de- 
veloped in brakes on today's cars 
@ Meets all requirements in every state 


@ Thoroughly lubricates all parts of the hydraulic system 


@ Superior even in climates with sub-zero temperatures 
e Compatible with other quality brake fluids 
@ Prevents metal parts from rusting or corroding 


@ Causes no rubber cup or hose deterioration © Forms no gummy residue 


@ Retains all chemical properties throughout long use 


A PRODUCT OF 


@ Will not evaporate or boil away in operation 


RAYBESTOS DIVISION of Raybestos -Manhatian, Inc., 
BRIDGEPORT, CONN. 

RAYBESTOS-MANHATTAN, INC., Brake Linings »* Brake Blocks 
Brake Fluid + Clutch Facings + Industrial Rubber + Mechanical 
Packings « Asbestos Textiles » Engineered Plastics + Sintered 
Metal Products + Rubber Covered Equipment + Laundry Pads 
and Covers « Abrasive and Diamond Wheels « Industrial Ad- 
hesives « Bowling Balls 


FLASH! Don't fail to see the new film “Brakes for 1958” at the Raybestos Brake Service Clinic 


A technical color sound motion picture showing details on: 1958 brake changes « New self-adjusting brakes « Effect of 14 in. wheels on brakes 
} Center-plane brakes « Write to Raybestos Division of Raybestos-Manhattan, Inc., Bridgeport 2, Conn., for a showing 














into a little nook of pleasant 
security and shelter. 

By the time I reached my 
destination, I found I had sold 
myself on a car I didn’t like. 
So when I got back, I decided 
to try a daring experiment on 
customers who had a solid 
background. 


The first prospect was a man 
I knew pretty well. His home was 
almost paid for, he had been 
working at the same place for 
10 years and had a nice family. 
I'd tried to sell him before but 
somehow he always wiggled off. 


He tried out the car and came 
back without much enthusiasm. 
He pretended we hadn’t offered 
him enough for his car, but I 
knew we had offered as much as 
any other reliable dealer. So I 
tried out my experiment. 

« * * 


“JOHN,” I told him, “you don’t 

realize what a fine little car 
that new model is. You're just 
like I was until I drove it on a 
trip. Let’s not talk any more 
about trade. There’s no obliga- 
tion but I want you to take my 
demonstrator this weekend and 
drive it on a 100 or 200-mile trip. 
When you get back, tell me what 
you think about the car.” 


He took the car reluctantly on 
Friday and brought it back Mon- 
day night. In the meantime, I 
hadn’t called his home or made 
a move. When he handed me the 
keys, he was all smiles and said: 

“Best doggone car I ever 
drove. Didn’t like it at first but 
after I got used to it, I simply 
fell in love with it. My wife's 
with me and we want to pick 
out some colors and accessories 
and sign the order.” 

Since that time I have sold 
hundreds of new cars by letting 
the customer take the car on a 
100-mile drive before -he buys. 
I think that in every case, I 
would have lost the deal without 
this test. 


Chrysler to Open 
Training Center 


In Delaware 


DETROIT.— Chrysler Corp. an- 
nounced plans for a sales and serv- 
ice training center in Newark, Del, 
to serve dealers in Virginia, Mary- 
land, Delaware, Washington, D. C., 
and parts of Pennsylvania and New 
Jersey. 

W. C. Newberg, automotive group 
vice-president, said the new train- 
ing center would enable Chrysler 
Corp. to expand its training pro- 
grams for the more than 850 dealers 
in this area. 

“Newark is situated near all the 
major markets in the Philadelphia 
area and therefore meets our loca- 
tion requirements admirably,” said 
Newberg. 

The sales-training rooms, lecture 
halls and offices will be in the main 
office building adjoining the com- 
pany’s Newark assembly plant, and 
the laboratories and workshops in 
the main manufacturing building. 

Newberg said the company hopes 
to have the Newark facilities in 
operation early in 1958. It is the 
fifth regional training center an- 
nounced by the company since last 
spring. Others will be located in 
Anaheim, Calif.; Rye, N. Y.; At- 
lanta, Ga., and Skokie, Il, near 
Chicago. 

Utilizing the newest sales and 
service training techniques and 
visual aids, the center will offer 
courses for dealers, office personnel, 
sales managers, retail salesmen, 
parts managers, service managers 
and mechanics, Newberg said. 


Hertz, American Express 


Join for Worldwide Rentals 
CHICAGO.—American Express 
Co. and Hertz Corp. have formed 
@ company to conduct worldwide 
car-rental operations outside the 
continental U. 8S. 

The new company will be 
known as Hertz American Ex- 
press International, Ltd. Overseas 
travelers will be able to arrange 
for rentals through travel agents 
and Hertz and American Express 
offices at home or abroad. 
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There’s No Buy Like It In The Country... 
and many B.F. Goodrich Dealers thrive on country trade 


THERE BUILT TO Gi¥E YOU SmmsacE 
. 1 aremnd the commer! 
how to make tires 


DRIVING WAS MEANT TO BE FUN! 
cet B.EGoodrich Silvertowns AND 


BAST TO BUT SMHEAGE! Vern wear 


STOP WORRYING ABOUT YOUR TIRES | Femi sree our 


B.F. Goodrich and their dealers know the 
unmatched selling power of magazine 
advertising. 


FARM JOURNAL is one of the nation’s 
truly great magazines—the biggest in the 
country. 


That is why B.F. Goodrich breaks its 
1958 advertising program in FARM 
JOURNAL in addition to other great maga- 








FARM 


re no 


we Company —a 
BB Gander te Comngaasty 


E Goodrich Loves F. J. 


zines such as Life, The Saturday Evening 
Post and others. 


The B.F. Goodrich 1958 campaign 
in FARM JOURNAL is the biggest ever. 
Page after page, month after month, 
B.F. Goodrich dealers the country over 
will be getting coverage down rural routes 
with the density of a local newspaper— 
through the magazine country families 
love best—FARM JOURNAL. 





JOURNAL 


One of the nation’s truly great service magazines « Read by most of the best farm families 





Graham Patterson, Publisher Richard J. Babcock, President 
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Terms It Top Threat... 
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Blough Hits Profit-Sharing Plan 


DETROIT.—The current cam- 
paign for profit-sharing is actually 
“profit-squeezing” and the “prin- 
cipal victims would be its intended 
beneficiaries— the employes of 
American business,” Roger M. 
Blough, chairman of the board of 
U. S. Steel Corp., declared in a 
speech to the Automotive Parts 
Manufacturers Assn. 

Blough said that although 
“decked out in a new bib and 
tucker” the purpose of those pro- 

the program is to “share 
the life right out of employer's 
profits—the fellow who is sup- 
te provide the jobs.” 

Of “three great propaganda cam- 
paigns converging headlong on De- 
troit,” he said, the one against 
profits “could well be the most 
disastrous for us all—for employes 
and employers alike.” 

The two others are: A campaign 
from Iron Curtain sources to under- 
mine America’s faith in-its way of 
life and, in the domestic field, a 
cure for the slump which calls for 
increased wages. 

“Not the least of these, of course, 


is the oft-tried-and-found-wanting 
scheme of increasing purchasing 
power by merely increasing wage 
costs.” He said, if we take a part 
or all of profits and “put them into 
the pay envelopes of our own em- 
ploye people, we can only do so by 
withholding them from other con- 
sumer people” and in the process 
“consumer purchasing power as a 
whole will not have been increased 


DeSoto Junior Achievers 


Tour Plant, Meet Stars 


DETROIT.—Detroit sports celeb- 
rities greeted 250 Junior Achievers 
at a Junior Achievement dinner 
given by DeSoto last week. DeSoto 
sponsors 11 JA organizations, the 
largest number by an individual 
company in Southeastern Michi- 


gan. 

In addition to a tour of the as- 
sembly plant, the Junior Achievers 
met Reno Bertoia and Billy Hoeft, 
Detroit Tigers; Darris McCord and 
Lou Creekmur, of the Detroit 
Lions, and Gordon Howe, of the 
Detroit Red Wings. 





by so much as a thin dime’s worth.” 

“The fact that the present 
slump in business activity began 
at a time when consumer pur- 
chasing power had reached the 
highest levels in history does not 
dampen for a moment, the ardor 
with which the proponents of this 
quaint theory are urging their 
formula upon you,” Blough added. 

He dealt at length with the 
profit-sharing proposal, explaining 
how U. S. Steel used its profits and 
what would happen if the money 
were not used in that manner. 

He did this, he said, because he 
is “very much afraid” that “we in 
business have failed to appraise 
our fellow Americans of the facts 
about profits, and what profits do 
for people.” 

‘It may be true that we have 
given people the impression that 
the primary concern of American 
business lies in reaping profits, as 
such—a pile of money as an end in 
itself,” Blough said. 

“If so, I would like to make some 
contribution toward dispelling that 
misconception, because it just isn’t 





Oakland C of C to Mark 
GM’s Golden Jubilee 


OAKLAND, Calif—The Cham- 
ber of Commerce will sponsor a 
luncheon Feb. 24 at the Hotel 
Claremont to salute the 50th anni- 
versary of General Motors. 

Mortimer Smith, Chamber 
president, said the program will 
recognize the establishment of 
the Chevrolet assembly plant 
here in 1916 and the Fisher Body 
plant in 1923. E. N. Cole, Chevro- 
let general manager, will head 
GM officials attending the 
luncheon. 





true—either in your business or in 
ours.” 

While some have the impression 
that profit is “gravy” to be squan- 
dered for luxuries, Blough said 
that the income of his company 
and others is not hoarded but 
spent for the well being of people 
ranging from stockholders to em- 
ployes to suppliers and customers. 

He said that U. S. Steel’s profit 
on each sales dollar was 9% cents, 
with 90% cents paying wages, buy- 
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SEND FOR COMPLETE DETAILS NOW! 


LION Olt COMPANY 


A Division of Monsanto Chemical Company 


Dept. AN-8 
Ei Dorado, Arkansas 


Please send me complete information about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
Name. 


CG hiccis cesta eidnirshd cde leialeapencteveaihiinapemmaniagistii 


City. 


State. 


“do it for free, 


LION OIL 


A Division of Monsanto 
Chemical Company 


with 1® 


” 


Nokorode. 


UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
reporting they save many times their cost by 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 


You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode. gives them new-car comfort and 
quiet— increases re-sale value. 


Nokorode’s 


MADE UNDER THE PROGESS OF U.S. PATENT NO. 2,393,774 







COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 


i 











ing materials and meeting cther 
costs. 

Blough broke the 9%-cent 
into four parts: 

1. Four cents is paid in dividends 
—to pay the owners of the company 
for the use of the productive fa. 
cilities they have provided. 

Blough interpreted the recent 

stock-market decline to mean that 
investors are willing to risk their 
funds “only at a considerably 
higher rate of return than they 
readily accepted a few months 
ago.” 

He concluded, “So any proposal 
that wages should be increased at 
the expense of dividends is thor- 
oughly unrealistic under these cir. 
cumstances and would dry up job 
opportunities by the thousands.” 

2. Two cents is used to supple- 
ment depreciation funds in replac- 
ing worn equipment since tax laws 
do not permit accumulation of 
sufficient depreciation reserves to 
meet these costs, Blough said. 

Failure to maintain this equip- 
ment would lead ultimately to fail- 
ure of the company, he added. 

3. U. S. Steel allots another 2.8 
cents of profit for growth. This 
money is not “salted away in a 
bank or hoarded for use on some 
rainy day,” Blough said. 

The money was spent for such 
things as developing new sources 
of iron ore, increasing research 
facilities and building new plants 
to “enable us to play a responsible 
part in meeting the future steel 
needs of this growing nation of 
ours,” he said. 

If U. S. Steel were to take this 
money away from the workmen 
who provided this growth, Blough 


total 





New Life for APMA 
In a business meeting preced- 


disband was made recently by 
several members who felt the 
services provided were no longer 
needed by original-equipment 
suppliers. 





said he thought it would lead to 
“jurisdictional dissension” among 
those in favor of profit sharing 
plans. He added 

“I seriously doubt that our own 
em ployes—as Americans—would 
wish us to subtract from the secur- 
ity of their families and of their 
fellow citizens by curtailing our re- 
search activities or by failing to 
keep our steel plants equipped to 
meet whatever challenge the future 
may hold for our country.” 

. The final 0.7 cents of profit 
is used to repay a loan, ac- 
cording to Bilough. The profit- 
sharing plan does not seem to 
contemplate refusing to meet 
debts and employes would suffer 
if the company was not able to 
obtain credit in the future, he 
said. 


Blough told the parts manufac- 
turers that “the profit detractors, 
if successful, have a device more 
effective than any other for weak- 
ening industrial America.” 


Committee Heads 


Named by AMA 


DETROIT.—Three standing com- 
mittess of the Automobile Manu- 
facturers Assn. have elected new 
chairmen. 

Paul O. Pippel, manager of the 
International Harvester patent de- 
partment, was elected chairman of 
the patent cOmmittee. He succeeds 
J. King Harness, Chrysler Corp. 
patent counsel. 

John A. Wallace, director of 
traffic of Ford Motor Co., is chair- 
man of the traffic committee, suc- 
ceeding Carl Wolza, general traffic 
manager for White. 

Tom M. White, manager of Edu- 
cational Services, Chrysler Corp., 
was elected chairman of the educa- 
tional subcommittee of the public 
relations committee. He succeeds 
Kenneth. A. Meade, GM educational 
relations director. 


Ideas at Buick Pay $196,846 

FLINT.—Buick paid $196,846 for 
a record 3,512 suggestions submit- 
ted in 1957, according to Walter B 
Kellogg, supervisor of Buick’s sug- 
gestion department. He said 12,452 
ideas were received during the year. 





Yes, 41.9% more people have voted Mighty 
Chrysler for 1958 the year’s “best-looking”’ car 
than voted for its nearest competitor! In fact, 
over twice as many visitors to 1958’s major auto- 
mobile shows voted Chrysler “best looking’ of 
the new models. . . twice as many as the combined 
average of all other cars in Chrysler’s price class! 


It’s no surprise, either, that Chrysler led all others 
in its class as the car people “most want to own.”’ 


It’s no wonder that Chrysler’s conquest sales from 
its two leading competitive makes are up an 
amazing 53.3%! 


Chrysler’s appeal is growing every day! And 
Chrysler Windsor resale value is at a new high 
after a full year! Right now, with the all-new 
Chrysler Windsor priced to appeal to buyers in a 
lower priced field, Chrysler dealers are enjoying 
their best competitive selling position in years! 


The percentages are in your favor when you deal with... i A RYS , Ee R 


CHRYSLER DIVISION » CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 

























































TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 


Ability to Adjust Called Key to Survival 
. way to survive and prosper in the auto industry is 


tablished by the car makers. 
With this philosophy, Dana Corp., which produces axles, 
variety of other automotive? a iain te : = 
s + other ems at a sulii- 
Pee oe eee tas| cana orgs af, 8, am 
sales from about $20 million in 1940 | eee areal — _— 


to $201 million last year. . . . 
John E, Martin, president of| Nice Adds Bearing Line 


Dana since 1953, says his firm’s|} PHILADELPHIA.Nice Ball 
increasing success in the auto in-| Bearing Co. has announced it has 
dustry is based on its ability oc-| been appointed sole U. S. licensee 
casionally to offer something unique 
to the industry and to produce 


WE YAill 


“This city might well study its 
neighbor (Kalamazoo)—learn why 
it is so outstanding, why its govern- 
ment enjoys the respect of its people, 
why it is called a city which com- 
mands the loyalty of its citizens as 
well as the admiration of the nation.”’ 

—Jackson Citizen Patriot 


“No better choice could have been made. 
Kalamazoo has stable industries, un- 
usually good educational and cultural 
facilities and all of the things that make 
life pretty good in most American towns. 

We're confident thot the United States 
could not have picked a better ambassador 
to explain our way of life.” 


—The Detroit Free Press 











Heim-UNIBAL ball bearings. 





For the first time the U. S. Infor- 
mation Service has chosen a city 
to represent America in an overseas 
exhibit. The big and comprehensive 
exhibit has been scheduled for 
showing in the British Common- 
wealth by the United States 
Embassy in London. 





to adjust to the extremely competitive conditions es- | 


transmissions, universal joints, clutches, frames and a 


for the manufacture and sale of | 
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other suppliers. Dana’s hottest | utilizing all its available manpower 


current “unique” 
|item is its Powr- 
|Lok differential 
| which permits an 
|}axle to transmit 
|}extra power to 
|the rear wheel 
| having the best 
traction — the op- 
| posite of what 
happens with con- 
| ventional differen- 
tials. 

Now, just two 
years after its 
introduction, Powr-Lok is avail- 
able as an option on every U. S. 
car except five. It’s offered by 
Plymouth, Dodge, DeSoto, Chrys- 
ler, Imperial, Chevrolet, Pontiac, 
Oldsmobile, Lincoln, Studebaker, 

| Packard and Rambler. Cadillac 
and Buick are testing it. Ford, 

Mercury and Edsel cannot use it 
for mechanical reasons. 

Noting that Dana was unusual 
among parts suppliers in that its 
| recent growth has been largely in 
| the automotive field, Martin said: 
| “Our philosophy is that you have 
only so much capital for growth. 
This company’s sales have in- 
creased in the last 18 years by 
its knitting’ and by 


J. E. Martin 


| 


| ‘sticking to 


... the window of America 


Kalamazoo puts America’s best foot forward 
for the U.S. Information Service in Great Britain 





and capital for that job. 

“T feel that, as long as we can, 
we should continue our growth by 
developing new products for the 


= | automotive industry. Our new 12- 
}| speed truck transmission is an ex- 


ample of this.” 
= of = 


Car Makers Top Customers 
ANA’S 1957 sales were approxi- 
mately 65 percent to the car 

makers, 25 percent to the truck 

makers and 10 percent to defense, 
railroad, aircraft and other organ- 
izations. 

Recently, Martin said, Dana has 
departed somewhat from its tra- 
ditional role and has embarked 
on a new program. 

“We're taking a new step,” he 
said. “In the years after World 
War II our plants were pretty well 
filled. We spent $70 million in the 
last five years to handle additional 
business. Now, we have the capac- 
ity and incentive to do more busi- 
ness.” 

He said the new program has 
these objectives: 

1. To develop new products for 
the auto industry. 

2. To find uses for Dana products 
in allied and related industries. 
“For example,” he asserted, “we 
supply axles for most golf carts in 











Assigned by the Manchester Guardian to visit 
Kalamazoo and find out for its readers why this 
Michigan city had been selected by the U. S. 
Information Service to represent ‘““The Window 
of America,” Miss Ann Merryweather, British 
journalist, returned to England in November 
deeply impressed with the way of life as she 
found it here. ° 

Ours is not the way of life in New York, 
Chicago, Los Angeles or Hollywood, but the 
life of average Americans living in a typical 
American city working at typical American jobs 
and raising typical American families. 

We who publish Southwestern Michigan’s 
leading newspaper are happy in the knowledge 
that the U.S.LS. with the duty of putting 


THE BAY CITY TIMES §«THE ANN ARBOR NEWS 
THE SAGINAW WEWS — JACKSOM CITIZEN PATRIOT 


NATIONAL REPRESENTATIVES 





America’s best foot forward has signally con- 
firmed our own judgment and given a new 
meaning to the slogan “‘ Life Is Good In Kala- 
mazoo.”’ 

The very industrial diversification, business 
stability and cultural attainment that have made 
life good in Kalamazoo have also made it a 
rewarding market for testing and sustained 
advertising campaigns. 

The market can be sold effectively and 
economically with the area’s only daily news- 
paper—the Kalamazoo Gazette. 


Sell the market thoroughly with its only daily newspaper— 


THE KALAMAZOO GAZETTE Evening and Sunday 


THE FLINT JOURNAL ©THE GRAND RAPIDS PRESS 
KALAMAZOO GAZETTE THE MUSKEGON CHRONICLE 











the U. S. We also supply compo- 
nents for tractors, road-building 
equipment and oil well rigs. These 
things also use our clutches and 
transmissions.” 

3. To look for opportunities to 
buy other companies, either in or 
out of the auto field, whenever 
possible. 

As an example of this, Martin 
cited Dana’s purchase in 1956 of 
the Murray Body frame plant in 
Ecorse, Mich. He said this has 
turned out to be a good invest- 
ment. 

“We will not invest in a company 
just to diversify,” he said. “If we 
can contribute something, we'll try 
to buy a firm. But, we won’t go in 
just for investment reasons. 

“For example, last year we almost 
bought a company. But the pur- 

chase fell through—not because of 
us. We thought we could improve 
their cost picture. They cut and 
formed metal—the things we know 
how to do. 

“I spend 25 percent of my time 
looking for profitable places to 
invest our funds. Every company 
isn’t necessarily a good or profit- 
able deal. For instance, we're not 
interested in radio or TV companies 
because we don’t have the know- 
how.” 





Metal Work Is Dana Specialty 


— emphasized that metal 
cutting, forming and assem- 
bling are what Dana knows best 
and that “we think we can operate 
efficiently and at low cost. Other- 
wise we wouldn’t survive in this 
industry, probably the most com- 
petitive industry in the world.” 

He added that Dana also does 
the designing, engineering and 
deyeloping of most of the com- 
ponents it sells, although this is 
often done with the approval and 
collaboration of the auto manu- 
facturer. 

Defining his firm's research and 
development objectives, Martin 
said “our efforts are directed to the 
development of new ideas in the 
drive shaft, universal, transmission 
and axle. 


“We are now developing an im- 


| proved universal joint—a constant 


velocity universal. We feel that 
with the higher speeds it would be 
good to have less friction back 
there. It will be particularly valu- 
able in lowering the height of a 


” 


car. 
He noted that Dana was one of 
the nation’s largest producers of 
truck and car frames, producing 
frames for Mercury, Edsel and 
GM's B-O-P plants. 


Quieter, Safer Car Seen 


SKED about the future of the 

auto frame, Martin replied: 
“We think the car makers, with 
their present assembly plants, can 
accomplish more with greater econ- 
omy with a frame. We think the 
car will be quieter and safer. To 
adopt the unitized body would 
require large expenditures of 
money.” 

Returning to his firm’s Powr- 
Lok differential, Martin said that 
ever since the inception of the 
axle, it’s had a basic fault—the 
power would always go to the 
wheel with the least amount of 
traction. 

Finally, he declared, the Powr- 
Lok was developed. He said this 
was the first reasonably compact 
differential that reversed the situ- 
ation and sent the power to the 
wheel with the most traction. 

“If it is what we think it is,” 
he continued, “there is going to be 
a continuing growth in demand for 
the Powr-Lok. It was first installed 
on the ’'56 Packard exclusively. 
This was premeditated, as we 
wanted to limit its use until it was 
fully proven by the public. 


cs * * 


Powr-Lok Qutput Tripled 


“qyUR January production of 
Powr-Lok is triple that of 
last October. We expect a steady 
but orderly growth. It has to be 
sold to the consumer. We are cur- 
rently equipped to produce 750,000 
Powr-Lok units a year.” 

In reply to a question about 
business prospects, Martin said: 
“Insofar as this company is con- 
cerned, the first six months of this 
year will approximate the first six 
months of last year. Beyond that 
our crystal ball is awfully cloudy.” 










Better looking for car buyers | 
...and better selling for you! 
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a No other inside-mounted mirror gives 

= such perfect vision for safe night driving! 

a 

ra With this amazing E-Z-I Mirror, head- Not just two positions, but three! 

> lights behind you are distinct, yet glare- 123 

2 free. You can judge more accurately (1) DAYTIME, you get a clear, soothing yellow-green image. 

on how near the headlights are behind you. (2) NIGHT IN CITY, you filter out low-beam headlight glare. 

he . ° ° e 

on No guessing, no blinding. Safer! It’s (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 

“ optically better because it’s a front-sur- 

~~ face mirror—you only see one image. * SOLD THROUGH NEW CAR DEALERS ONLY. 

be 

" . 

< , 

nd _____ No other outside-mounted mirror gives you such perfect 
| vision in clear or rainy weather! 
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LIBBEY- OWENS-FORD 


Brackenridge, Pennsylvania 


Cromir is a front-surface, chromium-alloy-type mirror. It provides 
clean, sharp, single images. No ghosting! No blurred reflections! 


Cromir gives you better day-night vision than ordinary back- 


surface mirrors. It’s clearer in wet weather because moisture droplets 
run off the front-surface coating. Available from manufacturers of 
outside mirrors. The mirror is guaranteed for as long as the first 
owner keeps the car. 


* SOLD THROUGH NEW CAR DEALERS ONLY. 


LIBERTY MIRROR DIVISION 





Tune in The PERRY MASON SHOW Saturday Evenings — 
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Outside Control Is Issue .. . 


Probe Questions Role 


Of Giant Corporation 


By Kenneth C. Kelley Jr. 
Staff Writer 
ILE there may be some ques- 
tion on whether the Senate 
hearings on auto prices answered 
any questions, they certainly fo- 
cused attention on a question that 
is getting increasingly pressing in 
the present state of the economy. 
That question is 


News just what role is to 
of be assigned the 
giant corporation in 

Finance the last half of the 


20th Century? Con- 

gress and the public it represents, 
sooner or later will have to come 
up with an answer to this question. 
Virtually all the proposals made 
by UAW President Walter P. 





Reuther in recent months are based 
on the assumption that the public) 
and the law should have one set of 





Management 


“learns new tricks’ 


«+.» THANKS TO 










rules for businesses generally and 
another for large manufacturing 
corporations. 

There was a hint of the same 
viewpoint in the hearings on 
steel pricing the senators held | 
last summer. The corporate 
giants in the rubber, aluminum | 
and a host of other fields may | 
well have to facé the same sug- 
gestions in the months ahead. 
Historically, a business was 
started and made as much profit as | 
it could. Before the beginning of | 
the present century scarcely a 
voice was raised about how that 
profit was made and how it was) 
spent. 





The check on this type of busi-| 
ness was that, when a firm became 
successful, its field would be in- 
vaded by a number of competitors 


who were anxious to share in the 


success. 
* * * 


Governmental Regulation 

HE first half of this century 

saw the growth of two main 
types of governmental checks on 
business—antimonopoly laws were 
used against some large corpora- 
tions and outright governmental 
regulation reached its zenith for 
those industries which fell into the 
rather hazy classification of public 
utilities. 

Talk of excess profits, sharing 
the profits, administered prices 
of autos and a public sounding 
board to pass on price increases 
all stem from the assumption 
that the public, the Government 
or the union as well as corporate 
officials should have a hand in 
setting auto price policies. 


well as labor leaders favor such a 
change. 

The question boils down to 
whether large corporations will be 
allowed to set their own price poli- 
cies or will be assigned a role some- 


Says Henry J. Kaiser: 





|NASCAR Pace Car— 


The Jaguar “Three-Point-Four" sports sedan has been chosen as the official pace 
car for the 1958 NASCAR international safety and performance trials being held Feb. 
This is clearly different from the| 9-23 ot Daytona Beach, Fla. Mrs, James B. Briggs, prominent sportswoman of Villanova, 
conditions under which corpora-| Pe., will drive the car for the NASCAR events. 
tions operated before 1900. It is|~” —_  &#&7#& & ~=~=—SOSOSt~t 
plain that some congressmen 4aS| what similar to a utility with some| formative as they might have been 


external control on its activities. 
* * * 


Both Sides Prove Points 


E of the reasons that the auto- 
price hearings were not as in-| 


“I confess I was not always advertis- 


ing-conscious... 


a? 


“American management cannot afford to relegate 
advertising to a secondary role. Management cannot 
afford to budget funds begrudgingly to advertising 
and then proceed to forget it, except perhaps to make 
an occasional carping criticism. Instead, advertising 
men must be taken closely into inner management 


counsels—for able advertising men can make a fantas- 
tically tremendous contribution to a company. I con- 


fess that I was not always advertising-conscious. In 


many years as a builder, I wouldn’t permit the Kaiser 
name to be painted even on a steamshovel. If I have 


today reversed this attitude completely, it is because 
advertising has proved its worth— many times over— 


ADVERTISING! 


in practical business applications. Now, our whole = 


organization is advertising-minded. Top management 
should take constant interest in the advertising pro- 
gram to help infuse it with ideas, creative imagina- 


Ue 


>» tion and the organization’s spirit. Top management 
should give real attention to the information supplied 
by its advertising agency on media and on customer 
opinion surveys. Otherwise, advertising cannot do 
the effective job that is required for the company to 
survive... to grow...and to serve an ever-widening 
circle of customers with better and better products.” 


CHAIRMAN OF THE BOARD 





is that both the auto companies 
and the UAW seemed to be able to 
prove everything with figures, even 
when they were proving opposite 
conclusions. 

This was particularly evident 
| in the discussion of the proposal 
| that car prices be cut by $100. 

The UAW pointed to auto mak- 

ers’ profits, noting that the $100 
decrease could be absorbed with- 
out eliminating profits. GM Presi- 
| dent Harlow H. Curtice pointed out 
that costs of producing GM’s “com- 
| posite car” went up by $125, leaving 
no room for a $100 price cut. 


Record Westinghouse Sales 


Topped 2 Billion in 1957 


Record 1957 sales of $2,009,043,000 
and a net income of $72,652,000 were 
reported by Board Chairman 
Gwilym A. Price, Westinghouse 
Electric Corp. 

The previous record was set in 
1954, when sales totalled $1,636,184,- 
000. In 1956, the year of a long 
strike, the figure was $1,525,375,000. 
Earnings last year fell short of the 
record $79,921,000 achieved in 1954. 
The 1956 income hit only $3,492,000. 


> * « 


First-Quarter Profits, 
Sales Down, Ranco Reports 


Sales of Ranco, Inc., in the first 
quarter amounted to $6,040,447, 
compared with $7,303,738 in the cor- 
responding quarter of the prior 
fiscal year, the company reported. 

Pre-tax earnings for the quarter 
amounted to $747,258, compared 
with $1,213,214 in the similar period 
last year. 

* > 


* 
Dayton Rubber Sales Set 
Record; Earnings Decline 

Sales of Dayton Rubber Co. for 
the fiscal year ended Oct. 31, 1957, 
reached a record $83,613,850, C. M. 
Christie, president, said in the 
| annual report to shareholders. This 
compares with sales of $75,813,409, 
in the previous year. 

Earnings amounted to $1,613,634, 
he said, compared with $2,593,003 
| in the previous year. 

* . . 


| Pittsburgh Metallurgical 

| Pittsburgh Metallurgical Co.; Inc., 
six-month report, 1957 vs. 1956: 
Profits, $1,219,158 and $1,886,035; 
sales, $19,125,196 (7 percent below 
1956 period). 


> > ” 


Air Reduction 


Air Reduction Co., Inc., New 
York, report for year, 1957 vs. 1956: 
Net income, $16,476,180 and $15,731,- 
579; sales, $189,987,698 and $169,818,- 
703. Fourth quarter, 1957 vs. 1956: 
Net income, $4,085,455 and $4,122,- 
891; sales, $49,086,643 and $46,037,728. 


* * * 


Napco Extends Stock Listing 

Napco Industries, Inc., Minneap- 
olis, has announced that its stock 
now is listed on the American 
Stock Exchange. M. E. Rappaport 
is president of the firm which pro- 
duces automotive parts, trucks, 
highway safety devices and defense 
items. The stock also is listed on 
the Midwest Exchange. 

* + ” 


Inland Steel 


Inland Steel Co., report for 1957 
vs. 1956: Net income, $58,876,875 
and $52,998,726; sales, $763,950,380 
and $727,151,687. 











Dodge Dealers have 


more to sell 


in today’s value-conscious market! 


LET’S FACE !T—newcar buyers are playing it close to the vest these 
days. They’re really shopping the field to get all the car their money can 
buy. And Dodge dealers sure have a lot to offer the price-conscious, value- 
conscious buyer. They’ve got the long, low Swept-Wing look that’s setting 
the trend for other cars. They’ve got the finest of all suspension systems— 


sway-free, dip-free Torsion-Aire that never needs servicing. They’ve got 


Total-Contact Brakes with the greatest stopping power in the industry. 
They’ve got push-button driving and Constant-Control Power Steering 
that works full-time. And they’ve got a terrific price story also. The Dodge 
Coronet is the lowest priced big car on the road. It actually sells for less 
than 59 different models of the low-priced three. So just like the headline 


says: Dodge dealers have more to sell in today’s value-conscious market. 


Dodge Division * Chrysler Corporation 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
———. a higher court held 
that the seller of an automobile 
is legally obligated to deliver to the 
purchaser a certificate of title which 
complies with laws of the state in 
which the dealer does business. This 
is so although the dealer purchased 
the automobile 
from a seller in a 
state which does 
not require cer- 
tificates of title. 
In Julius v. 
Dennis Auto 
Sales, 300 S. W. 
(2d) 827, it was 
shown that an 
automobile dealer 
in Missouri pur- 
chased an auto- 
L. T. Parker mobile from a 
seller who lived in Tennessee, where 
no registration of the title was re- 
quired. 
In subsequent litigation the 
higher court held that the dealer in 


Missouri could not give good title 
to the automobile to a purchaser 
named Julius unless a Missouri cer- 
tificate of title on the car was de- 
livered to Julius. 

Hence, a note given by Julius 
to the automobile dealer, as pay- 
ment, was invalid and noncollect- 
able from Julius. 

The court said: 

“It was incumbent upon the de- 
fendant dealers to obtain a Mis- 
souri certificate of ownership for 
the car which they had purchased 
in Tennessee.” 

= - = 


When to File for Patent 


UITE frequently an inventor 
asks how long he can delay fil- 
ing an application for a patent on 
his invention. 
Last month a higher court an- 
swered this question as follows: 
An inventor who does not dis- 
close his invention for publica- 
tion in a newspaper or magazine, 
nor permit its public use, can de- 


lay indefinitely in filing an appli- 
cation in the United States Patent 
Office for a patent on his inven- 
tion. 

On the other hand, if the inventor 
permits public use of his invention, 
he cannot obtain a valid patent if 
he fails to file his application for a 
patent within one year from the 
date he permitted the public use. 

In Blaisdell, 242 Fed, Rep. (2d) 
779, the testimony showed that a 
person named Blaisdell invented 
valuable tapered bearing shims 
which he put in three automobiles 
for experimental purposes. 

He did not file his application for 
a patent until one year and three 
months after he had installed the 
shims in these three automobiles. 

In later litigation, the higher 
United States Court held that Blais- 
dell could not obtain a patent. 

= = * 


Must Prove Tire Defects 


LA month a higher court held 
that a person injured by an ex- 
ploding tire cannot recover dam- 
ages from the tire company unless 
he proves that the tire positively 
was defective. 

In Pass v. The Firestone Tire & 
Rubber Co., 242 Fed. Rep. (2d) 914, 
it was shown that one Pass was 
seriously injured when a _ tubeless 





“He’s one of our best men— 
why he'll find more things wrong 
with your car than you ever 
dreamed of — that thorough he 
io—” 





tire exploded as it was being in- 
flated. 

The higher court explained that 
the explosion of the tire fro 
rim occurred at a weak spot 
the bead, where the bead 
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Engineered for economy and performance 
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When a man buys a car of a make he’s never driven before, he is influenced 
by appearance, price and reputation. When he comes back to that same e 
dealer for his next car, he is influenced by performance and economy of 
operation. That’s why it pays to specify the Stromberg* Carburetor, 
designed and built by Bendix-Elmira, pioneer in automotive fuel systems— e 
the first manufacturer to develop electronic fuel injection for automobiles. e 


Bendix-Elmira, n. y. 


ECLIPSE MACHINE DIVISION 


percolation 


*REG. U. S. PAT. OFF. 


Reo 





HERE'S HOW STROMBERG OUTPERFORMS THEM ALL 


Economical operation, more miles per gallon, 
happier customers 


@ Fewer moving parts, fewer mechanical failures, 
reduced service cost 


Substantially reduced incidence of icing and 


Thin aluminum throttle body and flange for 
quicker heat transfer 


either were already broken or 
broke at the time of the explo- 
sion. 

The tire company introduced tes. 
timony tending to prove that its 
bead wire was subject to rigid 
specifications and carefully in. 
spected. And, further that its tires 
always were rigidly inspected for 
defects. 

In view of this testimony, the 
higher court refused to hold the 
manufacturer of the allegedly de- 
fective tire liable for the injuries 
sustained by Pass, 

= 


* * 


Thief Has No Title 


SS discussion hag 
arisen from time to time over 
the legal question: Can the thief 
of an automobile sell it to an inno- 
cent purchaser without the latter 
running the risk of having to give 
up possession of the car to the 
original owner? 

The answer is definitely no, be- 
cause all courts hold that a thief 
can acquire no title to stolen prop- 
erty, nor can title to an automobile 
be acquired through another’s lar- 
ceny or theft. 

For illustration, in Allstate In- 
surance Co. v. Enzolera, 81 N. W. 
(2d) 588, the higher court held that 
a purchaser of an automobile who 
obtains a certificate of title based 
upon a previous false title acquires 
no title. In other words, the pur- 
chaser has no legal ownership or 
interest in the automobile. 

In this case the testimony 
proved that one Enzolera pur- 
chased a stolen automobile from 
a seller who gave him a title cer- 
tificate obtained in Nebraska on 
the basis of a transfer of certifi- 
cate which another party ob- 
tained from the county clerk. 
Since the latter’s certificate was 

not duly issued in the manner pro- 
vided by the state statute, the 
higher court held that Enzolera 
must, without any compensation or 
payment, deliver up the automobile 
to the insurance company which 
had insured the original owner 
against theft of the automobile. The 
court said: 

“Neither the thief nor anyone 
taking through him took or could 
take any title to the automobile... 
A thief with a certificate of title 
to a stolen automobile does not 
divest the owner of his right to 


take it wherever he can find it.” 
> = > 


Sole Dealer No Monopoly 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If an automobile 
manufacturer reduces its formerly 
several dealers to one dealer, in the 
same territory, does the manufac- 
turer violate the antitrust laws? 

Last month a higher court an- 
swered this legal question in the 
negative. 

For illustration, in Packard Mo- 
tor Car Co. v. Webster Co., 243 Fed. 
Rep. (2d) 418, it was shown that 
there were formerly four dealers 
in Packard cars in Baltimore. In 
1953 there were three, of which one 
Webster was a dealer. In the past 
Webster and Packard has extended 
their contracts from year to year 
a considerable number of times. 

In 1953, Zell Motor Car Co., the 
largest of the three Baltimore 
dealers in Packard cars, told 
Packard that it was losing money 
and would quit unless Packard 
gave it an exclusive contract. 
Packard then told Zell it would 
do so, and told Webster and the 
other Baltimore dealer that their 
contracts would not be renewed. 

Webster sued Packard Motor Car 
Co. for $570,000 damages. The lower 
court awarded these damages to 
Webster on the basis that Packard 
had violated the Sherman Anti- 
trust Act. 15 U.S.C.A. 1, 2, 15. 

The higher Federal court re- 
versed this verdict, and said: 

“There was no contract or con- 
spiracy in restraint of trade within 
the meaning of the Sherman Act 
. .. Since there are other cars ‘rea- 
sonably interchangeable by con- 
sumers for the same purposes’ as 
Packard cars and therefore in com- 
petition with Packards, an exclu- 
sive contract for marketing Pack- 
ards does not create a monopoly.” 


Northern Calif. Dealers 


To Elect in March 


SAN FRAWNCISCO.—The North- 
ern California Motor Car Dealers 
Assn. will hold its annual meeting 
and election of officers March 13-14 
in the Fairmont Hotel, according 
to Amos T. Crowl, manager. 











industry fiqures show: 
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” NOW IS THE TIME TO PROFIT FROM THE BIG SWING TO NYLON. 
S More customers replace their tires with nylons than ever before. Already 4 out of 10 replacement 
> tires sold are made with nylon. And new-car buyers are sold on nylon, too. Six out of 10 say they’ll 
d. ; : 

at buy nylon cord tires when you offer them, according to a recent Dun & Bradstreet Survey. To 
rs 

- thousands of customers, nylon cord tires mean priceless added driving safety . . . to you, nylons 
1 mean a profitable sales extra! For pocket-size cards with sales information on nylon cord tires, 
" write E. I. du Pont de Nemours & Co. (Inc.), Room 5518 Nemours Bldg., Wilmington 98, Del. 
i 

y 

; 

i * 

7 @ ANOTHER BIG DUPONT ADVERTISING CAMPAIGN 

. brings the nylon cord safety story to over 


19,500,000 people, the combined circulation of 
nine magazines. It will run throughout the year 
supplemented by the powerful nylon tire ad- REG. U.S. PAT. OFF. 


vertising of major tire companies. BETTER THINGS FOR BETTER LIVING 


-..THROUGH CHEMISTRY 


THE SAFEST, STRONGEST TIRES ARE MADE WITH iN \ LON 
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Flying Salesmen— 


Hilligoss Chevrolet, Inc., Hibbing, Minn., has a crew of salesmen known as the 
“Flying Salesmen.” They use the plane to speed delivery, take customers to secure 
the proper color or kind of car or truck, os well as to speed service on parts and 
equipment. Omar E. Hilligoss, owner of the dealership, recently put this twin-engine 
Cessna into service. Ready for the takeoff, from left, are Hilligoss, Dell Haveriand, 
Don Hilligoss, George Maros, Jerry Hilligoss and Frank Shusta. Three of the five sales- 
men are pilots. All purchasers of Chevrolets get a free plane ride to see the largest 
iron ore mines in the world (near Hibbing) from the air. 





FACT 


Auto Personnel 


Chester P. Hoevel, industrial re- 
lations manager for Lincoln- 
Mercury division’s St. Louis as- 
sembly plant in Hazelwood, Mo., 
has been elected chairman of Ford 
Motor Co.’s community relations 
committee in Kansas City. The 
committee is composed of manage- 
ment from Ford, L-M and Edsel 
offices in the St. Louis area. 

+ * * 


Ford Promotes Harman 
Richard P. Harman has been)! 
named executive assistant to Wal-| 
ter J. Cooper, Ford division general 
Sales manager. Harman formerly 
was manager of the Memphis dis- 
trict sales office. He joined cis 
in 1946 as a trainee in the Rich- 


mond (Calif.) district sales office. 
* 


Price Named Board Chief 

In new executive assignments at 
Westinghouse Electric Corp., 
Gwilym A. Price becomes chairman’ 


of the board and Mark W. Cresap 
jr. moves up to president and chief 
administrative and operating offi- 
cer, Other new assignments are: 
E. V. Huggins, chairman of the 
executive committee of the board 
of directors and vice-president. 
John K. Hodnette, executive vice- 
president; George G. Main, finance 
vice-president; Francis E. Dalton, 


|controller, and Carlisle P. Myers, 
| corporate secretary. 


* * * 


Barbre Named Credit Chief 


H. F. Barbre has been appointed 
|credit and office manager for Mo- 
hawk Rubber Co.’s general offices 
in Akron. 

* o . 


AMC Shifts Coen 


B. J. Coen, former Twin Cities 
district manager for American 
Motors in Minneapolis, 


' Thiegs, former district manager in 





The extra care Packard takes here! 


RESULTS / In extra savings for you here! 


When you snap on a Packard Elec- 
tric wiring harness, you know it’s 
right! Packard Electric harness 
designers have worked closely with 
you and your component-part sup- 
pliers, so when the assembly line is 
reached, everything keeps going like 
clockwork. 


Another thing about Packard Elec- 
tric wiring harnesses: All the parts 
are made and assembled at Packard. 


and trouble. 


This provides a quality control that 
is unique in the cable industry, and 
results in saving you money, time 
What’s more, every 
tenth Packard Electric employee 
is a fully trained inspector who 
uses the latest testing mechanisms, 
plus his own experience, to give you 
perfection in every unit. 


If you are not already using Packard 
harnesses, as many automotive 


Chicago and 


Warren, Ohio 


manufacturers do, it will pay you 
to start doing so soon. Packard 
Electric maintains offices in Detroit, 


Oakland, California, 


for your convenience. 


Packard 


Electric 


a 


me eer 


“Live Wire” division of General Motors 


has been| 
| promoted to assistant Denver zone | 
| manager. He is succeeded by J. H.| 





| Towne Mfg. Co. 
| sistant sales manager. 





Northern Minnesota, New Northern, 7 
Minnesota district manager is R, 7 
E. Wollum, former service repre- ~ 


sentative. 
+ * * 


A. O. Smith Puts Kuechle 


In Charge of Auto Unit 


The board of directors of A. O, 
Smith Corp. has elected Urban T. 
Kuechle vice-president in charge of 

all phases of the 
company’s auto- 
motive division. 
Kuechle formerly 
was sales vice- 
president for the 
division, which 
produces passen- 
ger and truck 
frames, control 
arms and other 
automotive co m- 
ponents. 

U. T. Kuechle He appointed 
James F. Jones, 
Hudson, and an A. O. Smith execu- 
tive since 1956, general manager of 
the division. Jones also announced 
a reorganization of the division in 
which he named J. R. Parker direc- 
tor of sales and engineering. 

+ * > 


Mize Joins Sterling 


Harry R. Mize has joined Ster- 
ling Aluminum Products, Inc., St 
Charles, Mo., as manager of the 
company’s replacement division. 

= = > 


LaFrance Names Malcolm 
George N. Malcolm has been ap- 


| pointed assistant to the president 


of Ward LaFrance Truck Corp, 
Elmira, N. Y. 


* * * 


Agerson Joins Wagner 
Joseph W. Agerson has been ap- 
pointed controller and assistant 
secretary of Wagner Brothers, Inc., 


| Detroit. He had been on the con- 


troller’s staff of Ford Motor Co.’s 
foundry division. 
* * > 
Goodyear Ups Higgins 
Walter P. Higgins has been ap- 
pointed truck-tire salesman in the 
Birmingham (Ala.) district for 


| Goodyear Tire & Rubber Co. He 
had been a general line salesman. 
i > > 


Yale Promotes Miller 
Frederick S. Miller has been pro- 
moted to manager of Worksaver 
and Warehouser sales for Yale 
materials handling division, Yale & 
He had been as- 


* > * 


| Drum, Retired Army Colonel, 
| Joins Willys in Washington 


James H. Drum, retired Army 
colonel, has been named military 
representative for Willys in Wash- 
ington. A gradu- 
ate of the U. S. 

Military Academy 
at West Point, he 
was in the Euro- 


|pean theater in 


World War II as 


|}commanding offi- 


the 2nd 
334th 


cer of 
Battalion, 


iInfantry Regi- 
i} ment, 
|fantry Division. 


Sth In- 


He was wounded J. H. Drum 
in 1944 and retired two years later. 
Willys manufactures the Mechan- 
ical Mule for the Army and Marine 
Corps and four-wheel drive “Jeep” 
vehicles. 
> * 


+. 
Lee Ups Anderson, Myers 
John Anderson has been named 


|assistant manager of the stock 


distribution department of Lee 
Rubber & Tire Corp., Consho- 
hocken, Pa. Herman V. Myers sr. 
has been appointed sales repre- 
sentative for the factory branch in 


Baltimore. 
7 * . 


Gillhouse Heads Council 


Loren Gillhouse, sales manager 
of Quincy Compressor Co., Quincy, 
Ill, has been elected president of 
the Air Compressor Research Coun- 
cil, succeeding D. R. Robson, presi- 
dent of Keystone Compressor Co., 
Philadelphia. 

co 


* * 


|Bowlby Reelected President 


Of Western Oil & Gas Assn. 


Samuel F. Bowlby, Shell Oil Co. 
vice-president, has been reelected 
president of Western Oil & Gas 
Assn., trade association represent- 
ing the oil industry in California, 

(Continued on Page 29, Col. 1) 
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it pays to concentrate in 


WITH THE GREATEST LINE OF 
AUTO APPOINTMENTS EVER! 


FULL 


——“ COLOR 
PAGE ADS 
THIS 
SPRING 


YEARS THE ONLY 

AHEAD IN NATIONALLY 

AUTO STYLING ADVERTISED 
AND 

PROMOTED 


LINE 
FAMOUS, ORIGINAL 


Stylemaster KAR-RUGS 


The ultimate in appeal for today’s dramatic cars — new, fresh colors - 
clean design — practical full protection with easy-to-clean and non-slide 
features. For those who want the best — high-styled, built-in utility, in 


7 color combinations. 


SET NO. 8487 Ss SET NO. 8488 
for front floors gy for rear floors $625 


3 sets to ctn. 28 Ibs. Retail 3 sets to ctn. 15 Ibs Retail 





the line that keeps 
your profit in mind 


* Best designed 
* Best known 
* Best selling — Styleliner KAR-RUGS 


The finest in practi il full front floor “over the 
hump” protection. Fits all cars — won’t slide. Easy- 
to-clean features. In 7 popular colors. No. 1428, 
3 to ctn. 30 Ibs Retail $11.95 


NEW xar 
Litter Basket 


A new profitable market — cash 
in on “Don’t be a Litter Bug.” 
No installation — hangs over side 
panel — handy, out of way under 
dash. Unbreakable, dentproof, 
can’t scratch, 4 colors. Be first 
with this hot item. No. 2971, 3 to 
ctn. 3% Ibs. Retail $2.96 


Free Display 

with Introductory 
Dealer Assortment 
Holds colorful bas- 
kets on window, 
wall, pump island, 
etc. They sell fast! 


Star Kar-Rug Salesman 


Wooster Wheeler 


Set No. 8452, 2-16" x 18” 
mots. 3 to cin. 13 ibs. $3.98 
retail. 


wy Styliermaster KAR-RUGS Put Kar-Rugs in your best sell- 
j ) comple ‘ iz Spo oO s - cE ) t 
Always popular — the original Kar- ee sa : . t. Yours FREE on special 
Rugs — t front and rear of all cars. desi tg se ler deal. Ask for details on No. 0848 
8 colors. Quality rubber for long wear. chee casily _———— eee display 
A fast turnover item. Set No. 8465, 3 to ctn —— 
20 Ibs. Recoil $6.95 


Get full information - RUBBERMAID INC., WOOSTER, OHIO 


n | 
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Arizona, Nevada, Oregon and 
Washington. 

Other officers are Olen Lane, 
vice-president, Continental Oil Co., 
first vice-president; D. T. Staples, 
president, Tidewater Oil Co., second 
vice-president; T. H. Wallace, vice- 

resident, Western Gulf Oil Co., 
iaeuser. Felix Chappellet was| 
reelected secretary, vice-president | 
and general manager. 

* * * 
Johnson, Fouche, Feikert 


Promoted by Seiberling 


Walter T. Johnson, a 31-year} 
veteran with Seiberling Rubber Co., | 
has been promoted to the newly) 
created post of| 
assistant sales| 
vice-president. He | 
will concentrate | 
on building tire} 
distribution in 
new markets. 

Jack A. Fouche | 
was named sales| 
manager to suc-| 
ceed Johnson, and 
Orrin K. Feikert, | 
formerly truck} 
W. T. Johnson tire sales man- 
ager, was appointed to Fouche’s 
post of assistant sales manager. 
Fouche also has served as adver- 








4. A. Fouche 


0. K. Fetkert 
tising and merchandising manager 


for Seiberling, and Feikart once 
managed the accessories and re- 
pair materials department. 


Auto Personnel 


(Continued from Page 28) 





Sparton Corp. Elects 
Towler Vice-President 


John Towler, general manager 
of Sparton Automotive division, 
Jackson, Mich., has been elected a 
vice-president of the parent com- 
pany, Sparton Corp., also of Jack- 
son. He has been with the firm 20 
years. 

Harold P. Katherman, formerly 
assistant secretary, has been elected 
assistant secretary-treasurer of 
Sparton Corp. 

- 


Finance Group Elects — 


New officers of the Minnesota 
Finance Conference are George 
Crockett, Union Loan & Thrift Co., 















St. Paul, president; C. A, Rollwagen, 
Commercial Credit Co., Minneapolis, 
first vice-president; W. C. Lowry, 
Lowry Finance Co., Minneapolis, 
second vice-president, and Stuart 
MecKissick, Northern Finance Co., 
Minneapolis, secretary and treas- 


urer. 
* * * 


‘ilkie Switches GM Jobs 


Robert H. Wilkie, with GM’s New 
Departure division at Bristol, Conn. 
for 12 years, has been named mar- 


keting specialist with GM’s United & 


Motors Service division. Detroit will 
be his headquarters. 
* * ~ 


Rumpf Retires at S-P 


After 45 Years’ Service 


Paul A. Rumpf, one of a brother 
team whose years of service with 
Studebaker-Packard Corp. and 
predecessor companies totalled 
more than 90 years, has retired 
as office manager of statistical 


Ladwiek Elected 
To Presidency 
Of Lift Institute 


NEW YORK. — John Lodwick, 
Curtis Mfg. Co. St. Louis, was 
elected president of the Automotive 
Lift Institute at the annual meet- 
ing in Fort Lauderdale, Fla. He 
succeeds W. C. Leitch, Wayne 
Pump Co. 


C. A. Bening, United States Air 
Compressor Co., Cleveland, was 
named vice-president. 

Appointed to a liaison committee 
to develop data needed in connec- 
tion with 1959 model cars were: 


F. L. Bredimus, Globe Hoist Co., 
chairman; Huston Brown, Joyce- 
Cridland Co., and Lodwick. Wallace 
Stein, Globe Hoist, again will co- 
ordinate the technical information. 


Lodwick and Schuyler Reber, Ro- 
tary Lift Co. will contact Ford 
Motor Co.; Brown and A. H. Howes, 
Gilbert & Barker Mfg. Co., will 
work with GM, and Bredimus, 
Bening and Glenn Tanner, Western 
Mfg. Co., will cover Chrysler Corp., 
American Motors and Studebaker- 
Packard. 

Lodwick said the Institute now is 
preparing to publish its Car Clear- 
ance Data Manual covering signifi- 
cant under car dimensions of 1958 
vehicles. 

This manual is distributed by 
Automotive Lift Institute members 
to the oil companies and will in- 
clude additional road clearance 
data significant in lifting the new, 
lower cars, Lodwick added. 








Members of the dealer advisory boards are shown at their joint meeting with American Motors officials in Detroit. Roy 
Abernethy, standing, automotive distribution and marketing vice-president, conducted the two-day session. Clockwise from the 
end of the left table are J. H. King, Nashville; H. Floyd Brown, San Bernardino, Calif.; Victor Hebert jr., Denver; P. K. Wil- 
liams, Austin, Tex.; A. W. Schwoerer, Zanesville, O.; W. A. Stutzel, Rockford, Ill; W. G. Herpich, Rochester, N. Y.; E. J. Boch, 
Norwood, Mass.; Gordon Nichols, St. Petersburg, Fla.; L. M. Pursley, national business management manager; W. A. Grawe- 
meyer, Indianapolis; R. H. Isbrandt, engineering director; E. W. Bernitt, automotive operations vice-president; Roy D. Chapin 





and territorial sales after 45 years 
with the firm. 

His brother, Arthur G. Rumpf, 
retired in 1947 as secretary- 
treasurer of the former Stude- 
baker Corp. after 47 years with 
the firm. Paul Rumpf and his 
wife plan to make a three-month 
visit in Florida. 


Dodge Appoints Thomas 


Chicago Regional Chief 
O. D. Thomas has been appointed 





Chicago regional 
ame 
; manager for 
Dodge. 


He joined 
Chrysler division | 
in 1954 as assist- 
ant regional| 
Manager in| 
Washington and 
was transferred 
to Atlanta as) 
Chrysler regional | 
& manager in 1955. 

0. D. Thomas He became Dodge 
regional manager in Atlanta in 
1956. 





* * + 


Yale Names Lichty 
George C. Lichty has been ap- 
pointed Northwestern district sales | 
manager for Yale lift trucks by 
Yale Materials Handling division, 
Yale & Towne Mfg. Co. 


* 2 * 


Baker-Raulang Ups DuGar 


Gene DuGar has been appointed 
district manager in the Michigan-| 
New York area for Baker-Raulang | 
Co., a subsidiary of Otis Elevator 
Co. 


* * 


Dodge Appoints Ward 


Meyer K. Ward has been ap-| 
pointed regional service representa- | 
tive for Dodge in the Chicago} 
region. He formerly was with a} 
Cedar Rapids (Ia.), auto dealer. 


* + > 


Garlock Moves Munger 


James H. Munger has been as-)| 
signed to a new sales territory in 
Southern Michigan, Northern In- 
diana and parts of Northern Ohio! 
for Garlock Packing Co., Palmyra, 
N. Y., maker of mechanical pack-| 
ings, gaskets and seals. Munger 
formerly operated out of the firm’s| 
Detroit office. 

> 


ACF Industries Names 


Mitchell to Board | 


Don G. Mitchell has been elected 

a director of ACF Industries, Inc. | 

Mitchell is chairman of the board 

of directors and president of Syl-| 

vania Electric Products Inc. 
> 


Timken Names Humphrey | 


To Head Service-Sales Unit 


George T. Humphrey jr., has been | 
named general manager of the! 
Service-Sales division of Timken} 
Roller-Bearing Co. He succeeds E.| 


Names Salzer Sales 





jr-, automotive division general manager; Don Schulstad, Tampa, Fila.; Clarence Zarren, Belmont, Mass.; Dale K. Strimple, 
Williamsville, N. Y.; A. C. Taylor, Kewanee, Ill.; Philip Snyder, Cleveland; G. W. McCarter, Houston; J. H. Williams, Denver; E. G. 
Price, San Bernardino, Calif., and C. G. Morris, Tuscumbia, Ala. At the table on the right: LaVerne Marshall, Flint; L. Barnett, 
Topeka, Kans.; Richard D. Kern, Winchester, Va.; W. H. Gifford, Puyallup, Wash.; D. L. Mierley, Altoona, Pa.; Stanley Stonier, 
Scranton, Pa.; J. C. Bednar, Bridgeport, Conn.; Francis Peterson, Detroit Lakes, Minn.; Don Rohn, Milwaukee; V. E. Boyd, field 
sales manager; William Hermann, Detroit; L. P. Hartung, Milwaukee; L. J. Hencir, Minneapolis; R. J. Menendez, Hempstead, 
N. Y.; E. O. Shoemaker, Allentown, Pa.; Edward Wein, Sharon, Pa.; Charles W. Wentworth, Portland, Ore.; J. H. Frank, San 
Leandro, Calif.; G. D. Ashcom, Berkeley, Calif., and Glenn Comer, Charleston, Ill. Not present when the photo was taken 
was W. H. Eyles, Arlington, Va. In front of Abernethy is Calvin C. Hall, assistant to the advertising manager, Against the 


left wall are G. B. Stone, administrative assistant, and R. J. Flick, assistant merchandising manager. 








H. Austin, named special represen- 
tative for the sales director. 

Humphrey, who joined Timken 
in 1939 as a sales representative, 
was named assistant branch man- 
ager in Dallas in 1949 and assistant 
general manager of the Service- 
Sales division in 1951. 


* * * 


Mellon Joins Bay Mfg. 


As Manager of Sales 


Joseph T. Mellon has been 
named sales manager of Bay 
Mfg. division, Life Time Products 
Corp., Youngstown, O. 

Prior to joining Bay, Mellon 
was Eastern sales manager for 
Automotive Finishes, Inc., De- 
troit. He also was formerly em- 
ployed by Behr-Manning, Troy, 
N. Y., as a representative in the 
New York and New England 
areas. 

* * * 
Oil Industries Committee 


Reelects Kenney, O’Brien 

William F. Kenney, New York, 
general counsel of Shell Oil Co., 
was reelected chairman of the 
American Petroleum Industries 
Committee of the American Petrol- 
eum Institute. 

Reelected vice-chairman at the 
organization’s annual election 
meeting was Henry L. O’Brien, | 
New York, general counsel and a) 


director of Cities Service Co. 
+ = * 


Forester Joins Engineering 


Technical Staff of AMA 

M. A. Forester, former 
Studebaker-P ackard Corp. en- 
gineering executive, has joined | 
the engineering and _ technical 
staff of the Automobile Manu- 
facturers Assn. 

Forester is assigned to vehicle 
safety engineering activities. He 
also serves as secretary of the 
AMA Vehicle Safety Committee. 

> 


Sparton Elevates Johnston | 


Harold M. Johnston has been! 
named vice-president of Sparton 
Corp. He will continue as treasurer | 
and chief financial officer of 


Sparton and its subsidiaries. 
> > > 


Motor Wheel Merges Units, 
Chief 
Motor Wheel Corp. has consoli- 
dated its agricul- 
ture and indus- 
trial section and 
merchandising 
section and named 
H. C. Salzer as) 
sales manager of 
the new division. 
Salzer, who had 
been sales man- 
ager of the mer-| 
chandising sec- 
. tion, replaces C. 

H. C. Salzer A, Johnson, who) 
retired as sales manager of the) 
agriculture and industrial section. | 

Richard Bignall has joined Motor 
Wheel and will serve its merchan- 
dising section in an administrative 
capacity. 






. 





* > 


Feedrail Elects Officers 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 


In Your Area 
CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


MERCURY 
Dealers 





Our gas or electric powered Junior avtos 
ore authentically scaled down, real cars. 


| Smert as their ‘58 big brothers. Sense- 


tional for dealer publicity and big car 


Albert F. Stoll has been elected) sales: Wire or write for complete details. 


chairman of Feedrail Corp., N. Y.| 
Other officers are Frank L. Novak, 
president; Alexander Hammond, 
executive vice-president; Charles J. 
Merz, treasurer and assistant sec- 
retary; J. A. Heinzelman, secretary, 
and Russell R. Stout, sales vice- 
president. 





+ * . 


Yale Ups Carley, Spurr 

Yale Materials Handling division 
of Yale & Towne Mfg. Co. has 
announced the promotions of 
William L. Carley, from sales en- 
gineer in the department super- 
vising the sale of narrow-aisle 
rider trucks and rider-walkie 
trucks to assistant to the Work- 
saver, Warehouser truck sales 
manager, and Donald D. Spurr 
from salesman in the Detroit sales 
and service branch to assistant gas 
truck sales manager. 

* - . 


Bowsher Succeeds Hatcher 


As Toledo Auto Club Aide 


E. L. Bowsher, veteran superin- 
tendent of the Toledo public schools 
and long active in the work of the 
American Automobile Assn. and its 
affiliates, has been named secretary- 
manager of the Toledo Automobile 
Club. 

Joseph W. Arnold, club president, 
said Bowsher was the unanimous 
(Continued on Page 30, Col. 3) 
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Head Vinyl Fabrics Institute— 


Newly elected officers of the Vinyl Fabrics Institute are, seated, from left, Paul Howard, 
Weymouth Art Leather Co., South Braintree, Mass., second vice-president; Fred L. 
Ford, Athol Mfg. Co., Athol, Mass., president, and C. Gordon Jelliffe, Columbus 
Coated Fabrics Corp., Columbus, O., first vice-president. Members of the executive 
committee are, standing, from left, V. W. McDaniel, Cotan division, Interchemical 
Corp., Newark, N. J.; M. N. Nickowitz, Du Pont, Wilmington, Del.; John C. Siegmann, 
Landers Corp., Toledo; J. D. Lippmann, Textileather division, General Tire & Rubber 
Co., Toledo; W. J. Mulvey, United States Rubber Co., Mishawaka, Ind. Also elected, 
but not shown is S. Ernest Kulp, Masiand Duraleather Co., Philadelphia. 





MR. DEALER, HERE IS THE PRODUCT 


THAT YOU ASKED 


WYNN’S 
Friction Proofing 


AUTOMATIC 
TRANSMISSION 


It is now possible to stop leaks in automatic transmissions quickly, 
economically. Your Wynn’s Friction Proofing salesman can explain 
this new automatic transmission treatment using WYNN‘S Fric- 
tion Proofing AUTOMATIC TRANSMISSION and he will show 
you how you can guarantee your customers complete satisfaction. 


TRANSMISSION today. 





uously in the nation’s leading magazines. 


This all-new product is backed by years of scientific research and 
field testing to insure perfection. Be sure and ask your Wynn’s 
salesman about WYNN’S Friction Proofing AUTOMATIC 


Over twenty-five million car owners will read about WYNN’S 
Friction Proofing AUTOMATIC TRANSMISSION in the Feb- 
ruary 18th issue of LOOK MAGAZINE and the March 8th issue 
of the SATURDAY EVENING POST ... and all year long 
Wynn’s Friction Proofing products will be advertised contin- 
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choice of the board of trustees to 
fill the vacancy created by the 
death of Dwight Hatcher June 6, 
1957. 


* cd * 


Goodrich Names Lark 


To Head Dealer Services 


J. Marvin Lark has been ap- 
pointed manager of dealer services 
for B. F. Goodrich Tire Co. He had 
been manager of retail credit sales 
since 1954. 

Lark joined Goodrich in 1934 as 
a budget manager in Spartanburg, 
S. C., and served in Charlotte, N. 
C., Birmingham, Ala., and Atlanta 
before being appointed retail credit 
sales coordinator in Akron in 1953. 

* * + 


Overholser Heads GM Club 


C. K. Overholser has been named 
president of the General Motors 
Club of Dallas-Fort Worth, which 
is composed of GM management 
representatives in that area, Other 
officers are H, L. Waite, vice- 


FOR! 





president, and J, W. Johnson, 


secretary-treasurer. 


* Ed * 


Eiseman Succeeds Elliott 


As AMA Committee Head 


Cylde C. Eiseman, assistant gen- 
eral traffic man- 
ager for Willys 
Motors, Inc., has 
been elected 
chairman of the 
Automobile Man- 
ufacturers Assn. 

rate committee. 
Eiseman, a 
member of the 
committee since 
1947, succeeds 
é Glenn D. Elliott, 
C. OC, Eiseman rate supervisor, 
Buick division. He will servie one 

| year. 





* * * 


Ringsred Moves Up 


Don Ringsred, formerly assistant 
to the president of Alexander Film 





SURVEY FIGURES PROVE YOU CAN INCREASE YOUR PROFIT 30% AND MORE WHEN 
YOU DISPLAY THE COMPLETE LINE OF WYNN’S FRICTION PROOFING PRODUCTS! 





Pie. ee - % ihe 


This sleek Streamliner . . . completely 
treated with Wynn’s Friction Proofing 
... set a new American speed record of 
270.473 mph on the Bonneville Salt 
Flats. This clearly demonstrates that 
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Co., Colorado Springs, Colo., has 
been promoted to resident sales 
vice-president of the newly formed 
Alexander National division. He 


i 
will continue to headquarter in the 
Detroit area. 
- * * 
General Motors Names 2 : 
> I 
To Labor Relations Posts of. 
Kenneth H. Middleton, who has mai 
been director of personnel at the Dri 
Buick-Oldsmobile-Pontiac assembly apo 
division plant at South Gate, Calif,, suc 
has been named to assist in the wol 
negotiation and administration of suc 
General Motors-union agreements, (In 
James F. Quinn will serve as a anc 
General Motors representative in as 
arbitration proceedings before the Wa 
GM-union impartial umpire. Since 
1953 he has been on the labor rela- Ca 
tions staff of Pontiac division. 

* * * As: 
Kelsey-Hayes Ups Coyer K 
Kelsey-Hayes Co. has announced pe 

the election of Frank P. Coyer jr, | 
as treasurer. He had been assistant 
treasurer. 

= = = 

Firestone’s Hepburn, Eckel 
Get New Sales Positions 
William T. Hepburn, former man- 
ager of passenger-tire sales for 
Firestone Tire & Rubber Co., has 
fiel 
tor. 
E 
tra 
wh 
Ch 
To 
W. T. Hepburn G. G. Eckel | as 
facturers sales division. He suc- | M 
ceeds Arthur N. Stuart, who re | © 
cently became sales manager in the ~ 
manufacturers sales department. 
George G. Eckel, sales promotion | 
| manager, succeeds Hepburn as a 
manager of passenger-tire sales. | hs 
os > : ; Sp 
. } sa 
Hupp Corp. Elects | of 
DeFino Vice-President as 
Anthony J. DeFino has been a 
elected vice-president of Hupp le 
Corp. o 
DeFino joins Hupp after serving i 
as vice-president and general man- Di 
ager of the All-Year Air Condi- Pu 
tioning division of Servel, Inc, : 
Evansville, Ind. Previously, he was = 





Quigan Corp. 
| > 


| consultant with Dodge since 1955, 


vice-president and general manager 
of the Buffalo division of Fedders- 


> 


Campbell Joins Cadillac 

Cadillac has appointed James H. 
Campbell to the sales training 
section of its merchandising de- 
partment. 


* 


Dodge Promotes Davis 
James G. Davis, special-events 


has been appointed Dodge service 
representative for the Los Angeles 
region. 





> > 


Long Names Blood to Head 


> 





| Pa 
Industrial, Public Relations - 
Howard E. Blood jr., has been 7 
promoted to director of industrial it 
relations and public relations of Ch 
Long Mfg. division, Borg-Warner re 
Corp. The public - 
relations assign- Ch 
ment is a newly 1 
created post. phi 
Blood succeeds ms 
Willard E. Lang, to 
who will serve as 
consultant to the D 
industrial rela- L 
tions department. 0; 
Blood has been 
with -Long and m 
other Borg- : CG 
Warner divisions H. E. Blood jr. | ne 
for 11 years. He had been adminis- 
trative assistant to the president be 
of Long. of 
. od 7. vi 
1H Promotes Chimenti; on 
Five Others Move Up 
Dan Chimenti has been named | Le 
director of manufacturing for Gl 
International Harvester Co., suc- I 
ceeding the late Ralph C. Archer. re 
Chimenti formerly was general oat 
manager of the farm tractor divi- ae 
sion. 2 Mi 
Five manufacturing changes were I 
announced in the motor truck divi- | Ne 


(Continued on Page 31, Col. 1) ' 
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sion, headed by the appointment 
of Emerson A. Welles as assistant 
manager of manufacturing. L. E. 
Drum succeeded Welles as Indian- 
apolis Works manager; A. D. Bishop 
succeeded Drum as Springfield (O.) 
works manager; A. A. Karrasch 
succeeded Bishop as Fort Wayne 
(Ind.) assistant works manager, 
and D. R. Voss succeeded Karrasch 
as general superintendent at Fort 


Wayne. 


* * * 


Assigned to New Sales Posts 
Kenneth R. Wolfe has been ap- 


pointed Cadillac's merchandising 





K. R. Wolfe J. N. Wilson 


field representative for the terri- 
tory west of the Rocky Mountains. 
He replaces James N. Wilson, 
transferred to San Francisco as 


wholesale car manager. 
> > = 


Cadillac’s Wolfe, Wilson 


Chevrolet Names Roach 


To Midwest Regional Post 


J. R. Roach jr. has been named 
assistant manager of Chevrolet's 
Midwest region with headquar- 
ters in Kansas City. He succeeds 
H. L. Drumwright, who retired 
after 25 years with the company. 

Roach, who started with 
Chevrolet in 1933, most recently 
has been engaged in conducting 
special studies and projects for 
sales management in the central 
office. Earlier assignments were | 
assistant manager of the eastern 
region, Washington, and zone 
manager at Houston, New Or- | 
leans and Baltimore. 


Diamond T Names Egeland 


Purchasing Vice-President 


Diamond T Motor Car Co. has| 

promoted Merrill Egeland to the) 

newly created 

office of purchas- 

ing vice-president. 

He previously had 

headed the de- 

partment as direc-| 

tor of purchases. | 

Egeland came}! 

to Diamond T in| 

1942 as assistant} 

purchasing agent 

after gaining 

early experience 

Merrill Egeland in trucking prob- 

lems as general manager of 

Stoughton Cab & Body Co., Stough- 
ton, Wis. 





Pontiac Appoints Ware 


Assistant Zone Manager 


John P. Ware has been named 
assistant manager of Pontiac's 
Charlotte (N. C.) zone. Ware suc- 
ceeds C. E. Chambliss, who has| 
been named manager of the | 
Charlotte zone. 

Ware joined Pontiac in the Mem- | 
Phis zone in 1954. He was a district 
manager in the Memphis zone prior 
to his new assignment. 

= * = 


Dudte Directing Sales 


Of Flxible Motor Coaches 


James J. Dudte has been pro- 
moted to sales manager of Flixible 
Co., Loudonville, O. He had been 
assistant sales director. 

Dudte, 32, joined the coach- 
building firm as a shipping clerk 
after graduation from Loudon- 
ville High School. He has been 
in sales work for three years. 

7 * * 





Leasing Group Elects 


Glaser as President 


New president of the American 
Automotive Leasing Assn. is Ken- 
neth C. Glaser, president of the 
Lend Lease Transportation Co., 
Minneapolis. 

New vice-presidents are A. R. 
Neuber, president of Automotive 


Rentals, Inc., Merchantville, N. J., 
and Hubert Ryan, Chicago, vice- 
president of the Leasing division 
of Hertz Corp. Reelected secretary 
was Jess Raban, attorney of Four 
Wheels, Inc., Chicago. David S. 
Brockman, president of Feld 
Operating Service, Inc. Kansas 
City, was reelected treasurer. A. J. 
Schoen, executive vice-president of 
Four Wheels, Inc., Chicago, was 
elected chairman of the board. 
* + a 


Bank Names Shannon 


John T. Shannon has been named 
assistant secretary of Equitable 
Security Trust Co., Wilmington, 
Del. Shannon, supervisor of the 
collection section of the installment 
loan division, joined the bank in 
1951. 


> * + 


Globe-Union Ups Harries 


Globe-Union, Inc., Milwaukee, has 
appointed Harry Harries special 
sales representative to the Billups 


| Petroleum Co. He had been field 
| salesman. 
| * * * 


'D. E. Gotschall Appointed 


‘Dura-Bond Sales Manager 


Duane E. Gotschall has been ap- 
pointed sales manager for Dura- 


Parts Co. Palo 
Alto, Calif. He will 
direct national 
sales for the com- 
pany’s line of 
camshaft bearings 
and cylinder 
sleeves. 

Prior to joining 
Dura-Bond, Got- 
schall was with 
Wilkening Mfg. 
Co. as assistant 





% ; 
* 


| D. E. Gotschall 
| sales manager for 17 Northeastern 

states. At Dura-Bond, he succeeds 
Matt Korshin, now a manufactur- 
| er’s agent. 


Dill Ups East, Munson, 
| Greis and Alexander 


| Four sales appointments have 
been announced by Dill Mfg. Co., 

| Cleveland. 

| Frank D. East has been ap- 

| pointed assistant sales manager, 





Bond Engine 





In England, the car hood is 
called a bonnet and, when the 
top of the car is being discussed, 
that is called a hood. 





succeeding H. W. Baker, who has 
retired. E. B. Munson will succeed 
East as Akron branch manager 
and J. L. Greis will replace Mun- 
son as Southern representative. R. 
L. Alexander has been named rep- 





resentative in Ohio, Western Penn- 
sylvania, Western New York, and 
West Virginia. 

= 


* * 


Nablo Heads GM Club 


John L. Nablo, manager of the 
Buffalo plant of GM’s Harrison 
Radiator division, has been elected 
president of the General Motors 
Club of Buffalo for 1958. He suc- 
ceeds Thomas M. Kaine, Buffalo 
zone manager for Buick. 

= * * 
Willys Appoints Williams 
To South American Post 
| Ross Williams jr, has been named 
a regional sales manager in Vene- 
zuela Colombia and Ecuador for 
| Willys-Overland Export Corp. 
| Williams formerly was area su- 
|pervisor in Latin America for 
|Mack and previous to that was a 
| district sales manager for Chrys- 
ler Sales Corp. at Lynchburg, Va. 
At one time Williams also operated 
|}an automobile dealership with his 
father at Rockville, Md. 


+. > = 
Enjay Elevates Arnold 
Enjay Co., Inc., New York, has 
|announced appointment of Jack 
|Arnold jr., as supervisor of the 
| Boston office. 











A first class building doesn’t have to be high cost 
...1F IT’S A BUTLER 


usually for far less, than traditional construction. 
You also get a building that helps you sell both cars 


The car business today 


is too competitive to tie up im- 


portant money in a high-overhead palace. This is cer- 
tainly true when you can buy a dealership building that 
is ideally suited to motor sales and service—and costs 


less to build, as well. 


Such a building can be yours with the Butler Building 
System and your nearby Butler Builder. 

Unusual economies are possible in Butler construc- 
tion. The pre-engineered metal components are mass- 
produced, lowering their cost to you. Inexpensive curtain 
walls are used. You save on labor and materials. It all 
means that you get a superior building for no more, and 


Manufacturers of Buildings ¢ 


Oil Equipment ¢ Farm Equipment 


Dry Cleaners Equipment ¢ Outdoor Advertising Equipment 


Custom 


Fabrication 


Soles offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birming- 
ham, Ala. ¢ Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. ¢ Chicago, 


i. © Detroit, Mich. * Cleveland, Oh 


io * Pittsburgh, Pa. * New York City and 


Syracuse, N.Y. * Boston, Mass. * Washington, D.C. * Burlington, Ont. Canada 


and service. Architectural treatment can be as com- 
manding as you wish. Load-bearing frames permit use 
of all the glass you need for showroom effect. And you 
get a bright, naturally ventilated, post-free service area 
that is superior to any construction at any price. 


Ask your Butler Builder for the facts 


an efficient, truly first class facility. 


on this low-cost way to get 
He'll give you a free copy 


of Butler’s new booklet, “The Building That Helps You Succeed.” 
His name is listed under “Buildings” or “Steel Buildings” in the 
Yellow Pages of your phone book. Or, write us direct. 





City... 


Feeeeceeeeaeanaeeee4 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 
Please send me free copy of booklet. 


OITA... .ccccctatniepimnaiapendhinninatpenniecmmimnenines 


Zone State 
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into trouble” 


Benson Ford, Vice-President of Ford Motor Company 
and Chairman of the Dealer Policy Board, talked to 
Ford Motor Company dealers attending the NADA 
Convention in Florida last month about the present 
state of the country’s economy. Because we believe his 
remarks will be of interest to all automotive dealers 
and others associated with the industry, we are 
reprinting some of the highlights of his speech. 


“The present state of our general economy is creating 
a great deal more apprehension and nervousness than 
is warranted or desirable. 


“‘We are, to be sure, experiencing a decline in 
general business activity, and this decline is having a 
disproportionate effect on the sale of automobiles. 
But, what too many people tend to forget is that we 
have been through such pauses before, and then gone 
on to push the economy and the American living 
standard to the next higher notch. 


“We, at Ford, find nothing in the short-run situa- 
tion today that alters the basic economic factors that 
counsel intelligent optimism. There is no economic 
factor that warrants pessimism or fear. But fear itself 
can be dangerous because it is contagious, and if we, 
as a people, lose confidence in our ability to maintain 
a prosperous economy, we could frighten ourselves 
into trouble.. 


“However, so far as automobiles are concerned, 
there are economic factors that could make 1958 an 
even better year than 1957. 


“First of all, the customers are there. Indeed, since 


“We could frighten ourselves 


there will be 900,000 more maturities of new-car 
credit contracts this year than last, there ought to be 
a good many more customers than last year. 


“Second, there is latent spending power to be 
tapped. Through October, 1957, individuals were 
adding to their liquid asset holdings. Savings accounts 
are at record high levels. All the evidence indicates 
that most people have money to spend and are in a 
good credit position. 


“It seems to me that the major problem for all of 
us is that of selling confidence in the future of the 
American economy. It is up to all of us to get out and 
pump a greater confidence and optimism into the 
automobile market. We’ve got to get out of our dealer- 
ships and go prospecting for those uncertain cus- 
tomers and take them by the hand and lead them into 
our stores. Then we have to sell them, not only on our 
products, but also on the shining future that lies 
before us all. 


“It’s a pretty safe bet that the consuming public 
is going to take its lead from the business community. 
If we start to retrench and pull in our necks, then Mr. 
Consumer is going to do the same thing. But if we 
throw away our thermometers and fever charts and 
pill bottles and step forward confidently into the brac- 
ing, vigorous air of our competitive economy, then 
the consumer is going to come right along with us. 


“The job of maintaining faith in the future of 
America is largely a selling job. It’s a selling job 
that’s the personal responsibility of every American 
businessman, no matter what line he’s in or what 
role he plays in business.” 


likin Mebane 


Vice-President, Ford Motor Company 
Chairman, Dealer Policy Board 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 69 


FORD MOTOR COMPANY « THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL « MERCURY « LINCOLN « CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
FORD TRUCKS « TRACTORS « FARM IMPLEMENTS « INDUSTRIAL ENGINES 
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CAMERA—The Kodak Listomatic camera 
that photographs tabulating cards in 
column listings on film is now being dis- 
tributed and serviced by Recordak Corp., 
415 Madison Ave., New York 17, N. Y. 
it has been renamed the “Recordok” 
Listomatic camera. The Listomatic is prin- 
cipally a big time-saver in producing 
ports lists, telephone directories, catalogs, 
membership rosters and credit rating 


books, it is claimed. 
s & 6 





MIRROR—Roberk Co., Norwolk, Conn., 
announces that its Cadet style body-mount 
mirror is now equipped with builtin tem- 
perature gauge. The thermometer is sealed 
behind mirror with calibrations visible 
through clear portion of glass. Guoron- 
teed accurate and built to withstond the 
bumps ond vibrations of back rood 


driving, it is claimed. | 
. | 


Ve 


Ol FILTER KIT—W. G. B. Oil Clorifiers 
Inc., Kingston, N. Y., announces a con- 
version kit for converting all 1956 and 


previous-model Ford, Lincoln and Mercury 
cors to use the spinon type oil filter used | 
since early 1957 on cars of these mokes. | 
The filter is a full-flow type and incor-| 
porates builtin bypass and drain check | 
valves. 





PIPE CUTTER—"Spee-D-Kut,” a pipe 
cutter designed for the removal of 
mufflers and pipes, has been introduced 
by Walker Mfg. Co., Racine, Wis. De- 
veloped to replace the old-fashioned 
hacksaw method of exhaust system re- 
moval, “Spee-D-Kut" is said to be par- 
ticularly helpful in removing welded ex- 
haust assemblies where the muffler must 
be cut from the pipe to make a new 
installation. Four tool steel rollers cut and 
adjust automatically to cut pipes from 
1% inches to 2% inches in diameter. 

6 Gg 


U-Bild Units Marketed 
Aluminum U-Bild units for car- 
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ports, garages and sheds are offered 
by J. B. Sebrell Corp., 300 S. Los 
Angeles St., Los Angeles 13, Calif. 
The firm is seeking dealers, jobbers 
and representatives. 


* + > 





320 W. Eighty-third St., Chicago 20, Ill., 
has developed a display for its impact 
| wrench. The display tokes up only 20 
| inches of counter space, and can be used 





with equal effectiveness either on counter, | 


in window, or on wall. Dual easel and 
| wall mounting brockets ore integral parts 
| of the display. The wrench is neatly 
cradied in two hooks, and the cord is 
securely locked in the back of the display. 
The display measures 20 by 21 
Shipping weight is four pounds. 
* * * 





WHEEL COVER—Nomsco, Inc., Bellwood, 
lil., hes announced its lotest wheel cover, 


@ deep-drawn, plain cone design. This 
cover is another Namsco Universal Type 


DISPLAY—Portable Electric Tools, Inc., | 


inches. 


| 
| 
| 


| 


i 


. listed as the 14-C for 14-inch wheels | 


ond the 15-C for 15-inch wheels. Like all 

the other Naomsco covers it features no- 

slip, no-turn, no-squeak 

springs; triple chrome plote, and 

chonges with original equipment. 
> > > 


inter- 





TAPPET CARRIER—A valve push rod and 
tappet corrier designed to hold valve 
push rods and hydraulic lifters together 
after being removed from the engine has 
been announced by Wohlert Corp., 
Lansing 5, Mich. Individually boxed, 12 
to a carton. 





LICENSE FRAME—The Sutone Executive 
$-540 license frame is triple-plated with 
chrome, rustproof, and features a hinged 
back for easy mounting on all makes and 
model automobiles. The unit is said to 
fit all 6 x 12 mountings. Sutone Corp., 
3001 E. Twelfth St., Los Angeles 23, Calif. 


attochment | 


| 
| 





| introduced a Universal 








TUNEUP HOIST—Robinair Mfg. Corp., 
2865 Mound Rd., Warren, Mich., an- 
nounces the “Hang-Over” tuneup hoist. 
By its special design the ‘Hang-Over" 
puts the mechanic literally on top of 
the engine. It is said to put crowded 
“engine room" at workbench level and 
is the answer to getting at hard-to-reach 
distributors, carburetor linkage, and other 


components. 


* * 





Zz 


STAND—aAutomotive Divi- 
| sion, K. R. Wilson, Inc., Arcade, N. Y. has 





OVERHAUL 


Overhaul Stand. 
The heavy duty No. 1009 stand handles 
loads up to 3,000 pound:, it is claimed. 


| Adapter arms permit servicing of cor and 
| truck engines, transmissions and differen- 








tials. A geored-drive turning mechanism 
allows the heaviest assembly to be rotated 
360 degrees, stopped and locked auto- 


maticolly in any desired position. 
> * > 





SEAT CUSHION —Ace Rubber Co., 
Dallas, Tex., announces its line of Cushion 
Air seat cushions which are made by a 
method of coil wire construction said to) 
withstand crushing weight. The line com- | 
prises the regular size, a king size and a} 
“holf across," two of which cover the 
entire cor seat and accommodate three 
passengers. Two plastic coated fabrics, | 
tweed and striped, are tailored to elim- 
puckering and crawling. The} 
three sizes in both coverings are made 
in red, green, | bive ond black colors. 

- 


| soldering tips. The shank of the 
tip is immunized from solder 
which, according to the company, 
prevents the creeping and adhering 
of solder except on the working 
surface at the end of the tip. 


* * * 


ARM RES T—Designed to allow the 
driver or passengers to “relax while they 
ride," the Pak-Rest auto arm rest doubles 
as a carryall case and a car seat for 
smaller children. Announced by McDonald 
| Products Corp., Duk-It Bidg., Buffalo 10, 
N. Y., the Pak-Rest is covered with 
leather-like long-lasting fabric-hacked 
plastic available in five colors to match 
car interiors. Sturdily-built with a rigid 
frame, Pak-Rest has a non-slip polyure- 
thene covering on the bottom— it can't 
| slide on the car seat, it is claimed. The 
unit is designed to hold many necessary 
| items that won't fit into the regular glove 
compartment. 








HYDRAULIC BRAKE CUP—Coni-Seal, a 
hydraulic brake cup, is said to be unique 
| in formula, shape and its abiljty to grow 
|in diameter to compensate for wheel 
cylinder wear. Unlike other cups, where 
the center is flat, Coni-Seal is designed 
with a cone at its center which directs 
| the fluid to the base and sides of the 
cup to achieve an even, all-around tension 
of the cup lips against the cylinder wall, 
it is claimed. This leakproof seal is said 





to eliminate the need for expanders. 
Signal-Stat Corp., 523-539 Kent Ave., 
Brooklyn 11, N. Y. 

* * * 
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TOOL SET—Current offering 


in the 
Herbrand tool series is a set up six 
rethreader taps with hex drive ends. 
Designed for use with open end or box 
wrenches with or without fiexible sockets 
or ratchets, the sets have a size range 
of from % inch to 9/16 inch, and are 
available for either fine threads (No. 803) 
er coarse threads (No. 804), Herbrand 
Division, Bingham-Herbrand Corp., Fre- 


mont, O. 
* 


. + 
Soldering Tips 
Hexacon Electric Co., 517 W. 


Clay, Roselle Park, N. J., has 
introduced Hexacon Extradur 





BUFFER—-The Supreme buffer, a slow- 
speed, heavy-duty electric buffer, specially 
adapted for buffing tubeless tires and 
tubes in preparation for repairing punc- 
tures, is announced by H. B. Egan Mfg. 
Co., Muskogee, Okla. The fine wire buff- 
ing brush will clean and roughen the 
repairing area while the slow speed 
motor will not cause the rubber to be 
scorched or burnt, it is claimed. The motor 
is equipped with an electronic balanced 
armature to give longer wear through re- 
duced vibration. Greaseless housings en- 
case both ends of reducing gears. The 
buffer is available with either two-wire 
or three-wire conductor cords. 








LIGHT FITTINGS—Floodlighting fittings 
announced by Stonco Electric Products 
Co., 333 Monroe Ave., Kenilworth, N. J., 
include surface-wall and thru-wall mount- 
ings that make-up approved floodlights 
without the need of separate splice boxes. 
Fittings for pole or surface-wall mounting 
attach to any existing outlet box already 
installed, it is claimed. Fittings for thru- 
wall mounting include a compact cast 
splice box with full length cast covers 
that take one or two lampholders, as well 
as provision for accommodating up to 
four lampholders in all at any time. All 
are precision die cast aluminum, are 
tapped ¥%"" to accommodate lampholders 
or conduit, and are fully Ul-approved 
for outdoor use. 





DISTRIBUTOR TESTER—Ease of opera- 
tion, plus features which permit accurate 
testing of both single and dual contact 
distributors, is claimed for the Sun Master 
distributor tester, model MODT-50, intro- 
duced by Sun Electric Corp., 6337 Avon- 
dale, Chicago 31, Ill, AC powered, this 
unit is said to eliminate storage battery 
testing, charging and handling. Unit is 
plugged into any 115-volt, 60-cycle AC 
line. Models are also available for opera- 
tion on 115-volt, 50-cycle and 230 volts, 
60 or 50-cycle, three phase AC. An im- 
proved drive with infinite speed selection 
from O to 3,000 distributor r.p.m., im- 
proved dwell meter circuitry and simpli- 
fied instrumentation are said to be some 
of the important features of this unit, 
available either as a bench or console 
model. 





SPRING CONTROLS—A line of Air Lift 
Pneumatic spring controls for installation 
as overload or stabilizing units on ‘58 
cars has been announced by Air Lift Co., 
Lansing, Mich. The units consist of heavy 
butyl chambers which fit inside the coil 
springs and inflate with air to bear 
against the coils. This eliminates all 
“bottoming™ on bumps and stops sway, 
sag and dip on curves, turns and stops, 
the company reports. Air pressure can be 
adjusted to compensate for overloads or 
to restore original riding level in cases 
of weakened springs. For installation as 
rear overload supporis on cars with leaf 
springs, the Air Lift units come equipped 
with coils and brackets to mount between 
leaf springs and frame. 
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In your biggest market, 


your biggest salesman 


is the only newspaper 


to show consistent 


circulation growth. 


(Based on Monday-Friday averages for 6 months ended Sept. 
30, 1957, compared with averages for the same period in 1956) 


NEW YORK CITY WEEKDAY CIRCULATION 
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And that makes The New York Times an even 
better buy this year than it was last. Are you using 






it as much and as often as you should? 


THE NEW YORK TIMES 


First in automotive advertising in your first market 


NEWSPAPER F 
NEWSPAPER G 
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What's New... 


In Parts and Accessory Distribution 


Fair Trade Pacts Set Up 


|On Purolator Filter Sales 


RAHWAY, N. J. — Purolator 
Products, Inc., has announced a 
fair trade program under which 


He formerly was with National 


Market Report, Inc. 
* = 


Rodolphs Relocate 


CARLSBAD, N. M. — A father- 
son team of Olin and Bob Rodolph, 


retailers adhering to established 
minimum prices are assured a full 
profit margin on each filter sale. 


The program became effective 


Carlsbad automotive and industrial 
suppliers since 1949, recently 
opened in new quarters which 
1 doubled the firm’s floor space, The 
Feb. 1, and applies to retailers in| frm’s new name is Automotive and 
California, Illinois, New Jersey,| Industrial Supply Co. 
New York and Pennsylvania. . & *& 
Under terms of a fair trade agree- 
ment, the retailer cannot sell the 
manufacturer’s fair traded prod- 
ucts at prices below the list price 
as set forth. 
= s 
Norman Joins Mitchell 


SAN DIEGO, Calif—L. L. Nor- 
man has been named general 
manager of the Glenn Mitchell 
Catalog Service, publisher of col- 
lision and flat-rate manuals on 
glass and automotive replacements. 





Automotive Group Ponder 


New Organization in Canada 

TORONTO. — Formation of an 
° Automotive Service Council is 
under consideration by members of 
the Automotive Machine & Parts 
Assn., Automotive National Dis- 
tributors Assn., Canadian Automo- 
tive Electric Assn. and Canadian 
Automotive Wholesalers’ & Manu- 
facturers’ Assn. 

A sponsor of the plan said the 





DeSoto Officials, Dealers Get Together— 


Attending a luncheon during the week of the St. Louis Auto Show were DeSoto 
factory executives and dealers. Seated, from left, are L. 1. Woolson, DeSoto president; 
Mrs. Cece Taylor, Missouri Motor Co. (DeSoto-Plymouth), Columbia, Mo., and J. B. 
Wagstaff, DeSoto sales vice-president. Standing are Harry Auffenberg, St. Louis Motors 
(DeSoto-Plymouth); Lawrence Goldbeck, Goldbeck Motors (DeSoto-Plymouth), and 
Robert Roberts, West End Motors (DeSoto-Plymouth), all of St. Louis. 


















Diamond T 





The BIG JOBS count on Thompson 


> 


TEERING linkage, engineered and manufac- 
S tured by Thompson Products’ Michigan Divi- 
sion, isn’t only used on leading passenger cars. 
Heavy duty vehicle manufacturers count on 
Thompson too, as you can see from some of the 


big jobs above. All of them are equipped with 


Caterpillar 





Thompson chassis parts. 


Thompson is continually being called upon by 
the automobile, truck, farm machinery and off- 
the-road vehicle manufacturers to come up with 
new ideas and new manufacturing. Why don’t 
you call or write Thompson's Michigan Division 
now for help with your problems. The address 
is 34201 Van Dyke, Warren, Michigan; the tele- 
phone number Jefferson 9-5500. 






Four Wheel Drive 





You can count on 


, : I, Thompson Products 


Michigan Division: Warren and Portland 








new council would not affect op- 
eration of the individual associa- 
tions but would merely provide a 
means for joint action on problems 
of national importance to the after- 
market service industry. 

* * > 


‘P’ Sign Made Available 


TOLEDO.—An “TI” sign which is 
more than six feet high and reads 
“Free Muffler Inspection .. . Merit 
Mufflers Installed” is available 
through Merit Muffler wholesalers. 
A panel carrying an additional 
message is offered with the unit. 

* a2 * 


Chek-Chart Offers Data 


On Air-Suspension Systems 

CHICAGO. — Chek-Chart Corp. 
has announced publication of its 
“1958 Chek-Chart Air Suspension 
Chek-List.” Designed primarily as 
a wall chart, the Chek-List is 
available to petroleum marketers 
for distribution to their dealers, 
Chek-Chart said. 

The Air Suspension Chek-List 
gives maintenance, hoisting and 
jacking, and towing instructions, 
covering the 11 makes of 1958 pas- 
senger cars which offer air sus- 
pension systems. 

= = > 


Levine Is Honored 


LOWELL, Mass.—Allan L. Levine, 
assistant treasurer of Towers Motor 
Parts Corp., has been selected as 
the 1957 Citizen of the Year by the 
Greater-Lowell Civic Committee. 


Suit to Recover 
$8,555 Sales Tax 
Won by Dealer 


DETROIT. Don McCullagh, 
Inc. (Chevrolet) won its suit to 
recover sales taxes levied by the 
State of Michigan in the firm's 
sale of autos to a Michigan leasing 
company for rental to a Florida 
firm. 

Circuit Judge Miles N. Culehan 
awarded McCullagh a judgment 
of $8,555.75, plus interest at 6 per- 
cent from Dec. 19, 1956, until Jan. 
15, 1957, with costs. 

Culehan held that the State tax 
of $7,694.97 was unconstitutional 
because it “exposed interstate 
commerce to multiple burdens to 
which intrastate commerce was not 
exposed and that interstate com- 
merce was discriminated against in 
favor of intrastate commerce, 
which the (Federal) Commerce 
Clause does not permit.” 

McCullagh paid the tax and in- 
terest of $860.78 under protest. 

McCullagh sold 154 new autos in 
1954 to General Car Leasing, Inc., its 
leasing firm, for rental to Couture 
Motor Corp., Miami. The cars were 
licensed and titled in the State of 
Florida in the name of General 
Car Leasing. 

Under the Michigan Sales-Tax 
Act a sale for leasing, when the 
rental receipts are taxable as pro- 
vided in the Use-Tax Act, is exempt 
from the sales tax. 

The State contended that since 
General Car Leasing was not tax- 
able upon the rental receipts be- 
cause the cars were leased in 
Florida, McCullagh was liable for 
the sales tax. 


Wilmington Added 
To Trailership Route 
MOBILE, Ala.—Wilmington, Del. 
has been added to Pan-Atlantic 
Steamship Corp.’s sea-land service. 
Wilmington now is linked by 
trailerships with the ports of New 
York (Newark), Miami, Houston, 
New Orleans and Tampa, with reg- 
ularly scheduled sailings 4% days 
apart. 


25-Vear Dealer Honored 


GARY, Ind.—Jay F. Graham, 
president of Grantham Auto Corp., 
Gary, Ind., has received a silver 
anniversary plaque from C. J. 
Anthony, Dodge regional sales pro- 
motion manager. The plaque marks 
25 years of continuous service as 
Dodge dealer. 
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DELCO TLAS THE FIRST 
CAR RADIO ihars PORTABLE: 





L N. ST DE Yt O UR CAR, this all-transistor engineering masterpiece combines with a powerful built-in audio system, 


antenna, and big, full-range speaker for the finest in car radio performance. 


P Li . 
» s 
"6n,'/ 


re 3 


IT’S ALL-TRANSISTOR AND IT’S PORTABLE! .. . a car radio that plays 


anywhere, inside your car or out of it. It’s one of Delco Radio’s most exciting 


« “developments in a long string of electronic “firsts.” While locked in the instrument 
¢ 


panel, this versatile radio operates off the car’s electrical system, uses the car’s 
built-in audio system, speaker and antenna for the finest tone possible in car radios. 
When you slip it out of the instrument panel, it’s a self-contained unit with its own 
speaker, antenna, carrying handle, and batteries. 

This rugged, dual-purpose radio is equipped with tiny transistors that take up 
less space, use 90% less power, and last for years and years! It plays without warmup 


OU7 SIDE Yl O UR CAR, you have an all-transistor portable radio complete with its own speaker, 


antenna and batteries. It goes where you go, plays where you play. 





St he. ee ee 


or mechanical noises. And, in the car, it provides greater tonal range, volume and 
clarity than the most expensive vacuum tube sets. 

The Delco portable car radio is moderately priced and available on the 1958 
Pontiac and Oldsmobile. Ask your new car dealer today about the only car radio 
that goes where you go—plays where you play. 


DELCO RADIO 


Division of General Motors + Kokomo, Indiana 
WORLD LEADER IN AUTO RADIO 


FORWARO FROM FIFTY 


as advertised in The Saturday Evening Post 
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Used-Car Notes 





CLEVELAND. — Leaders of the 
Cleveland Independent Auto Deal- 
ers Assn. view the coming 12 
months with optimism, despite 
predictions by new-car spokesmen 
that sales will drop. 

Harry Halpert, president of 
CIADA, and Irv Rubin, outgoing 
president of the national group and 
executive cha irman of CIADA, 
maintain used-car sales will hold 
firm and that there is a possibility 
of a shortage. 

Halpert declared that the steady 
expansion into suburbia will see 
a continued upbeat in demand 
for a second car “and that means 
a used car in view of lower costs, 
and the desire for comfort and 
styling. Also, there has been an ex- 
pansion in factory growth in out- 
lying communities. With public 
transportation inadequate in many 
areas, it is mandatory that work- 
ers drive, and the car they will buy 
will be one they can operate most 


economically—and that is a used 
car.” 

Halpert continued: “Independent 
dealers, operating at lower over- 
head costs, offering guaranteed 
cars, can provide to the cost-con- 
scious family today the cheapest 
and best-spent dollar for transpor- 
tation. CIADA members in the past 
year have furnished the bulk of the 
used cars for consumer needs, and 
we anticipate the greatest percent- 
age of sales again in the local mar- 
ket this year.” 


Rubin predicted the 1958 used- 
car market to “be sound and com- 
petitive, with the activity in the 
used-car field to be far more active 
than in new-car turnover. Nation- 
wide, new-car sales will be around 
the six million figure,” he said, “and 
the used-car sales volume will triple 
that, or at least 18 million used cars 
will be changing hands during 1958. 
If there is a strike, and a curtail- 
ment in new-car production, then 
the used-car market will be even 


more competitive in light of a 
higher customer demand. 

“High cost of repairs is another 
factor in helping the used-car mar- 
ket as many motorists prefer a 
different car rather than undergo 
heavy 
nally,” added Rubin, “sharp depre- 
ciation in a new car, after its pur- 
chase, means the buyer of a used 
car is financially ahead, Deprecia- 
tion is less for him in the following 
years since the original buyer has 
absorbed the initial, and greatest 
financial loss.” 

+ + - 


Dealer Licenses Studied 


AUGUSTA, Ga—Legislation re- 
quiring used-car dealers to pur- 
chase business licenses is under 
study for possible introduction in 
the 1958 session of the Georgia 
General Assembly. The measure 
would make it unlawful for any 
used-motor vehicle dealer or 
salesman to do business without 
obtaining a state license. 

* + o 


City Establishes Minimum 
For Size of Used-Car Lot 


needless expenditures. Fi-|= 





Seat Belf— 


SAAB Motors, Inc., American subsidiary 
of Svenska Aeroplan AB of Sweden, has 
introduced a combined shoulder harness- 
seat belt for the new SAAB 93-B sports 
sedan. The design has been so carried ovt 
that the belt never touches the floor. 





lot smaller than 100 feet square. 
The ordinance also says “no junked 


BINGHAMTON. N. Y.—A new|or wrecked cars may be parked or 
ordinance makes it unlawful to|stored on any used-car lots.” 


conduct a used-car business on a 


The ordinance also provides that 





SAV and 128¢2L/ 


AMERICA’S LEADING 
AUTOMOBILE AIR CONDITIONER 


with accuted protite 
no investment [ 


a plan by the only truly national manu- 


facturer of automobile air conditioners. 


Vornado’s new “NO INVESTMENT PUR- 
CHASE PLAN” for qualified dealers... as- 
sures you adequate inventory when you 


need it ... without an initial investment. 


STYLING head and 


petition 
Complements car interior 
Only automobile air conditioner 
to win top design award 
Chosen No. 1 styling by consumer 
panel 


unequalied 


ity in air CAOUZATIOWV 


True full-car circulation 
5 adjustable air nozzles 
3-speed air control 
Powerful blower 


outstanding (Y/N 
capacity 
Exclusive curved cooling coil 
Giant-capacity compressor 
Instant cooling action 
Automatic thermostat and 
magnetic clutch 
No freeze up 


es 





superior- 


HERE'S ALL YOU DO... 


Contact your local 


omado 


Automobile Air Conditioner distributor or write: 





Automobile Air Conditioner Division 


y . 


Never before have you been offered such 





The O. A. Sutton Corporation, inc., 1612 W. Second Street 
Wichita, Kansas 


Distributed in Canada by Alliance Motors, Schell Avenue, Toronto 10 


: ls car cannot be kept at a servicg 


| station for repairs for more than 
30 days. Sponsors of the ordinang 
said this provision is aimed at dig. 
couraging gasoline-station operator; 
from parking “junks” on thei; 
property. 


* * * 


25 U. C. Dealers Organize 
In Binghamton Area 


BINGHAMTON, N. Y.—Some % 
area used-car dealers have organ. 
ized the Broome County Independ. 
ent Automobile Dealers Assocation, 
A temporary slate of officers is 
headed by George Spisak as pres. 
ident. 

Other officers are Edward Stolar. 
cyk, vice-president; Charles Connor, 
secretary; Stanley A. Cundey, treas. 
urer, and Fred Guley, Joseph 
Snitchler, Robert Cohn, Kenneth 
Bailey and Carl Landon, directors, 


+ > e 
N. Y. Judge Urges Haste 
In Registration Transfers 


WHEATFIELD, N. Y. — Noting 
that many used-car buyers have 
been brought before him whose reg- 
istrations have not been trans. 


ferred in the prescribed 10-day % 


period, Justice John C. Culver has 
urged used-car dealers to complete 
such transfers quickly. 

He explained that many purchas- 
ers have offered as an excuse that 
“the salesman promised to fix 
things with the judge.” Culver em- 
phasized that the responsibility for 
transfer rests with the seller. 


> > + 


Siewe Heads U. C. Dealers 
In Ohio’s Miami Valley 


DAYTON, O.—Al Siewe, owner of 
Siewe Auto Sales, has been elected 
president of the Miami Valley Used 
Car Dealers Assn. He succeeds G. 
Jack Davis, who becomes board 
chairman. 

Other new officers are Robert 
Lozan, first vice-president; George 
Fair, second vice-president; Ben 
King, secretary; Walt Seikel, treas- 
urer, and Frank Lutz, sergeant-at- 
arms. 

> > > 


Used-Car Lots Combined 


CLEVELAND. — Allan Motor 
Sales and Sid’s Motor Sales, used- 
car lots, have combined and are 
operating under the Allan name at 
7209 Euclid Ave., according to Allan 
Mirel and Sidney Landers, owners. 


Stewart Names Valentine 

SAN FRANCISCO.—Jack Valen- 
tine has been named used-car sales 
manager of Stewart Chevrolet Co. 


Salesman’s Assailant Fined, 
Ordered to Pay Dental Bill 


BUFFALO.—A dissatisfied cus- 
tomer convicted of beating up 4 
used-car salesman received a sus- 
pended six-month penitentiarv sen- 
tence in City Court. 

Frank Vella, 41, was fined $50 and 
ordered to pay dental expenses of 
the victim, Floyd E. Benner. Vella 
also was ordered on probation for 
one year. 

- > © 
Cirinciones Expand 

SAN JOSE, Calif. — Cirincione 
Brothers have taken over an entire 
block at 1075 E. Santa Clara St. for 
their used-car dealership. The deal 
was started more than 10 years ago 
by Joe and Pete Cirincione. 


Riggs Closing Louisville Lot, 
Blames Slack in Business 


LOUISVILLE.—Riggs Motor Co. 
is closing its used-car lot at Sixth 
and Broadway because “business 
is tightening up here,” according 
to Toby Riggs, owner. 

Riggs said he would devote all 
his time to his used-car lot in 
Miami, where “business seems to be 
12 to 15 percent better than in 
Louisville.” He opened the Louis- 
ville lot in 1952. 


Firm to Lease Vehicles 


UTICA, N. Y.—Leasing of cars 
and trucks is being introduced in 
Utica by Carbone Motor Sales, Inc. 
Joseph Carbone is president of the 
new firm which will provide cars 
and trucks for a monthly fee. 
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= When you service m 


Buick engines— 


Be sure you have the right parts for replacement pur- 
poses—call on your Buick Dealer’s Parts Supply. 


He stocks Factory Engineered bearings, pistons, piston 
rings, rods and other engine parts to take care of all 
Buicks—whether your shop, or his own shop handles 
their servicing. 

His Service Manual also shows time-saving, tested 
installation methods that insure satisfactory results — 
the first time. 


So when you need engine parts—or any other parts for 
servicing Buicks — buy them from your Buick Dealer, 
at your full discount. 


SEE YOUR AUTHORIZED BUICK DEALER 


Your one-stop source for Buick parts 









Checking bearing clearance with 
Plastigage — Procedure 2-17-B in 
the Buick Chassis Service Manual 


l ! 
| Did You Know that the new Buick | 
| disposable air filter has a dust-filtering | 
| efficiency of over 98% and is easily | 
| removed for periodic cleaning? | 
! | 






ENGINEER APPROVED ACCESSORIES 











AUTOMOTIVE NEWS, FEBRUARY 10, 1958 


Goods Donate Training Cars— 


Gerald P. Good, right, and Walter J. Good jr., second from left, of Good Bros. 
(Ford), Randolph, Mass., present a driver-training car to Carroll Gilgan, third from 
left, superintendent, Holbrook (Mass.) schools. The dealership also presented 1958 
Fords to the high schools in Avon and Randolph, Mass., for use in their driver 
education programs. 








Preferred 


by more engine manufacturers 
for original equipment 
and replacement service 


than any other piston ring! 


INTERNATIONAL HARVESTER—one of the leading 
engine manufacturers using Perfect Circle piston rings for 
both original equipment and replacement service. 


Behind the world-wide preference for Perfect 
Circle is a history of more than half a century 
of PC engineering leadership—and more. There’s 
a history, too, of unceasing creative research... 
a constant search for the new and the better... 
matchless manufacturing skills...and scores of 
contributions to the forward march of the auto- 
motive industry, year after year. 

You benefit from the preference for Perfect 
Circles because PC piston rings are easier to 
sell. Customers like to know they’re getting the 
brand of piston rings preferred by the manu- 








Across the Nation eee 


Auto Dealer Changes 


Franchising of three new dealer- 
ships has been announced by Edsel. 

They are Seaway Motors, Inc., 
3760 W. Twelfth St. Erie, Pa.; 
Summers Edsel, Inc., 815 N. Jeffer- 
son, Junction City, Kans., and At- 
lantic Auto Exchange, 102 E. Sec- 
ond St., Atlantic, Ia. 

* . * 


Doran Lincoln in Dallas 


Doran Lincoln, Inc., 1715 N. 
Akard 8t., Dallas, has been 
opened by Felix Doran, Felix 
Doran jr. and Edward Doran. 

* * * 


S-P Franchises Terry 


Terry Motor Co., which has op- 
erated in Durham, N. C., as a used- 
car company since 1935, has been 
awarded the Studebaker-Packard 
franchise and will operate from its 
lot at 514 Mangum St. until a build- 


Terry and J. Harry Johnson are 
operators. 
+ * 


Jordan Adds AMC Lines 


Jordan Motors, Inc. (Dodge- 
Plymouth), 609 E. Jefferson Blvd., 
Mishawaka, Ind., has added Ram- 
bler and Metropolitan. An adjoining 
show room, with 5,000 square feet 
of floor space, will be used. 

+. * * 
Young Sells Dealership 

Clyde N. Young has sold his 
Dodge-Plymouth dealership in 
Monterey, Calif., to Catlin Wolf- 
ard, Portland, Ore. 


+ * * 


Dixie Dealer Adds Simca 


Morton-McCrary Motors, Inc., 
Plymouth dealership in Knoxville, 
Tenn., has added the French Simca. 


ing can be erected on the site. E. L.| Two Simca lines have already been 


facturers for original equipment and replace- 
ment service—Perfect Circles! And PC 2-in-1 
Chrome sets more than double the life of cylin- 
ders, pistons and rings...seat faster because 
they are lapped in at the factory...mean sus- 
tained power with lasting oil economy. For 
satisfied customers, sure protection against 
overhaul come-backs, always install Perfect 










Circle 2-in-1 Chrome piston rings—the brand 
most people prefer! Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle Co., 
Ltd., 888 Don Mills Road, Don Mills, Ontario. 


Since 1903...partner in progress to the automotive industry 


PERFECT CIRCLE piston nines 


| 


| Simca, held 
| 2545 Summer, Memphis, Tenn 
> > > 


—, 


stocked at the firm’s showroom, 8% 

N. Central St., according to H, ¢ 

McCrary, president. 
+ * 


* 


Cal-Har Dodge Opens 


Cal-Har Motors (Dodge), 8640 g 
Chicago Ave., Chicago, held it, 
grand opening. Marty Virvinelj 
heads the firm. 


8 Jeep Dealers 
Named by Willys 


Appointment of eight Jeep deal. 
ers has been announced by Willys, 
They are: 

Transport Auto Sales, 2007 w. 
National Ave., Milwaukee; R-L 
Auto Mart, Rice Lake, Wis.; Ken- 
ard Buick Co., LaCrosse, Wis; 
Adams Motor Co., West Highway 
No. 212, Montevideo, Minn. 

Pete’s Garage & Implements, 
Route 2, Dickinson, N. D.; Trigg 
Buick Co., 720 E. Lincolnway, La- 
Porte, Ind.; Weis Buick Co., 131 
Bridge St., Decorah, Ia., and Lie. 
belt & Sons, Beulah, N. D. 


* * * 


Buie Named Dealer 


Buie’s Commercial Garage, Odes- 
sa, Tex. has been appointed a 
dealer by Diamond T. The dealer- 
ship is owned by Raymond L. Buie. 

= > = 


L-M Signs Evered 


Arthur C. Evered, president of 
Evered Mercury, Inc., Bellevue, 
Wash., has become a Lincoln-Mer- 
cury dealer. 

= « = 


Southern Sales Adds Outlet 


Southern Sales Corp. has opened 
a new retail outlet on East Laurel 
St., Scottsboro, Ala., for Triumph 
and Renault. The business is op- 
erated by Delbert Hicks. 
> = = 


New Omaha Dealership 
A new dealership, Courtesy Plym- 
outh Co., has opened at Twenty- 
seventh and Farnam Sts., Omaha 
= > = 


Jocke Buick Makes Bow 


Jocke Buick Co. held its grand 
opening at 930 N. Clark St, 
Chicago. Owner is William P 
(Jocke/) Joughlin. 

. > 


* 


Pryor Imports Opens 


Pryor Motor Imports, featuring 
its grand opening at 


Rambler for Hansen 
Hansen Motors, 6227 Troost, has 
been named a Rambler dealer- 
ship in Kansas City. Einar Han- 
sen is president and Jack Jack- 
son is general manager. 


Phillips Opens Renault Deal 


Phillips Motor Imports (Renault) 
has opened for business at 1321 
Oak Ave., Lafayette, La. 

. 


Chevrolet for Ellmore 


Robert Elimore has been ap- 
pointed a Chevrolet dealer in 
Mason City, Ia. He also operates 
the Western Auto Store in Mason 
City. 

> = - 

Shackelford Takes Edsel 

Shackelford Edsel Co., 620 E. 
Pine Blvd., Poplar Bluff, Mo., has 
been franchised as an Edsel dealer- 
ship. Partners are Guy Schackel- 


| ford, William B. Price and Gordon 


Lewis. Shackelford merchandises 
Fords through Bluff City Motors in 
Poplar Bluff. 


* * * 


Abbene Takes Imports 
Foreign Car Center, headed by 
Vince Abbene, has opened at Fifth 
and Missouri, Pine Bluff, Ark. 
* * ” 


Mountain Heads Dodge Deal 


John Mountain is president and 
general manager of Seattle’s new- 
est Dodge dealership at 4314 W. 
Alaska St. Dean Fisk is general 
sales manager for the firm. 

x * - 
S-P Signs Hillside 

Hillside Garage, 331 East 
Fourth St., Duluth, Minn., has 
been named a Studebaker- 
Packard dealer. Waino Heden- 
quist and Harold Hedenquist are 
partners in the firm. 

* * - 


Samuel Motors Moves 
Samuel Motors, Ltd. (Dodge 


DeSoto) has moved to new prem- 
(Continued on Page 41, Col. 1) 
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Across the Nation... 





Auto Dealer Changes 


(Continued from Page 40) 


jses at 979 Eglinto Ave. West, 
Toronto. Jack Samuel is president 
of the firm. a 


Central Adds Mercedes 


Central Motors (Studebaker- 
Packard), 212 East Hickory St., 
Mankato, Minn., has been named a 
Mercedes-Benz dealer. F. Braden 
Clements is principal stockholder 
in the firm and Ferris Dooley is 


ager. 
manag . ‘ ‘ 


Import Dealership Opens 

Continental- Kentucky Motors 
(Jaguar-Maico) has opened at 106 
E. Broadway, Louisville. L G. 
Spencer jr. is president, Edward C. 
Holt, vice-president, and Norman E. 
Reisen, secretary. 


* 


Import Deal Moves 


Virginia Sports Cars, Inc., form-| Klamath Falls; M. J. Goss Motors, | 


is vice-president and general man- 

ager, and Ben Medow is chairman 

of the board. The company also 

operates a Dodge-Plymouth dealer- 

ship in South Bend. 
> 


* * 


19 Lloyd Franchises 


Awarded in Northwest 


Nineteen Lloyd dealers—16 in 
Oregon, two in Washington and 
one in Idaho—have been appointed 
by Joe Fisher, Lloyd distributor 
for the Pacific Northwest. 

The Oregon dealerships are: 
Ralston Motors, Albany; Lovell 
Auto Co., Astoria; Bend Garage, 
Bend; Bay Motors, Coos Bay; 
Southwestern Motors, Coquille; 
Peterson-Dull, Cottage Grove; Dun- 


ham Motors, Eugene; Collier 
Motors, Hermiston. 
Also in Oregon: Dugan-Mest, | 
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MecMinville; Alborn Motors, New- 
port; Cables Motor Co., Ontario; 
Bib Hartke, Oregon City; J. Keudell 
Motors, St. Helens, and Sunset 
Motors, Tillamook. 


Other new dealerships are Mykle- 
bust Motors, Longview, Wash.; 
Foley Motors, Vancouver, Wash., 
and Economy Car Center, Boise, 
Id. 


* * * 


Highlander Motors Opens 


Highlander Motors, Inc. (DeSoto), 
has opened at 509 E. Twenty-fifth 
St, Baltimore. The owner is 
Seymour Safier, formerly of B. W. 
Blaushild (Dodge-Plymouth), Cleve- 


land. 
aa * 


Gloege Adds Oldsmobile 


Gloege Chevrolet Co., Glenwood, 
Minn., has been awarded an Olds- 
mobile franchise, replacing Rybak 
| Motor Sales. The firm is headed by 
Harvey G. and Oliver C. Gloege. 


* * * 


Courtesy L-M Folds 


Courtesy Motors (Lincoln- 





Mercury), Third and Burleigh, Mil- | 


gone out of business. 
= * * 


Mel Parnell Builds 


| waukee, has 


building at 4700 Earhart. It will 
have 14,000 square feet of floor 
space and will replace Parnell’s 
present quarters at 1818 St. Charles. 


* * * 


Wright Buys Covina Deal 


Larry Wright, a DeSoto-Plymouth 
dealer in Monrovia, Calif., has 


acquired the Mercury dealership in. 


Covina. 


* * * 


Taussig Adds Edsel 


Ed Taussig Edsel Motors, Inc., 
has opened at 1309 Common, Lake 
Charles, La. E. H. Taussig is presi- 
dent, and Sam J. Davis is general 
manager. The firm also operates a 
separate Ford dealership and a 
separate Lincoln-Mercury outlet. 

* * aa 


Coberly Switches to Buick 
Coberly, 1400 W. Eighth St., 
Los Angeles, has switched to 
Buick after 41 years as a Ford 
Motor Co. dealer. Prior to the 
change the firm had been a 





Coberly is president. 
S-P Deal in San Antonio 


| 





Training Car— 


More than 180 seniors enrolled in the 
driver-training course at Woodrow Wilson 
Vocational High School, St. Albans, N. Y., 
will learn to drive in a 1958 Dodge do- 


Lincoln-Mercury outlet. J. E. | nated by Titus Motors, Inc., Springfield, 
| Gardens, N. Y. Accepting the keys from 


Titus, coowner David Jackofsky, is Otto 
Griebeil, president of the school's general 


Champion Motor Sales is a new | ©rganization. Looking on are Irving Antler, 


|Studebaker-Packard dealership 


erly of 1603 Petersburg Pike, LaGrande; Fredericks Motor Co.,|;Orleans, is constructing a new/| 445 N. Main. 


Richmond, Va., has moved to 6107) 
W. Broad St. Thomas C. Rennie is| 
president of the firm which handles | 
Renault, DKW and Turner. 


* * * 


Meador Buys Out Westfall 


Moorman-Meador, with Porter- 
Meador Pontiac Co. since 1954, 
has purchased Westfall Olds, 712 
W. Seventh St., from C. C. West- 
fall and changed the name to 
Meador’s Olds. Porter-Meador 
Pontiac has been renamed Porter 
Pontiac Co. 


> * 


> 
Corey Adds Rambler 
Corey Motors, Inc. (Mercury), 
Rochester, N. Y., has been awarded 
a Rambler franchise. William R. 
Corey heads the company; Lou 
Sims has been appointed sales 
manager, and Donald Burgett, serv- | 


ice manager. 
> > 


> 

Cavalier Motor Realigned 

Cavalier Ford, Inc., Norfolk, Va., 
has succeeded Cavalier Motor Co., 
Inc. (Ford), according to W. F. 
Duckworth, owner of the predeces-| 
sor firm. Duckworth is chairman of | 
Cavalier Ford, and his son-in-law, | 
Philip S. Farrand, is president. | 
Harold Heischober is vice-president, 
and R. S. McDearmon is secretary-| 
treasurer. | 


* > > 


Stevens Adds Simca 
M. G. Stevens, president of How- 
ard Motors, Inc., 901 St. Charles 
St, New Orleans, announced that | 
he is dualing the French Simca} 
with his DeSoto-Plymouth dealer- | 
ship. ‘ 


Fine Cars Adds DKW 


Fine Cars, Inc., 9216 Superior 
Ave, N. E., Cleveland, has added 
the German DKW to its import 
line. The firm also handles English 
Ford, Triumph and BMW-Isetta. 
Ferro Tranquillini heads the firm. 

> * > 


7 Renault Dealers Named 
In East and Midwest 


Renault of France has announced 
the appointment of seven dealers: 
All New York Auto Corp., 139-20 
Hillside Ave. Jamaica, N.Y.; 
Marathon Motors, Inc., 6900 Fourth 
Ave. Brooklyn; Praeger Imported 
Cars, Inc., Hillside Ave., East Wil- 
liston, L.L, N.Y¥.; Stan-Frost 
Motors, Inc., Merrick Rd. Lyn- 
brook, L.I., N.Y.; Wise Motor 
Sales, 409 Eighth St., Parkersburg, 
W. Va.; Stark Sports Cars, Inc., 
113 West Fourth St., Mansfield, O.; 
Stark Sports Cars, Inc., Route 250, 
P.O. Box 622, Cadiz, O. 
- 


Connell Buys Chevrolet Deal 


Lazar-Carver Chevrolet, Inc., 
14481 Euclid Ave., East Cleveland, 
has been bought by James C. Con- 
nell, who will operate under the 
Name Jim Connell Chevrolet. He 
will close his present Chevrolet 
deaiership at 1285 E. 105th St. 


. * * 


Medow Adds 2 Lines 
Ben Medow has been awarded a 
Chrysler-Imperial franchise in 
South Bend and will open a show- 
room at 233 N. William. Harold 
Medow is president, Donald Medow 





The most modern training aids, including working models of the 
carburetors you service, give you practical experience and 
profitable knowledge. And there's absolutely no charge. 


in| right, partner, Titus Motors, and William 
Mel Parnell Plymouth, Inc., New| San Antonio. The firm is located at| J. 


Fitzpatrick, second from left, school 


Principal. 





You'll learn the principles of carburetion and how various 
systems work. Slide films and movies make this instruction fast 
and interesting. And it can put dollars in your pocket, 


HOW FREE ROCHESTER TRAINING 
MAKES YOU A CARBURETOR SPECIALISTI 


Free training near your home 


helps boost your income! 


Your best business investment today 
doesn’t cost you a penny! Free Rochester 
Training Courses show you how to 
handle all your carburetor work more 
efficiently . . . boost your output as 


much as 


40% and put you in position 


for more business. As a Rochester 
Specialist you'll service the carburetor 
that’s specified as original equipment 


on more 


new cars than any other make. 


So, enroll now. Write for full details to: 


Service 


Department, United Motors 


Service Division, General Motors Cor- 
poration, GM Building, Detroit 2, Mich. 
or ask your Rochester representative. 





ROM THE PROGRESS OF THE PAST... 








You'll make actual on-the-job adjustments under the super- 
vision of experienced experts. You'll learn how to work faster 
and more efficiently, boost your output by as much as 40%. 





There's a GM Training Center near you. Or, ask your Rochester 
representative about Rochester-UMS Distributor Schools and 
Field Schools. There's a wide choice—from full-week courses to 
one-night classes—to fit your schedule, 


CHESTER CARBURETORS 


ORIGINAL EQUIPMENT ON OVER 20,000,000 FINE CARS AND TRUCKS 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, W. Y. 














Cutaway of Car Designed Through Logic— 


When BMW of Munich decided to build a small, four-passenger auto, designers 
were instructed to make the car fit the people, rather than make people fit the car. 
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‘Correspondent George L. Glaser Writes . . . 


PRANEPURT, Germany — Per- 
haps all of us sometimes 
wonder how cars got that way— 
engine. under a long hood, passen- 
gers in the middle, luggage space 
far behind, doors which stick out 
into traffic when opened. 


If less effort were placed on 
styling for the sake of sales pro- 
motion, one could design cars 
by sheer logic which would be 
different and more sensible. 

I will not say that American 
cars should be designed that way, 
but I have had the opportunity to 
study the reasons why a European 
car manufacturer designed a small 
car the way it did. 

Technicians were given the task 
of designing a four-seater which 
would weigh as little as possible, 
be as small as possible in overall 
size and yet provide sufficient space 
for driver and passengers and ade- 
quate comfort and safety. 





may be of general interest to know 
the development of the design for 


the car. 


= * = 


Determining Size 
IRST of all, the human body 
was considered, and the hull 


car was figured out. The hull 
cannot be too close to the driver or 
passengers, or the feeling of com- 
fort will suffer. Regardless of how 
small a car can be made. BMW felt 
it should not go below a certain 
size. 
Proportions, of course, require 
| @ certain height of the body. It 
would not look good if one would 
take a traditional car and 
miniaturize it by giving it the 
basic features of big cars—just 
as though the designer looked at 
a big car the wrong way through 
opera 


which surrounds the persons in a 





Logic governed all design decisions in development of the BMW-isetta 600. 


The car is the BMW-Isetta 600,| In deciding on a front entrance, 
designed by BMW of Munich.| BWM applied logical thinking and 
While I do not wish to write) nothing else. By opening the front 
propaganda for BMW, I think it| door—which takes along the steer- 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


For the fastest-selling line of all 
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SYSTEMS 



















CARBURETERS 


FUEL PUMPS 


What a great, constantly-growing market CARTER 
creates for you! A leading manufacturer of complete, modern auto- 
motive fuel systems ... millions of cars on the road today are factory- 
equipped with CARTER Carbureters, Fuel Pumps, Fuel Filters. And 
the same CARTER products are the popular choice for service. 


Here’s a tremendous business opportunity for you. A market with 
built-in acceptance that makes all roads lead to you... when you 


stock and sell CARTER! See your CARTER Supplier for complete details. 
FUEL FILTERS 


CARTER 


CARBURETOR 


ST. LOUIS 7, MISSOURI 





. Auto Letter from Europe 





| 





HE engine 
'T 


| with a displacement of 36.6 cubic 
|inches. With a compression ratio 
lof 6.5 to 1, it delivers 19.5 h. p. It 
|is air-cooled and can be removed 








ing wheel and steering column, two 
persons can leave or enter the car 
independently of each other and 
without danger from traffic on the 
side of the car. 

The short wheelbase permits a 
relatively large amount of space for 
the driver and front passenger 
since the entire room in front can 
be utilized without regard to 
wheelhousings or any front com- 
partment. Why a front compart- 
ment anyway. BMW asked itself, 
when the engine should be in the 
rear? 

Incidentally, the view through the | 
high, wide windshield in the front 
door is extraordinary. 

+. + > 


How to Sit Down 


MW went further and took 
slow-motion pictures of seating 
habits of humans. Designers 
learned how persons act while try- 
ing to sit down and traced the 
entire anatomy of sitting. Further 
studies concerned the distance from 
road to seat surface and distance 
from door pillars to seat-cushion 
corners. 
Next came two problems: 
pension and lighting. 

A short wheelbase usually 
brings short and nasty swing 
movements if springing does not 
equalize them. BMW, on a self- 
designed electrical computor, fed 
the differential equations regard- 
ing spring ratios, shock-absorber 
action and seat springing into 
this machine in order to receive 
answers which would be as close 
as possible to the ideal condition. 
The main problem in lighting is 

that drivers of small cars often 
are blinded by even dimmed head- 
lights of other cars because the 
seats are low. BMW solved that by 
raising the front seat to a relatively 
high position. An added advantage 
here is that passengers do not have 
to pull up the knees as much as 
they do in some full-sized cars. 


The front door is hollow and stiff 
and carries the spare wheel and 
tire inside. The door does not enter 7 
a door frame but is laid on top of 
the door plate against a rubber 
gasket. In this way, it closes 
noislessly. 

The second door on the car is on 
the right, rear side. The undivided 
left side protects persons against 
getting out on the traffic side. 

. * > 


Sus- 


Two-Lung Giant 
is a two-cylinder, 
four-stroke motorcycle engine 


from the car by removing only four 
bolts. Drive shafts to the independ- 
ently sprung rear wheels are on 
rubberized universal joints. 

The transmission has four com- 
pletely synchronized forward 
speeds. The shift handle is in the 
middle between the front seats, 
which are contoured and rounded 
against side-sway. 

Contrary to the popular Euro- 
pean belief that a small car should 
have a unitized body, the 600 has 
has a separate frame made up of 
welded square longitudinal mem- 
bers and tubular cross members. 


Mexican Subsidiary 
Formed by Champion 

TOLEDO.—Champion Spark Plug 
Co. has announced formation of & 
Mexican subsidiary to manufacture 
and distribute Champion spark 
plugs in Mexico. Champion will be 
associated with Mexican interests 
in the new firm, according to R. A. 
Stranahan jr., Champion president. 

Known as Bujias Champion de 
Mexico, S. A., the firm will have its 
plant in Industrial Vallejo, a new 
industrial section of Mexico City. 
Supervisory personnel are being 
trained at Champion headquarters 
in Toledo. 


Goodrich Buys 274-Acre Site 


AUGUSTA, Ga.—B. F. Good- 
rich Co. has purchased 274 acres 
of land near here, according to 
Josef C. Patchen, chairman of 
the Committee of 100. He said 
the property may be used later as 
a plant site. 





RC 







IN DELAWARE VALLEY, U.S.A. 


‘| What’s new about 1,457,000 families ? 


PLENTY HAS HAPPENED in Delaware Valley, U.S.A., since the last 


E U.S. Census eight years ago. 

: A new market study made for The Inquirer by Alderson & Sessions 
ing shows that 57% of Delaware Valley's 1,457,000 families now live in 
tay. the suburbs. Population has jumped 21% since 1950. This study also 
ane shows what cars they drive, where they buy, how much they spend 
“ ... plus many more vital facts. 


You'll get a clearer picture of The Inquirer's big edge in this vast market 
when you read “The Families of the Delaware Valley.” Example: 44% 
of the area’s total families have incomes of $5,000 or more. But 51% 
of Daily Inquirer families are in this higher income group! Write or 
phone for your copy of this 108-page report, today! 


Che Philadelphia Prgquirer 


Now in its 25th consecutive year of total advertising leadership 





a NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 

i 

ai ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
es 342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
to Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 : Dunkirk 5-3557 
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An Award for Applegate— 


During the NADA convention in Miami Beach, Clyde F. Applegate, third from left, 


president, Applegate Chevrolet Co., Flint, received the Look Award of Merit for dis- 
tinguished automotive merchandising. With Applegate are, from left, Carl Fribley, 
NADA post president; William Hufstader, General Motors distribution and dealer | 
relations vice-president, and Richard Harmel, Look markets and merchandising man- 
ager. Applegate received the award for his merchandising campaign conducted in 
conjunction with “Operation Demonstration,” a nationwide used-car promotion spon- 
sored by Look and NADA. 
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| producer of the series in connection | 
|with Arthur H. Motley, publisher 
lof Parade. 





Deico Electric Wipers offer these advantages: 


@ WIRING REPLACES TUBING 
Electric wire to transmit power. No ad- 
verse effect on engine performance. No 
piping or tubing to clutter engine com- 
partment. 


@ METAL LINKAGE 
Power-Sweep’s positive linkage system 
eliminates the chatter and skip of wiper 


@® POWERFUL MOTOR 
Assures cleaning away heavy accumu- 
lations of wet snow and ice, for added 





Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L. Whitmyer being sponsored by local Sales 
Staff Writer Executives Clubs, Junior Chambers 
George Romney, president of | 0f Commerce and colleges and uni- 
American Motors, and Joseph A. | Versities. 
Hoban, marketing vice-president, 
B. F. Goodrich Co., will be among 
the 33 officials and experts in man- 
agement and marketing who will 
participate in the 1958 Tele-Sell| pour syndicated film series for 
Tele-Manage, March 4-6. | local telecasting, reveals the num- 
The three-night program will be| ber of Ziv auto dealer sponsors up 
seen on closed-circut television by|17 percent in 1957, the year “the 
200,000 persons in 62 cities through-| Big Three” manufacturers discon- 
out the U. S. and Canada, accord-| tinued co-operative advertising. 
ing to Morris I. Pickus, president | Although “policing” of advertis- 


of Tele-Clinics, Inc., and executive | ; ing expenditures by dealer associa- | 
| tions, and, to some extent, by the 
manufacturer, still exists, the dealer 


+;,|i8 primarily on his own, the survey 
Both Romney and Hoban will dound. 


appear on the March 4 Tele- -Sell | —_— 
session devoted to applying the} 
newest research techniques and/| 
scientific findings to more effective Mitchell Mfg. Co., Fort Smith, 
selling. Ark., will use half pages in the 

The sessions in each city are| Saturday Evening Post and quarter | 


* 


Dealer TV Up 17% in °5 


A recent survey by Ziv oe 
Programs, Inc., producers of half- 





Seat Cushion Promotion 


| apparel, 
| fields will be discussed at the Chi- 








@ CONSTANT WIPER ACTION 
Power-Sweep Electric Wiper operates 
completely independent of engine, no 
slow-down when passing, going uphill 
or accelerating. 


@ MULTI-SPEED CONTROL 
Power-Sweep provides a multi-speed 
control for variable driving conditions. 

@® SUPERIOR PARKING 
ACTION 
Power-Sweep Electric Wiper automati- 
cally returns the blades to horizontal 
position when turned off. 


Power-Sweep Electric Windshield Wipers are standard or 
optional equipment on many 1958 cars. 


DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 


——, 


pages in Life to urge motorists tg 
“Ride Cooler . . . on a Cushion of 
Air.” The company figures that 9 
million potential customers will be 
exposed to the ads at the height of 
the selling season. Mitchell is the 
largest manufacturer of auto seat 
cushions in the country. 


Ads will feature the Mode! “)” 
Family Size seat cushion and the 
Model “L.” Super Size. 

Also featured in the ads will be 
the new Mitchell Auto Shade 
Screen, successor to “Auto Glar. 
Ez.” The new line is a result of the 
purchase last fall by Mitchell of 
Auto Glar-Ez Mfg. Co., Lamesa 
Tex. 

A window banner is being pre. 
pared by Mitchell for use by its 
dealers in their retail outlets. Mer- 
chandising folders, featuring the 


ads, also will be mailed to the 
company’s jobbers. 
> * * 


Tribune Forum May 13-14 


Marketing problems confronting 
automotive, food, drug, appliance, 
retailing and advertising 


cago Tribune’s ninth annual Forum 
on Distribution and Advertising, to 
be held in Chicago May 13-14, 1958, 

In announcing preliminary plans 
for the Forum, W. C. Kurz, Tribune 
advertising manager, said the news- 
paper is inviting some of the na- 
tion’s top executive talent to par- 
ticipate in the two-day discussion, 
which each year reviews possible 
solutions to the latest and most 
pressing problems encountered in 
advertising and distributing goods 
and services to the customer. 

The 1958 Forum will be presented 
in the audience studio of radio 
station WGN, Tribune Square, 
Chicago. 


New-Car Radio Study 


As a part of its continuing 
effort to gauge the importance of 
automobile radio to advertisers, 
the Radio Advertising Bureau has 
launched a research project de- 
signed to assess the percentage 
of 1958 cars which are radio- 
equipped at time of delivery to 
the consumer 

In announcing the new study 
today. Sherril Taylor, RAB vice- 
president, also divulged that the 
project has the secondary objec- 
tive of determining the volume 
of trade-ins equipped with radio 
receivers. The study of new cars, 
stated Taylor, will also attempt 
to learn which automobile, by 
make, is delivering the greatest 
number of radio-equipped 
vehicles. 

The current survey will wp-date 
a similar report covering 1957 
models which was made under 
RAB auspices. 


Ellis Leaves Kudner 


J. H. S. Ellis, president, Kudner 
Agency, Inc., has retired, and C. 
M. Rohrabaugh has been elected 
president of the agency. Charles R. 
Hook jr. an executive vice 
president was elected treasurer, 
and J. W. Millard, a vice-president, 
elected secretary. All of the other 
officers were continued. 

os - > 


Message on Direct Mail 


A brochure entitled “The Power 
of Personal Communication” has 
been released by the Direct Mail 


Advertising division of R. L. Polk | 


& Co., Detroit. 

The text is taken from an address 
by C. Norman Fry, direct mail sales 
vice-president, to the “Ideas Today” 
clinic of the Advertising Round 
Table of Kansas City, Mo. 

Copies of the brochure may be 
obtained by writing the Direct Mail 
Advertising Division, R. L, Polk & 
Co., 431 Howard St. Detroit 31, 
Mich. 


Auto Review in Atlanta 


The Atlanta Journal and Consti- 
tution has published its annual 
automotive review, which this year 
contained 28 pages of articles, pic- 
tures and ads featuring the 1958 
auto lines. 


+ * * 


New Face for Times 

The Detroit Times on Jan. 13 
introduced its new concept in typog- 
raphy and format, six months in 
development and promoted as the 
“bright difference.” 

Changes are the most extensive 
in the Times’ 37 years as a Hearst 
newspaper and represent a deter- 

(Continued on Page 45, Col. 1) 
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Affecting Factories and Dealers .. . 


Auto Advertising 





(Continued from Page 44) 


mined bid for Michigan supremacy 
by the 58-year-old publication. 

The “bright difference” includes 
introduction of a variety of new 
features as well as dramatic typo- 
graphical departure, and follows 
less than two years after invest- 
ment by the Times of $5 million for 
new presses, stereotype and mailing 
room equipment. 

* * 


. 
Volvo Campaign Opens 

Volvo is in the midest of the 
midst of the largest 60-day adver- 
tising program ever launched by 
an imported car in the New York 
area, according to Kent Goodman, 
president of Advertising Agencies, 
Inc., New York. 

The campaign, which started 
Jan. 20, is now breaking in the 
entire metropolitan daily press, 
Long Island and New Jersey daily 
newspapers, and over four New 
York radio stations. Car cards, 
spectaculars and outdoor advertise- 
ments are also being utilized. 

According to Erik Hansen, Volvo 
general manager for the U. S., the 
aim is to make Volvo the second- 
place imported car in the metro- 
politan area in the over $2,000 
class. Volve is already the top- 
selling imported car in its price 
class in Los Angeles, Hansen said. 

> * . 


VFI Speaker’s Bureau 
Increased interest in the many 


. 
*58 Unit Cools 
Autos Faster, 
> >. 
Frigikar Says 

DALLAS.—The 1958 Frigiking 
Model 58-UD underdash car air 
conditioner features new high- 
capacity, quickly refrigerated cool- 
ing for owners of 59 makes of 1952- 
58 autos, according to Frigikar 
Corp. President Bert J. Mitchell. 

He said other mechanical im- 
provements, plus refined contem- 
porary case styling, give Frigiking 
the appearance of being part of the 
car, not an accessory. 

The Frigiking starts cooling in- 
stantly, he added, changing air 
every 30 seconds in the average car. 
It can be dealer-installed in less 
than four hours in the average 
passenger car, station wagon or 
convertible, he said. 

In tests with station wagons on 
New Mexico, Arizona and California 
desert runs, Mitchell said, the 1958 
Frigiking dropped 110-degree in- 
wagon temperatures to the low 70s 
in minutes, maintaining this cool- 
ing level hour after hour. 

Mitchell said the Frigiking 58- 
UD has been compactly reengi- 
neered depthwise and that its all- 
metal, fully insulated case fits two 
inches farther under the dash, for 
improved appearance and greater 
leg room. 

Other mechanical changes, he 
said, include a six-bladed fan re- 
Placing earlier 4-bladed units, in- 
creasing air movement, and a new 
unitized receiver-dryer-sight-glass- 
assembly that has a sight-glass 
level indicator. 


National Malleable 
Gets New Chief 


CLEVELAND. — Carter Kissell 
was elected president of National 
Malleable & Steel Castings Co., and 
Cleve H. Pomeroy was named 
chairman of the board. 

Kissell has been a partner in 
the firm of Jones, Day, Cockley & 
Reavis since 1936, and has been 
closely associated with the affairs 
of National Malleable for many 
years. He became the company’s 
legal counsel in 1941 and a direetor 
in 1954. 

Pomeroy was employed by Na- 
tional in 1920 after an eight-year 
career in the investment securities 
field. He became treasurer in 1935, 
Secretary and treasurer in 1936 and 
& director in 1938. In 1944 he was 
Made a vice-president. He was 
elected president in 1946. His elec- 
tion as chairman fills a post vacant 
Since the retirement of Henry F. 
Pope in 1945. 





end-use applications of vinyl fabrics 
has prompted the Vinyl Fabrics 
Institute to establish a special 
speakers’ bureau to service requests 
from trade, professional and civic 
organizations, Paul F. Johnson, ex- 
ecutive secretary, announced. 


The new bureau will be composed 
of representatives from among the 
17 member companies comprising 
the institute. Each speaker will be 
expert in his field, but will speak 
from the industry point of view, 
Johnson said. 

Request for speakers should be 
addressed to Vinyl Fabrics Insti- 
tute, 65 E. 55th St.. New York 22, 
N. Y. 


+. * + 
Dodge Truck Celebrates 
Dodge Truck is celebrating its 
40th birthday with the biggest pro- 
motional effort in its history, ac- 
cording to W. D. Moore, director 
of advertising and merchandising 


ASK YOUR 


LYON 


AUTOMOTIVE 
DISTRIBUTOR 





for Dodge division. 

The 40th birthday celebration 
which opened Feb. 1 and will con- 
tinue for two months, will include 
a consumer promotion, to be sup- 
ported by advertisements in na- 
tional magazines and newspapers 


and on radio and television, Also|/ 


featured will be special dealer ad- 
vertising in various media, truck 
demonstrator kits, window trim, 
and special showroom displays. 


Merchandise prizes will be ES 


awarded to salesmen for outstand- 
ing sales achievements during the 
celebration. Among prizes available 
to salesmen are all-expense trips to 
Las Vegas. Dealers will compete for 
all-expense trips to London, Paris, 
Nassau and the Caribbean. 
> * * 


GM Ups 3 PR Staffers 


Three promotions in the field 
relations section of the General 
Motors public relations staff have 
been announced by Anthony De 
Lorenzo, vice-president. 

William E. Hamilton, supervisor 
of field relations activities and spe- 
cial projects, will be in charge of 
plant city and field relations activi- 
ties, which includes supervision of 
GM regional public relations offices 
throughout the U. S. He succeeds 








This money-saving installation of bulky parts 
shelving planned by Lyon Distributor, 
DEALER BIN AND EQUIPMENT COMPANY, 


Your Lyon Automotive Distributor also has a complete 
line of equipment for your service department — work 
benches, stools, tool toters, shop desks, etc. 


Write for Catalog and 
name of your nearest 
Lyon Distributor 


Memphis, Tennessee 
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At Dodge Show— 

Two Moores get together in New York 
when Lawrence Welk, center, staged a 
special Dixieland show for Dodge. At 
left is W. D. Moore, Dodge advertising 
and merchandising director, and at right 
is Thomas Moore, ABC-TV sales vice- 
president. 


Kenneth C. Dick, who was ap- 
pointed assistant director of GM 
Photographic. 

Raymond E. Hayes, who has been 
in charge of the General Motors 
Management Club Program in the 


45 


field relations section, succeeds 
Hamilton. T. Morley Warren, of 
the field relations section, succeeds 
Hayes. 

At the same time, DeLorenzo an- 
nounced that three appointments 
also have been made in the field 
relations section. 

Frank R. Faraone, regional pub- 
lic relations manager at Dallas, 
becomes manager of the Cleveland 
public relations office, succeeding 
Gaylor M. Coffin, who is being re- 
assigned. Faraone will be succeeded 
at Dallas by Thomas L. Pond, who 
has been assistant public relations 


} regional manager at San Fran- 
i cisco. 


* = +” 
Names 

Joseph J. Seregny, former adver- 
tising manager for Lincoln, has 
joined the Detroit office of Young 
& Rubicam, Inc., as an account 
executive. 

* * 

Philip O. Spelman has been ap- 
pointed account director of the 
Chrysler division at Communica- 
tions Counselors, Inc., the public 
relations affiliate of McCann- 
Erickson, Inc. Spelman, who has 
worked on the Chrysler account 
since 1955, has been account man- 
ager at CCI. 


No need to hunt for the quick, easy way to a 
better parts department. Your Lyon Automo- 
tive Distributor is equipped to do the entire 
job—including shelving to efficiently handle 
those “‘difficult to store,”’ long and bulky parts. 


He will make a complete floor plan utilizing 
your space to the best possible advantage— 
dismantle and refinish present units—erect 
and install present and new equipment—label 
all bins—place identifiable parts in proper se- 
quence throughout the entire system. 

You save space, time and money by having 
the job done by qualified experts. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


LYON METAL PRODUCTS, INC. 


General Offices: 290 Monroe Ave., Aurora, IH. 
Factories-in Aurora, Ill. and York, Pa. 


FOR AUTOMOBILE DEALERS 
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News to Note... 
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Auto World in Brief 


NEW YORK.—Sandoz, Inc. has 
acquired the stock of Fine Colors 
Co., Paterson, N. J., manufacturer 
of pigment colors. Fine Colors will 
operate as a division of Sandoz 
and all personnel will be retained. 

Sandoz, producer of coal tar 
dyestuffs, modern chemical spe- 
cialties, for textiles and ethical 
pharmaceutical specialties, was es- 
tablished in 1919 as an independent 
American company by Sandoz, Ltd., 
Basle, Switzerland, founded in 1886. 

. > = 


Ford Fleet Nears Mark 


DEARBORN .—The Great Lakes 
fleet of Ford Motor Co., during 
1957, set the second-highest ton- 
mage record since the marine de- 
partment was established in 
194. K. D. Cassidy, company 
group executive, said the motor 
ships Henry Ford II and Benson 
Ford and the steamship William 
Clay Ford brought 2,913,682 net 


Here’s why 


SARAN 
SEAT COVERS 


are a cinch to sell 


Stand on them, spill on them . . . 
do just about anything and you won't 
hurt Saran seat covers. The secret’s 


in the 


shrugs off scuffs and soiling. 
Colorful Saran seat covers withstand 
the miles, months and messes, 
never showing their age. 


Saran seat covers aren't meant to 
hide upholstery. Woven into any of 
many colorful patterns, they're 
designed to become upholstery in 
fine fashion. Your customers are 
truly riding in style when they’re 
riding on seat covers made of Saran. 


You don’t sizzle in summer and 
shiver in winter when you're sitting 
on Saran. Breathable Saran fabrics 

adjust themselves to the temperature, 


naturally. 


one of the nicest things you notice 


about sitting on 


that you are comfortable. 


The Most Salable Seat Covers Are 





THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


Good Car-Keepi 





tons of iron ore, limestone and 
| coal to the Rouge plant, com- 
| pared with 3,332,385 net tons in 
1955. 


* * + 


| Chicago Plant Enlarged 


By Approved Products 


CHICAGO. — Approved Products 
Mfg. Corp., is enlarging its plant 
| at 2504-2514 Archer to 30,000 square 
| feet. 

The company manufactures re-| 
| placement oil filter cartridges and | 
oil filter lines for cars, trucks and | 
tractors. 


i 
* > . | 


Parts, Service Managers 


Of Chrysler Organize Club 

MOORHEAD, Minn.—Parts and 
service managers of Chrysler Corp. | 
in Southeastern North Dakota and | 
| West Central Minnesota formed | 
the Forward Look Parts & aeoen| 


Managers Club. Gordon Steinweg, 





Auto Parts, Inc., Fargo, N. D., was 
elected president. 

Purpose of the group is to pro- 
mote a closer relationship with 
owners and to exchange technical 
data and ideas, Steinway said. 
Other officers are James Hemesch, 
Duffy Motors, Inc., Valley City, N. 
D., vice-president, and Lee Newton, 
Skogmo Motors, Fergus Falls, 


Minn., secretary-treasurer. 
* * * 


S-P Honors Ehrenreich 
For 30 Years as a Dealer 


OMAHA. — Morton Ehrenreich, 
owner of Morton Motors Co. 
(Studebaker-Packard and 
Mercedes-Benz) has been 


awarded a plaque honoring him | 


for 30 years as a Studebaker 
dealer. 

Ehrenreich opened his dealer- 
ship Sept. 30, 1927. Attending the 
presentation ceremony were A. T. 
House, S-P assistant zone man- 
ager, and Q. T. Swanson, district 
manager. 

o * > 


Binks Mfg. Co. Honors 


Its Veteran Employes 


CHICAGO. — More than 300 em- 
ployes of Binks Mfg. Co. attended 
the company’s first Service Awards 











“I kinda liked that guy even 
before he said, ‘No sales pitch, 
Sonny—how much?’” 





Dinner. Employes with five or more 
years of service were invited. 
Twenty-nine persons have been 
with the company 25 years or more. 

Three senior employes received 
special medallions from Burke B. 
Roche, president. They were 
Chester B. Kranz, 45 years service; 





time-tested 


Durable 


tough Saran fiber that 


Beautiful 


Comfortable 


In any season, in fact, 


a Saran seat cover is 


YOU CAN DEPEND ON 











William F. Stasch, 40 years 
Carl J. Braun, 34 years. 
* * @ 


Alcoa Halts Construction 


Of Texas, Indiana Plants 


EVANSVILLE, Ind.—Aluminum 
Co. of America has halted con. 
struction work at two plants 
scheduled for completion this 
year. Affected were a 150,000-ton 
smelter at nearby Warrick, Ind, 
and a refinery at Point Comfort, 
Tex. 

J. R. Ibach, works manager of 
the Warrick plant, said the delay 
was caused by national business 
and industry conditions. “The an- 
nouncement,” he added, “is by no 
means an indication that Alcoa 
does not intend to complete and 
operate the Warrick smelter.” 

= * * 


British Firm Gets License 


To Make Formflex ‘Equalizer 
PHILADELPHIA. — Wilkening 
Mfg. Co. has granted Hepworth & 
Grandage, Ltd., Bradford, England, 
a license to make the Pedtrick 
Formflex “Equalizer.” 
The British piston-ring many. 
|facturer can sel] the Formfiex 


i 


U. S. and Canada, according to W. 
E. Wilkening, president of the 
Philadelphia firm. 


* * * 





Caywood Motor Burns 


CLEVELAND, Tenn. — The two- 
story building housing Caywood 
| Motor Co. was destroyed by fire. 


| Lone was estimated at $18,000. 
= = 


|Formsprag Adds 45 Outlets 


\In 29 Lands: 50 More Slated 


DETROIT. —Formsprag Co, 
| Warren (Mich.) clutch-manufactur- 
ing concern, has entered into 
distributorship agreements with 45 
|companies in 29 countries of 

Europe, Asia, Africa, Oceania and 
| Latin America to sell its products. 

Fifty more distributors in non- 
Iron Curtain countries will be 
signed up, according to Charles F. 
Trapp jr., sales vice-president. 

> > 7 
Citroen Opens Spanish Plant; 
Eyes °58 Output of 10,000 

NEW YORK.—A new assembly 
plant in the Spanish free port of 
Vigo will produce 10,000 Citroen 
2CVs in 1958, according to Citroen 
Cars Corp., U. S. distributor for 
the French car. Most of the first 
year’s production will be ex- 
ported. 

After one year of operation, 
the manufacturer, Sociedad 
Anonima Citroen Espana (Citroen 
of Spain, Inc.) plans to produce 
40,000 2CVs each year with 30,000 
slated for export. 

> > 





Crump Office Buildings, 
Plant in Va. Sold to State 


RICHMOND, Va.—Robert H. C. 
Seaton, president of B. T. Crump 
Co., Inc., announced that his com- 
pany has sold its plant and office 
buildings on East Franklin St. to 
the State of Virginia. 

The property was purchased by 
the State for future expansion and 
consolidation of its office facilities. 
Crump will be allowed to occupy 
the buildings for 18 months. The 
firm, which makes auto-seat covers, 
has three other buildings here. 

> . > 


South Bend Distributor 
Appointed by Budd Co. 


DETROIT.—The South Bend 
branch of Wheel & Rim Sales Co. 
has been appointed distributor 
for wheels, hubs, brake drums 
and other automotive equipment 
produced by Budd Co. 

The branch is managed by 
Russell D. McClurg and is located 
at 2403 Western Ave. Headquar- 
ters of Wheel & Rim Sales Co. are 
in Toledo. 


Pennsylvania Tire to Make 


Tread Rubber in lowa Plant 


MANSFIELD, O.—A tread-rubber 
plant has been established at 
Clinton, Ia., by Pennsylvania Tire 
Co. The plant will serve retreaders 
in 13 Midwest states, the firm said. 

Guy E. Brooks, former assistant 
production manager at the firm’s 
plant in Athens, Ga, has been 
named factory manager at Clinton. 
The plant is Pennsylvania’s fourth 
such regional tread-rubber manu- 
facturing facility. 


“Equalizer” anywhere except the 
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Highways & Safety... 


ee ALBERT GORE, Ten- 
nessee Democrat and chairman 
of the Senate Roads subcommittee, 
has assailed the Administration’s 
disclosure that it might take 20 
years to complete the expanded 
highway program instead of the 
scheduled 13. 

Addressing the American Road 
Builders Assn. in Washington, 


he called the proposal “faint- 
hearted and defeatist.” 
“The Administration,” he de- 


clared, “seems to have one out- 
standing solution to all problems 
from defense to highways—that is, 
‘stretchout.’ ” 

He said advocacy of the stretch- 
out seemed surprising to him since 
the Administration is trying to 
divert funds from the Highway 
Trust Fund for other purposes. 

“The first thing we must do is 
preserve the integrity of the High- 
way Trust Fund,” Gore said. And 
regarding the proposed transfer of 
funds he added, “We are going to 
stop that, too.” 

* . > 

E NOTED that if the trust fund 

was not sufficient in any given 
year to carry out the program 
scheduled, “there is nothing in the 
Constitution that prevents Congress 
from appropriating money from the 
general funds to highways.” 

In another talk before the 
Road Builders, Rep. George H. 
Fallon, Maryland Democrat, 
warned that he, too, would fight 
efforts to divert money from 
the Highway Trust Fund. Fallon 
is chairman of the House Roads 
subcommittee. 

Also in Washington, a report sub- 
mitted to Congress by Commerce 
Secretary Sinclair Weeks revealed 
that the revised estimate of the 
Federal-state share of completing 
the Interstate System has risen to 
$37.6 billion, compared with $27.6 
billion authorized by the 1954 and 
1956 Federal-aid acts. 


In addition, work expected to be 
financed with other than Federal- 
state Interstate funds amounts to 
$1.9 billion, bringing the total cost 
of the system to $39.5 billion. 


EKS said he saw no need at 

this time for increased taxes 
to add to the income of the High- 
way Trust Fund. Such action, he 
said, would be “premature.” 

Among the factors contributing 
to the increased costs, the report 
said, were: 

1. A 15 percent increase in the 
1975 traffic forecasts which will re- 
quire additional facilities. 

2. Consideration of local needs 
resulting in more grade separa- 
tions, frontage roads, etc. 

3. Utility adjustments, lighting, 
signs, etc., added to the cost — 
“probably aggregating another 3 
percent.” 

4. Inflation. Highway construc- 
tion costs were said to have risen 








Truck Exhibition 
Slated for May 


_LOS ANGELES.—The 1958 Na- 
tional Truck, Trailer and Equip- 
ment Show, sponsored by the 
Automotive Council of Los 
Angeles, Inc., will 
be held May 15-18 
in the Great 
Western Exhibit 
Building here. 

The location 
was chosen be- 
cause it is in the 
heart of the 
trucking district 
and proved to be 
a successful site 

; for the 1956 show, 
3. W. Williams according to 
J. W. Williams, council president 
and exhibition chairman. 

There will be more than 200 exhi- 
bits, Williams said. Firms inter- 
ested in exhibiting in the show may 
contact Trade Show Production 
Co., 666 N. Robertson, Los Angeles 
46, Calif. 


Gore Hits ‘Stretchout’ 
Of U.S. Road Program 


about 12 percent between mid-1954, | 
the base for the first estimate, and| 
the end of 1956, the base for this'| 
study. 

The Bureau of Public Roads re-| 
ported that projects totalling 46.2 | 
miles were completed on the Inter- | 
state System during December. 
This brings to 1,255 miles the total | 
completed since the program began | 
July 1, 1956. 


* * * 


St. Paul Schools to Expand 
Driver-Training Program 

School officials in St. Paul are|_ . 
setting up a new driver-training|instructors are able to train only 
program which they believe will| 135-140 drivers each year. The pro- 
turn out more than 1,200 competent 
young motorists yearly. The pro- 
gram is expected to start about! with signalized intersections, 
March. | through-stop streets, backing lanes, 

Under the existing setup, three|a slight hill, a simulated garage 





Sab 





DeSoto Goes Navy— 


are all professional models. 
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posed program will include a driv-| 
ing range of about 300 by 500 feet,| ral behind-the-wheel lessons from 





The Navy, in the persons of these sailors clad for shore leave, play an important 
| role in DeSoto's national advertising during January and February, seen by an 
| estimated 100 million people in full-color magazine ads, in newspapers, on full-color 
outdoor posters and on metropolitan-area transportation station posters. The “sailors” 





and slots for parallel and angle-| 


parking practice. 
Each student will receive seve- 
an instructor in a dual-control 
station wagon. Then he will be 
allowed to drive another school 





47 
vehicle alone under the eyes of a 
second instructor patrolling the 
range and a third watching from a 


tower. 
* & 


N. Y. Bill Asks Safety Devices 


A bill introduced in the New 
York State Legislature would make 
it unlawful after Jan. 1, 1961, to 
operate a passenger vehicle manu- 
factured and assembled after that 
date unless with reasonable safety 
equipment established by the State 
Motor Vehicles Commissioner, in- 
cluding a safety belt and padded 
dashboards, safety locks and steer- 
ing wheel and protected roof. 


Record $1 12 Million OK’d 
For Tennessee Road Work 


A $112-million highway construc- 
tion program for 1958 has been 
announced by Tennessee Highway 
Commissioner W. M. Leech. This 
is more than double the $55-million 
program for last year, which had 
been a record up to then. 

Leech said $69,280,390 will be 
spent for the interstate highway 
system. Plans also call for spending 
$19 million on primary and urban 
projects, $13 million on secondary 
highways and $10 million on state 
projects. 





McQUAY-NORRIS makes the 


most (0WGFotked rings 


in the world 





The Famous Torsion-Tight 
Aviation Fire Ring 


The Duo Oil-Compression 
Ring with Chrome Armored 
Stee! Rail 


The Famous ‘‘400" Oil Ring 
with Chrome Armored Rails 


McQUAY-NORRIS 
CHROME 





...and the Famous 


“400” Oil Ring 
is in every set... 
will outperform 
any other oil ring 
made today. 


PISTON RINGS 
Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MANUFACTURING CO. 
ST. LOUIS « TORONTO 
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GET RID OF POISONOU S|Sales Conditions in Various Areas... 





GAS FUMES 


With a Tested and Approved 










Cleveland 


A drop of 1.1 percent in 1957 
sales, as compared with year-earlier 


YSTEM 





°.6 Stenderd S 


OVERHEAD SYSTEMS . 
kit, 2 inlets serving any two of four totals, was disclosed by the clerk 
cars in a row... . $206.25 f.0.b. of courts in his official registration 


statistics for the Cleveland area. 


New-car sales for the year were 
78,525, compared with the 1956 
figure of 79,409. 

Used-car sales during the year 
declined one percent, from 88,162 
in 1956 to 87,265 in 1957. 

December new-car sales num- 
bered 5,567, compared with 5,181 in 
November. By makes, registrations 
were: 

Chevrolet, 1,563; Ford, 1,502; 
Plymouth, 519; Buick, 378; Oldsmo- 
bile, 330; Pontiac, 283; Dodge, 168; 
Mercury, 167; Cadillac, 150; Chrys- 
ler, 72; DeSoto, 60; Rambler, 59; 
Lincoln, 55; Volkswagen, 46; Edsel, 
43; Imperial, 41; Studebaker, 29; 
English Ford, 15; Continental, 11; 

|Checker, 10; 


6 Systems to suit your needs. Over- 
head and underfloor models install 
easily in present or new buildings. 
Every NATIONAL System comes with 
motor and blower unit, ducting, and 
car service extensions—a complete 
“packaged kit'—ready to install. 
There is a qualified NATIONAL man 
near you. Write today for literature 
and prices. 





UNDERFLOOR SYSTEMS . . . Standard 
kit, 2 floor inlets serving any 2 of 4 
cars in a row... as low as $296.45 f.0.b. 


Tre NATIONAL SYSTEM 
of GARAGE VENTILATION, INC. 


Came ett Ur eee See Me 





147 W. WILLIAM STREET, DECATUR, ILLINOIS 


WHY A GUARANTY PROGRAM? 





| 


Metropolitan, 10; | 


WITH THE 








Morris, 8; Lloyd, 7; Isetta, 5; Ren- 
ault, 4; Alfa Romeo, 3; Jaguar, 3; 
Mercedes-Benz, 3; Volvo, 3; Austin, 
2; Hillman, 2; MG, 2; Morgan, 2; 
Packard, 2; Porsche, 2; SAAB, 2; 
Borgward, 1; DKW, 1; Nash, 1; 
Opel, 1; Triumph, 1; Citroen, 1, and 
Vauxhall, 1. 

New-truck registrations for 
December totalled 386, compared 
with 347 in November. The total 
for 1957 was 5,496, compared with 
5,894 in 1956. 

December sales by makes were: 
Ford, 111; Chevrolet, 97; Interna- 
tional, 63; Willys, 34; GMC, 18; 
Dodge, 16; Volkswagen, 14; Mack, 
10; White, 10; Autocar, 3; Reo, 3; 
Diamond T, 2; Studebaker, 2; 
Divco, 1; Lloyd, 1, and Morris, 1. 
—(Sanford Markey.) 


Albuquerque 


New-car sales in Albuquerque 
nearly doubled in the past year 
over the figures for 1956, according 
to statistics released by the New 
Mexico Automobile Dealers Assn. 

New-car sales for 1957 were 6,769, 
compared with 3,761 in 1956. Al- 
though these figures include sales 


by nonfranchised dealers as well as} 


by authorized dealers, they do not 
include sales to Albuquerque buyers 
by out-of-state dealers. 

Sales for the last six months of 
the year ran at about 600 per 
month, according to Nelson T. 
Turner, general manager of the 
NMADA. 

Peak month for 1957 was May, 
the report shows, with a sale of 
over 700 new cars. July followed 


|with 691. Top month for 1956 was | 
April, 
McKee.) 


with about 500.—(John D. 


Atlanta 


Total new-car sales in the metro- 
politan Atlanta area in 1957 totalled 
32,510 units. 

Ford led with 9,822, followed by)| 
Chevrolet with 8,343; Plymouth, 
2,674, and Oldsmobile, 2,227. 

Sales by other makes for the 
year were divided as follows: 
Buick, 1,961; Pontiac, 1,947; Mer- 
cury, 1,050; Dodge, 997; Cadillac, 
875; Chrysler, 663; DeSoto, 322; 
Lincoln, 227; Nash, 197; Stude- 
baker, 139; Edsel, 115; Imperial, 
61; Packard, 27; Willys, 25; Hud- 

son, 5, and miscellaneous, 833. 

New-truck sales in 1957 totalled 
3,538. Registrations by makes were: 
Chevrolet, 1,302; Ford, 1,011; Inter- 
national, 409; GMC, 329, Dodge, 
159; White, 99; Mack, 70; Diamond 


|T, 38; Willys, 28; Reo, 17; Stude- 
| baker, 7, and miscellaneous, 69.— 


Auto Market Reports — 


during December, as compare 
with 1,826 a month earlier. 
New-truck registrations alg 
climbed—from 140 in November ty 
225 in the year’s closing month, 
For the full year, new-car 
istrations amounted to 2 
compared with 27,079 in 19% 
New-truck registrations totalled 
2,644 in 1957 and 2,796 in 1956, 
December new-car registrationg 
by makes were: Chevrolet, 611; 
Ford, 556; Plymouth, 197; Buick 
153; Oldsmobile, 149; Pontiac, §; 
Dodge, 79; Cadillac, 62; Mercury 
43; Chrysler, 33; DeSoto, 23; Edsel, 
22; Rambler, 22; Studebaker, 1; 
Lincoln, 17; English Ford, 1 
Volkswagen, 13; Volvo, 10; Impe 
rial, 7; Nash, 6; Austin-Healey, §; 
MG, 3; Morris, 3; Renault, 3; 
Simca, 3; Metropolitan, 2; Pac’ 
2; SAAB, 2; Triumph, 2; Hillman, 
1; Hudson, 1; Jaguar, 1; Mercedes. 
Benz, 1, and Skoda, 1. 


national, 60; Chevrolet, 53; 
49; White, 23; Dodge, 9; GMC, § 
Mack, 7; Willys, 6; Reo, 4; Dives, 
3; Autocar, 1; Volkswagen, 1, and 
miscellaneous, 1—(C. L. Kern.) 

. = = 


San Francisco 


| Sales are still coming few and 
|far between in the San Francisco 
| area. Salesmen report a little more 
activity than in December, but cus- 
tomers are still shopping hard. 


Used-car sales continue disap- 
| pointing. Dealers are cautious 
|} about predicting an upturn for 
| spring, preferring to see whether 
| the public’s confidence in the econ 
|omy is restored. 


A number of dealers are resort- 
ing to “wild” advertising in an 
effort to sell 58s and to dispose of 
1957 models still in stock.—(Steve 
Still.) 





Cincinnati 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., totalled 1; 
| 339 units during the week ended 
| Jan. 23. This represented a decrease 
| of 63 units from the previous week 
}and a drop of 191 vehicles when 
|} compared with sales in the like 


| week of 1957. 


A total of 520 new cars and 37 
new trucks were registered, com- 
pared with 481 new cars and 32 
new trucks in the week ended 
Jan. 16. 
| A total of 744 used cars and 3% 
|}used trucks changed hands, com- 
| pared with 848 used cars and 41 
|} used trucks in the previous week. 

Repossessions increased to 68, or 
16 more than in the previous week. 
During the like week of 1957, % 


Truck registrations were: Inter. } 


| (E. C. Bash.) 
| © 


|ing December totalled 1,359, com. | 


repossessions were reported— 
(Frank Kappel.) 


Denver 
Sales of new cars in Denver dur- | 


pared with 1,251 in November and 
1,098 in December, 1956. 
New-truck sales, however, de-|/ 





GUARANTY PROGRAM 


YoU Sell more new cars . . . Get more than your share 
of business in multiple dealership markets . . . Get 

the lubrication business on new cars you sell . . . Builds business on 
new car sales .. . Keep new car owners happy. A regularly serviced 
automobile is a trouble-free automobile . . . Increase TBA sales and 
sell more service ...Know the automobile you are asked to trade... 


Never has a program covered so much with 
such a small amount of effort or detail. 


OIL. COMPANY - 


VALVOLINE 


Division of 


FREEDOM, PA. 


AN-258 





Ashland Oil .& Refining Company 


clined to 103 in December, com- 
pared with 154 in November and 
121 in the year-earlier December. 

During the 12 months of 1957, 
Denver dealers sold 18,660 new 
cars and 2,210 new trucks, com- 
pared with 18,023 new cars and 
2,382 new trucks in 1956. 
December new-car registrations 
by makes were: Chevrolet, 442; 
Ford, 352; Plymouth, 112; Oldsmo- 
bile, 79; Buick, 59; Pontiac, 45; 
Rambler, 38; Dodge, 37; Mercury, 
32; Cadillac, 22; Edsel, 18; Chrysler, 
15; DeSoto, 14; Volkswagen, 11; 
Imperial, 10; Lincoln, 9; Hillman, 
8; Simca, 8; Metropolitan, 7; Stude- 
baker, 4; Goliath, 4; MG, 4; Ren- 
ault, 4; Lloyd, 3; Triumph, 3; 
English Ford, 2; Borgward, 2; 
Jaguar, 2; Morris, 2; Volvo, 2; 
Hudson, 1; Austin-Healey, 1; King 
Midget, 1; Mercedes-Benz, 1; Opel, 
1; Porsche, 1, and Sunbeam, 1. 

Sale of new trucks by make: 
Chevrolet, 49; Ford, 33; Interna-| ~ 
tional, 8;.GMC, 6; Willys, 4; Dodge, rd. 
1; Kenworth, 1, and Volkswagen, 1. Pure oll Awa 

This is the Pure Oil safety and pef- 


—(Ira Alexander.) 
formance award which will be given 1 


- * 7 
‘ : the stock car achieving the highest point 
Indianapolis total in a series of events during the 
An increase in new-car sales} NASCAR international safety and peft- 
brought registrations to 2,147 in 


formance trials being held in Dayione 
Marion County (Indianapolis), Ind., | Beach, Fia., from Feb. 9 through Feb. 23. 

















Now, make your lubritorium a Golden Invitation to new sales 


| ae 
with LINCOLN | 
HEA 


CEILING LUBREELS* 


Wi Pa 


to merchandise your 
modern lube service! 


AIR-OPERATED 
AUTOMATIC RETRACTING 


The best dealers choose 
the Golden Standard 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency . . . exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability . . .maintenance is the lowest . . . 
installation is simplicity itself. 


Call your Lincoln Sales and Service Wholesaler. 
He’ll be happy to advise and assist you in plan- 
ning all your lubritorium requirements. No obliga- 
tion, of course. 


Lead with Lincoln 


*Trade Name Registered 


a Melee oe de | 
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a 


* 
+ 
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LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. 


Engineers and Manufacturers « AUTOMATIC LUBRICATING EQUIPMENT ¢ SAINT LOUIS 20, MISSOURI 
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'55 station wagon, $1,000. °54 statiog ; 
wagon, $950. ‘53 Ambassador 2-dr, 
e e $500°. 
OLDSMOBILE—’58 (88) Fiesta tation 
Average Prices of Used Cars Sold at Auction ee i es, “ta 
Basar ts gai ay 
juper 4-dr., $2, ; -dr., $2,100* 
(Compiled by Automotive News from Auction oe (ps), $1,950*. °56 (98) 4-dr., $1,755¢ 
(ps); (88) 4-dr., $1,470*, $1,400°. ‘53 
So $535* (ps). ’52 (88) 2-dr, 
PACKARD—’51 Clipper Hardtop, $125*. $35 
PLYMOUTH—’58 Plaza station wagon, §2,. $25 
9 300, °57 Savoy ae’ oa. 425, "56 Fury HUD 
Hardtop, $1,320°. '53 2-dr., $335. 
* 0 8 PONTIAC—'57 Star Chief 4-dr. Hardtop, Bp iwe 
7 0 $ 8 $2,100* (ps); Chieftain 4-dr. Hardtop, 140 
3 5 $1,825*. °56 Star Chief Hardtop, $1,525 Cal 
4 (ps); Chieftain hardtop, $1,230°. ‘55 $29 
0 7 Chieftain 4-dr., $930°, °63 2-dr., $490. °S2 Bem 
Catalina, $250, 0.’ r., $105. ° 
RAMBLER—’55 station wagon, $1,050*. as 
STUDEBAKER—’56 President 4-dr., $950°, $55 
‘55 Commander 2-dr., $900. ’51 4-dr., NASI 
$155°, OLDS 
WILLYS—’58 Forward Cab, $1,850. '& (98 
pickup, $600. da: 
MISCELLANEOUS aes: aa “a oe 
pickup, $1,450, $1, olkswagen, $1,- 
9 = a ae OH Bm woe &._ a. «ae ae =e 2. =o. “so. mn * +9 380. °56 bee my - ge “ec H i 
? "57 Chevrolet, 1-ton truck, $800. "53 Dodge PAC! 
” “Mare ‘i ay June duly ‘ee “Sent. ~ by “he Jan ° Panel truck, $335. °49 Chevrolet \%-ton $14 
. ickup, $215. ¥ 
Prices of 'S7s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. ” ss 
Figures alongside bars represent dollars. (Copyright, 1958, by Automotive News) DYER, IND. Bel 
. 9 a 
(Dyer Auto Auction. Sale every Friday, $87 
drive, a (ps) indicates power $1,050°; 2-dr., $800; Ranch Wagon, $1,- (62) 4-dr., $1,025* (ps). ’52 (62) 4-dr., | Prices are for sale of Jan. 24.) Sa‘ 
Market Trend aoe P - 040; Fairlane Victoria, $940. "55 Thun-| $640°. (70 to 75 percent asics during the last x 
| derbird, $1,550; station wagon, $810. '54| CHEVROLET—’57 Bel Ai 2- _| three weeks feating healthy stabiliz- 3 
The overall average price of ed re | Crest sedan, $625; Custom sedan, $510;| top, $2,000*, $1,925*, s1.87e* Sat me ing of value on all late ae Sold 237 695 
used cars sold at wholesale auc- DETROIT maar tats. OF Ranch Wagon, $360. | 850%, $1,200° (pe):’ Two-ten (8) 4-dF.| wore -— "ST Special 4-dr., $1,700°. "ss Es 
I ‘URY—’ sedan ,790. wagon . ; 605, 505; 1 . oa c 
tion last week declined $8 to (Motor City Auto Auction, Sale every ’56 Monterey a> amen ay "55 oar. Sibeee’ Si.bee", $1,490°. = Bel Special Riviera, ees en.000° — $39 
$1,006, according to Automotive | Monday. Prices are for sale of Jan. 27.)| ciub coupe, $1,050*, "54 club coupe, $500.| Air (8) 4-dr., $1,015, $950. $005, 2 at| {ba}, S800"; Super Niivisns, Seale, pe nae 
(Prices rising slightly. Sharp pieces | oLDSMOBILE—’55 ( ‘ .| $815*, $790. '54 Bel Air 2-dr., $670. °53 ‘ , . fa me , 
News’ index. still at = premium. Sold 107 cars out of o75*; (a8) club coupe, $1,090". "3a (98) Two-ten club coupe, $345. "52 Bel Air $400", 50 ‘special 4-dr., siss", ‘50. Super $37 
It was the first decline regis- | 17% consignments.) 4-dr., | $1,000°. 53 (88) Super sedan, coeee. oer 2-dr-. $325, $320°, $300°,|  ¢-ar..” $105°. sTUI 
BUICK—’56 Special sedan, $1,285*; 2-dr., 385, $360, "52 2-dr., $325. _— . : CADILLAC — '53 (62) 4-dr., $995° (ps), 9 
tered by the index in four weeks. $950°; Super club coupe, $1,400* (ps).| PACKARD—'55 Clipper sedan, $605*, '53| DeSOTO—'58 Firesweep Hardtop, $3,050*. | “grog $640* (ps). °51 (62) coupe, $565°. > 
Although five of the eight "55 Super 2-dr., $975* (ps); Special club| sedan, $215, $180. 54 Firedome station wagon, $940*. CHEVROLET—'57 Bel Air (8) 4-dr., $1,- pio 
& coupe, $950°; 2-dr., $795*. ‘54 Century| PLYMOUTH—'57 Savoy sedan, $1,300, '55 DODGE— 57 Coronet (8) 2-dr., $1,585°. 675°, $1,650°; coupe, $1,650°, $1,575*; MISC 
models indexed showed increases, club coupe, $925*; 2-dr., $600; Special| Belvedere conv., $650; Savoy sedan, 53 Coronet 4-dr., $325°. Two-ten (6) 2-dr., $1,295, "56 Two-ten up. 
the loss of $127 on ’58s was severe sedan, $285*. '51 sedan, $285. $550; Plaza club sedan, $535. 53 Sub-| FORD—'5s Country sedan, $2,615*; Fair- (8) station wagon, $1,350°; Two-ten (6) 
CADILLAC—’57 (62) club coupe, $3,285*| urban, $320; sedan, $310. ‘52 sedan,| lane (8) 500 2-dr., $2,360°. '57 Fairlane| 5.4, $920, $910, $885; Bel Air (8) 2 
enough to pull down the average. | (ps). '55 (62) sedan, $1,700* (ps). '53| $145. ‘51 sedan, $125. (8) 500 conv., $1,855*; 2-dr., $1,745*.| Gr. 's1,100*. °55 Bel Air coupe, $920°, 
Other losses were $14 on 53s and club coupe, $900* (ps). PONTIAC—'55 Chieftain club coupe, $1,- $1,700°; Country sedan, $1,805*; Custom $900* (ps); 4-dr., $905*, $870*°; Two-ten (Pc 
@ CHEVROLET—’58 station wagon, $2,525;| 050, $975. '54 sedan, $650°. °53 sedan, (8) 2-dr.. $1,275, $1,255. 56 Fairlane; (¢) 2-dr., $785, $775, $730, '53 Bel Air Tues 
$3 on ’52s. Impala conv., $2,625* (ps). '57 Bel Air| $340. "52 club coupe, $350°; 2-dr., $335. (8) Hardtop, $1,265° (ps); Custom (8)| 4.dr. $580*, $325°; conv., $405°; Two BUIC 
Gains amounted to $39 56s, club coupe, $1,665*; conv., $1,550, °56 "51 club coupe, $165. Hardtop, $1,235*, $935, $900. °55 Country ten 2-dr., $325, $195; One-fifty 2-dr., 580 
's on Bel Air 2-dr., $1,550; Two-ten Delray STU DEBAKER—'52 club coupe, $150*. Squire, $1,175* (ps); Fairlane (8) 4-dr., $325, ‘51 4-dr., $150*, $150, $135°; 2-dr., (ps 
$15 on ’5is, $13 on ’57s, $13 on club coupe, $1,100*; station wagon, $995, | MISCELLANEOUS—'54 Chevrolet pickup,| $950, $835* (ps); Main (8) 2-dr., $775;| $140. 2-4 
"55s and $1 "54s. ‘55 Bel Air 2-dr., $825, $760; club coupe, $380. Custom (8) 2-dr., $750*, $695. °54 Coun- CHRYSLER—’'56 NY coupe, $1,660* (ps). 2-d 
_ $670; conv., $900°. °54 Bel Air 2-dr., try. Seaive, g0ee®; Custom (8) 4ar..| | “54 conv, $485° (pe). $1, 
grou presentati $450; club coupe, $550; station wagon, ITTI $580°, 5 , -| DODGE—’57 Coronet 4-dr., $1,575". ‘53 
At a p of re = ve a9 '53 Bel "ae sedan, $350*° Ge. L ETON, COLO. |} tom conv., $565. Meadowbrook 4-dr., $195; Coronet 4-dr,, = 
auctions last week, the average (Colorado Auto Auction, Inc. Sale every IMPERIAL—’57 Hardtop, $3,600* (ps). $325*, $140. °52 Coronet coupe, $160; sac 
consignment was 209.5 units and a Windsor sedan, $325. Monday. Prices are for sale of Jan. 27.) | LINCOLN—’57 Premiere Hardtop, $3, 2158 | Meadowbrook 4-<dr., $135, $100, '50 2-dr., CAD 
DeSOTO— 56 Firedome sedan, $1,430* (ps).| BUICK—’58 Century 4-dr., $3,250° (ps). (ps); conv., $3,100° (ps). ‘54 Capri} $120, $100. - 
$ ps $ 4-d 
the sales ratio was 66.3 percent. "5S Firedome sedan, $950° (ps). "54 Fire-| oan ee. — (ps). "55 Special| Hardtop, $850* (ps). s goo | FORD—'57 Custom 300 4-dr., $1,305. °56 
week earlier, the nsignme dome sedan, $610, $450. ‘53 club coupe, r 1,100° 4-dr., $945* (ps). | MEROURY—’'57 Montclair coupe, $1, | Country sedan, $1,270* (ps), $1,240°; 
A r, oo nt $375; sedan, $340. "53 Super Riviera, $580*; Special 4-dr., (ps); Monterey 2-dr.. $1,620*. ‘56 Mont-| Fairlane (8) Victoria. $1,155*, $1,040; 
averaged 163.4 units and the sales | pOpGE—'56 Custom Royal sedan, $1,275*| $425°, $175. "52 Super 4-dr., $300*, '5i| clair 4-dr. Hardtop, $1,435*, $1,430°| 4-dr., $1,150*, $915, $770: Custom (8) 
ratio was 73.1 percent, (ps); Coronet 2-dr., $1,050. ‘53 club Special 4-dr., $150*. (ps). "55 Montclair coupe, $1,135*; conv. | 4-dr., $1,015*, °55 Fairlane (8) Victoria, 
coupe, $250. OADILLAC—'58 (62) 4-dr., $4,725° (ps). $1,050* (ps); Monterey 4-dr., $1,025.| §840°, $805° (ps), $800; Custom (8) 2 
Prices marked with an asterisk — eo (® ose Vistesta, 9. ~ = >, 5 (ps); & coupe "54 ee ee ee on | dr., ~~ » 6Sres. oo. $600. = —- 
: an, $1, °, $1, : mech Wag- . . (ps), $3,875* (ps); tom 2-dr., \ . 3 -dr., (8) 2-dr., $475. ° ountry sedan, . 
indicate a unit equipped with an on, $1,790, $1,690°,' $1,540, $1,450; 2-dr.| club coupe, $3,680° (ps). ‘56 (62) coupe| $625*, $430. | Custom (8) 4-dr., $425, $405, $395, 
automatic transmission or over- sedan, $1,175. ‘56 Custom club sedan, de Ville, $2,950° (ps), $2,730° (ps). "53 | NASH—'56 station wagon, $1,325, $1,275. (Continued on Page 51, Col, 1) 





2-38 Pe Bevgoasuccnsengss® 


oe 
: 
~ 





























| 
: 
' 
| 
' 
; 
| 

































































96: 
citibpmnmatigittniidnnansioans nee ‘ 
COLORADO MARYLAND MISSISSIPPI | NEW YORK ll ee 2. 
—- —- KSON — ie ae ne keh ar. 
COLORADO AUTO AUCTION oe inc. Wilniagese Se, PO. LAFAYETTE Syracuse Auto Auction, | MONTPELIER AUTO AUCTION CO. | i 
a SS ee | OE. AR ABTO AUCTION Box 8468, Wednesday, 12:30 P. M. | ak Seen wel). = | MONTPELIER, OHIO : 
Sale Every Monday—11:00 am. Bel Air, Md. eee Sale Every Monday, 12:30 P.M. = 
Owners: Francis R. Casselt—Cerroll Kopfer subsidiary of Manheim Auto Auction aa - “WE NEVER MISS” Z 
Phone Denver: SUnset 1-7821 ; i NEW YOR TATE’S OLDEST | MEE 
Wire Colorade Auto Auction FAX — Checks Issued ST. LOUIS AUTO MAMUNAAAAY tEnOUteS Your Good Will—Our Most Valuable Asset 7 
Denver, Colo. itles Guaranteed ° 
tte a p — Every THURSDAY at Noon — TIM ANSPACH eS. 5, Sale oe te SS on 
All cars ota tat be our own check through Phone Bel Air, Md. 894-1580 AUCTION BARN, INC. Dealer Auto Auction = 
Albany 5, N. Y. ineashamncine=tacauaiesaiiieienesdiimecneoncanenintal 
The Bank of Denver 3807 Easton Ave. Seas saat — 1 O'Clock PENNSYLVANIA a = 
St. Louis, Mo. 180 car sale average | (p 
DENVER AUTO AUCTION MICHIGAN eee )«=6|llUl ee ee MANHEIM rat 
(Denver's Oldest and Finest Auto Auction) | AUTO AUCTION, INC. is 
4595 So. Santa Fe Littleton, Colo. SALES EACH TUESDAY hates. tamie 7 
a eas rosty-t — GRAND RAPIDS AUCTIONS, INC. AND FRIDAY NEW YORK CITY'S mae § 
ion Every ay a 3 loon One . | , | 
¥ Issue pee Sse = ie Are oe _ ae. oe Se One we a ef 4 = eee : ties s K Y L I N E 5 miles South of Pennsylvania Turnpike ss 
uaranteed by pire Auction Insurance wnred an ra | : . 

aes aT SD , aaa sae nan ~ he AUTO AUCTION Sale Every Friday—10:00 A.M. PON 
sen Auctioneer: Col. W. E. "Bill" Nagy ROY McMANAMA EXCLUSIVELY FOR AUTO DEALERS %& Dual Lane Selling = 
: CONNECTICUT sie ies tens a eee You are 100% safe because all titles * fSaeiiee ots ‘wed a 
nies . and checks are insured % Titles Guaranteed nas 
NEW ENGLAND'S OLDEST AND BEST a_i EVERY TUESDAY 12:30 P.M. Patronize the = 
10 YEARS CONTINUOUS OPERATION onesie GREENPOINT AVE. & PROVOST ST. NATION'S LARGEST AUCTION MIS 
Sale Every Wednesday at 11:00 DETROIT'S Cress of the Best BROOKLYN 22, N. Y. Phone Manheim MOhawk 5-240! 5 
SOUTHERN AUTO SALES, INC. JUNCTION OF PENNSYLVANIA AND Tel. EVergreen 3-4800 be 
AUCTION BAROMETER NEW JERSEY TURNPIKES * Auctioneers—David 8B. Spielman TENNESSEE "a Cr 
8 Years Old e e ° ® JOHNSON AUTO ~ 
Conveniently located '/, mile f nde - 
FLORIDA ven omy inate oe ie from Dual Lane Sale Every Th ey Rade bustin: ton. AUCTIONS BU! 

3 ruw s 
DAYTONA BEACH — Florida Auto|| two Big Avctions Each Week . . . WEDNESDAY, 11 A.M. Route 18B Buffalo, New York! Lawrenceburg, Tenn.—Tuesday a 
Auction. Municipal Airport. Tues., Wednesday and Friday at 12 Noon ||| We issue auction checks, guarantee titles EVERY MONDAY — Huntsville, Ala.—Friday = 
11 A.M. Completely under shelter. 19241 Dix-Tolede Insured Check Insured Titi bette ation : 
(U. S. Route 25 NATIONAL AUTO ee tee 100% Insur Regist Fee ‘- 
Cc a Chain ene ee DEALERS EXCHANGE Phone: HObart 4700 Al Clements, Owner 
rossroads Phone Dunkirk 3-0150 Route 206 South, Bordentown, N. J. Flying Dealers — Land at Buffalo Air-Park, WASHINGTON CHI 


(Exit 7, N. J. Turnpike) - AXminster 8-1702 ||5 miles south of Buffalo Municipal Airport. | ——@—@ —_________ 
Hard surface runway - Unicom Radio. Auction 


is only five minutes away. Call us, we'll SOUTH SEATTLE AUTO AUCTION FOE 


- » « where they meet . . . buyers 
and sellers . . . new and used car 




















dealers. They meet at the dealer auc- pick you up. canes’, Mectiant ‘er = wall 5 
tions of the nation . . . and on the | Phone Mohawk 6490 F 1: 
pages of Automotive News. An Ad in the Classified Section of the Automotive News NORTH CAROLINA SALE EVERY WED. 11 A.M. ¥ 
—_——————————————_—_—_————_——— . rs ee ME 
You will reach both groups through Will Get You Quick, Satisfactory Action RALEIGH <-.-Menn’s Auto Auction ae "WE —— ger a - = 
an ad in Automotive News. : = ‘ake Home a Guaranteed Auction e PL) 
, Sale, Rt. 5. Ph. 3-1564, Titles &| gi johnson Bob McConkey - 

et UA SCE RR csc a ce NS 
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Used-Car Auction Prices 





$350", $240°, $150*; Crest (8) conv., 
$255°. ‘52 Crest Victoria, $285°*. 
HUDSON 54 Hornet 4-dr., $295*. °53 
sedan $280". 
LINCOLN — 55 Cosmopolitan 4-dr., $1,- 
140°. "54 Cosmopolitan 4-dr., $825° (ps); 
Capri 4-dr., $725° (ps). ’53 Capri coupe, | 
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lane 2-dr. 3 os - 

try sedan, $1,200"? conv.” $1.188¢; sedan, Soto, on sea, “eabe> snd, "gene; foe 
$1,135*; Custom 4-dr., $1,110*. '55 Fair- Model B kd ten 4 er. Sean! 0 crane eon *; 
lane 4-dr., $730*; 2-dr., $500. °54 Custom el breakcown “dr... $530. "53 station wagon, 9625°; 


. . -dr., $455 35°, $255, $250 $205; 2- 
2-dr., $525; Main 2-dr., $500, '53 4-dr 4 , $435°, 5 . ; 
$490. °52 2-dr., $200, ’ ~ dr., $375, $285. ’52 coupe, $360*. 

| Soe ames o." 51 station wagon, Of Auction Averages Desero—'be Firedome Hardtop,  $1,255* 








P 
| LINCOLN—'49 4-dr., $110, Feb., 1958 Jan., Dec., | DODGE—'57 Coro , 
NCOLN- net 2-dr., $1,595°. 
(Continued trem Page 88) MERCURY — "55 Monterey 2-dr., $800°. Model To Date 1958 1957 Royal Lancer 4-dr., $1,275° ‘ees Coro 
4 sedan, $510*. '51 2-dr., $210*. °50| 1958.... . $2,819 $2,946 net Hardtop, $845*. ’55 Royal Hardto) 
RAMBLER—’52 Hardtop, $300 Pete 1957 1,741 = 1,728 al ; 
, R—'62 Hardtop, : OLDSMOBILE—'56 (88) Su P : . 1,818 
, : ; ; LDS) c per 4-dr., $1,- FORD—’58 Fai - 
STUDEBAKER : 56 Commander 2-dr.,|  710*; Hardtop, $1,590*, °55 (88) Super| 1956. 1,200 1,161 1,269 405* (ps), $2,280.67 car sane 
area champ on 4-dr., $ 30. 4-dr., $1,360*; (88) sedan, $1,100*; (98)| 1955.. 913 900 939 wagon, $1,850* (ps), $1,775*; Country 
MISCELLANEOUS—'54 Dodge %-ton pick- 2-dr., $1,100*, '53 4-dr., $510*. 1954 605 604 sedan, $1,750* (ps); Fairlane (8) 500 
up, $585; Ford %-ton pickup, $480. '52| PLYMOUTH—'57 Belvedere 4-dr., $1,575°; 631 Victoria, $1,705*, $1,650*, $1,485*, $1,- 
Austin, $230. 51 Chevrolet %-ton pick- Plaza 4-dr., $1,160*. '56 Belvedere 2-dr., 1953.............. 353 367 391 480, $1,305"; Fairl n Vi t ri 51 420 
up, $350. '50 Ford pickup, $345. '49 Ford| $1,300* (ps), '$1,300*; station wagon,| 1952............ . 283 236 260 $1,400°; Custom 300. 2-dr. og1'208." 56 
;-ton pickup, $430. $1,200*; Savoy 4-dr., $750. '55 Belvedere| 195]. 185 170 189 | Fairlane Victoria, $1,400*, '$1,250*, $1,- 


95° 

MERCURY ‘56 Monterey coupe, $1,250. | 
55 Montclair 4-dr., $905; coupe, $785°. 
'54 Monterey coupe, $700*, $625; 2-dr., 
$555, $505°, $450°; 4-dr., $440. 

NASH—'53 4-dr., $190°. 

OLDSMOBILE—’ "57 (88) 4-dr., $1,800°. °55) 
(98) Holiday, $1,235° (ps); (88) Holi-! 
day, $1,285° (ps), $975*; 2-dr., $970* 
(ps). ‘54 (88) Holiday, $950*°; conv., 
g895° (ps). "53 (88) 4-dr., $510°, $420°. 
"51 club coupe, $170*. | 

PACKARD — '53 4-dr., $210*. ‘52 4-dr., 
$140". i 

PLYMOUTH—’57 Savoy (6) 4-dr., $1,350. 
"56 Belvedere (8) 4-dr. Hardtop, "$1, 035° ; 
Belvedere (6) 2-dr., 785*; Savoy (6) 
station wagon, $1,005; Savoy (8) 4-dr., 
$875. 55 Belvedere (8) coupe, $860°. ‘54 
Savoy 2-dr., $390*. ‘53 Cambridge 4-dr., 
$330, $295°. 

PONTIAC—'57 Star Chief Catalina, $1,- 
695° (ps). "56 Star Chief Catalina, $1,- 
025* (ps); Chieftain 2-dr., $890. ‘54 
Star Chief 4-dr., $770°. ‘53 Catalina, 
g390°, $305°; 4-dr., $315*, $275°. ‘52 
4-dr., $235°. 

RAMBLER — ‘56 station wagon, $1,375°*. 
"54 station wagon, $495°; 2-dr., $415,/ 
$375. "52 station wagon, $310. 

STUDEBAKER - "55 Commander 4-dr., 
$495°. ‘54 Champion 2-dr., $440°. °53) 
Commander 2-dr., $460, $375°; Cham- 
pion 2-dr., $300*, $200° 

MISCELLANEOUS—’57 Ford %-ton pick- 
up, $1,200*. "47 Cadillac hearse, $200. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Jan. 28). 
BUICK—'56 Special 4-dr. Hardtop, $1,- 

580°. "55 Super 2-dr. Hardtop, $1,400° 

(ps), $1,250° (ps), $1.200° (ps); Century | 

2-dr. Hardtop, $1,345* (ps): Special 

2-dr. Hardtop, $1,290° (ps): RM 4-dr., | 
$1,190° (ps). ‘54 RM 2-dr Hardtop. $1,-| 
050° (ps); Century 4-dr., $925°, $850°. 

‘63 Special Hardtop, $505; RM Hardtop, 

$400° (ps). "50 4-dr., $135°. | 

CADILLAC—'51 (62) 4-dr., $550° “7 
4-dr., $250°. 

CHEVROLET—'57 Bel Air (8) 2-dr. Hard- 
top, $2,000°; 4-dr.. $1,890° (ps), $1,- 
80° (ps), $1,875° (ps), $1,865° (ps), 
$1,865°, $1,860° (ps), $1,855* (ps), $1,- 
850° (ps); Two-ten (8) 4-dr., station 
wagon, $1,985°, $1,925°; 2-dr. sedan, 
$1,615*. "56 Two-ten (8) Hardtop, $1.-| 
450°: 4-dr. sedan, $1,225*, $1,175*; Two- 
ten (6) 4-dr.. $1,115; 2-dr., $1,020. ‘55 
Bel Air (8) 2-dr. Hardtop, $1,295*; 2-dr. 
sedan, $1,200°, $1,125°; 4-dr., $1,050°; 
Two-ten (8) 4-dr., $985; 2-dr.. $900; 
Two-ten (6) 2-dr., $875° (ps). ‘54 Del- 
ray, $750. "53 Two-ten 4-dr., $375 "s2 
2-dr., $325; 4-dr., $325. "51 4-dr., $335; 


CHRYSLER — "51 Windsor 4-dr. station 
wagon, $475° 

DesOTO—'5S4 Firedome 4-dr., $800° (ps). 
"49 club coupe, $100° 

DODGE—'55 Custom Royal 4-dr., $1,000° 
(ps). "54 Royal 4-dr., $490°. 

FORD—'57 Thunderbird, $2,760° (ps); (8) 
4-dr. station wagon, $2,035° (ps), $1,- 
965°, $1,945°, $1,930°, $1,925°, $1,925° 
(ps), $1,925, $1,910°, $1,820°; Fairlane 
(8) 500 4-dr., $1,800° (ps); Main (6) 
2-dr. station wagon, $1,605. "56 Fairlane 
(8) 4-dr. Hardtop, $1,495*, $1,445°; 4- 
dr. sedan, $1,375° (ps); station wagon, 
$1,260°: Custom (8) 4-dr., $1,250° (ps), 
$970*: Main (8) 4-dr., $1,050°, $1,000°. 
‘SS Fairlane Hardtop, $1,195*°; 2-dr./ 
sedan, $1,085°. 53 4-dr. station wagon, | 
gs00*: 2-dr. Hardtop, $565°. ‘51 club 
coupe, $400; 4-dr., $185. ‘50 4-dr., $160°. 

MERCURY—'56 Monterey 4-dr. Hardtop, 
$1,345*. "55 Monterey 2-dr. Hardtop, $1,-| 
200°; 4-dr., $1,085°, $1,045°. "54 Mon- 
terey Hardtop, $925°; Custom 4-dr., 
$600°. ‘52 Hardtop, $270°. ‘Si 4-dr., 
$170°; 2-dr., $155°. | 

OLDSMOBILE —°55 (98) 2-dr. Hardtop, | 
$1,460° (ps). ‘54 (98) 2-dr., $1,245° | 
(ps). "53 (98) sedan, $450°, $370° (ps). 
"51 4-dr., $220°. ‘50 4-dr., $150°. 

PACKARD—'53 4-dr., $325. 

PLYMOUTH—' 57 Savoy (8) 4-dr., $1,580°. 
‘SS Belvedere Hardtop, $1,050°; Plaza 
(6) Suburban, $945; Savoy (8) 2-dr., 
$750. °54 2-dr. station wagon, $635°; 
Plaza 4-dr., $375°. "53 Cranbrook 4-dr., 
25°. °52 Suburban, $390. ‘51 4-dr., 
$205. ‘50 2-dr. station wagon, $1580. 

PONTIAC—'57 Star Chief 4-dr. Hardtop, 
$2,270° (ps). ‘56 4-dr. station wagon, 
$1,635*; Star Chief 2-dr. Hardtop, $1,- 
500° (ps); 4-dr. Hardtop, $1,500° (ps); 
Chieftain station wagon, $1,175. ‘55 
Chieftain Hardtop, $1,275*, $1,250°. ‘54 
4-dr.. $675°. '52 Hardtop, $425°. 

RAMBLER—’56 4-dr., $1,190°. 

STUDEBAKER—’'55 Champion 4-dr., $695°. 
‘51 Champion 4-dr., $130°. 

MISCELLANEOUS — ‘57 DKW Hardtop, 
$1,050; Volkéwagen 2-dr., $1,535, $1,530. 
"56 Ford %-ton pickup, $895. "55 Volks- 
Wagen 2-dr., $1,195; Ford \%-ton pickup, 
$835, $750; %-ton pickup, $670. ‘50 
Chevrolet %-ton pickup, $270. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Jan. 30.) 
(Sold 50 cars out of 102 offerings.) 
BUICK—’56 Special 4-dr., $1,050°. 
OADILLAC—’57 (62) coupe, $3,300° (ps). 
"48 (62) 4-dr., $160°. 

-VROLET—'57 station wagon, $1,850, 
$1,750; Bel Air 4-dr., $1,750*; Two-ten 
4-dr., $1,615, 2 at $1,550, $1,450°. '56 
a 4-dr., $1,175. '55 Bel Air Hard- 

, $945°; Two-ten 4-dr., $890. '53 Two- 
4 4-dr., '$425°; 2-dr. $405. 
CHRYSLER — '55 Windsor 4-dr., $1,055° 
an. "52 Windsor 4-dr., $270*, $170*° 
ps 
FORD—'57 Custom 4-dr., $1,575*, $1,505°, 
$1,450; 2-dr., $1,345, "$1,270. "56 Fair- 
lane conv., $1,350° ;: Custom ‘4-dr., §$1,- 
130, $1,105, $960. ‘55 Custom 4-dr., 
$775°. ’54 Crest 4-dr., $575, $505, $450. 

*51 coupe, $150. 

MERCURY—'54 4-dr., $400*. 

PACKARD—’ 55 4-dr., $510° (ps). 

PLYMOUTH—’57 Savoy 4-dr., $1,400°. '55 
Savoy 2-dr., $570*. ’53 4-dr., $390. 

PONTIAC—'56 Star Chief conv., $1,550° 
(ps), 56 Star Chief 4-dr., $835°*. 





4-dr., $700*; Savoy 4-dr., $615*. ’ - ; ’ 
VALDOSTA, GA. dr, $515*. 7 ey See ©) Overall =~ —— 2-dr., $1,050", $900; Custom d-ar., $706 
PONTIAC—'56 Chieftain Hardtop, $1,200*,| Average. $1,006 $1,014 $1,043 $500. °55 Thunderbird, $1,705* (ps); 








(Tom Hewitt Auto Auction. Sale every; $1,050°. ‘55 Chieftain coupe, $800*. ’54/ Fairlane Crown Victoria, $950*, $940; 


Friday. Prices are for sale of Jan. 31.) 


; ee 
4-dr., $500°. ‘53 coupe, §$420°; 4-dr., Town sedan, $935* (ps); Custom 2-dr., 


(Had lots of good clean cars here to- 00*. | ; 
day. The dealers were here looking for | RAMBLER—'S5 4-dr., $800. oes es | Zar’, $405, °04 Gustom. dds. $005; ‘4- 
them and we sold lots of them for the | STUDEBAKER—’56 Champion 4-dr., $840°*. | CADILLAC—'58 (62) coupe, $4,680* (ps). | r., $500, $460 g160° 53 victo a S00, 
“high doliar.’’) | '52 4-dr., $200. "57 (62) coupe, $3,480* (ps), $3,450*| $450, $400 : ' as ; 
BUICK—'57 Special 4-dr., $1,695*. '56 Spe- | MISCELLANEOUS—'58 Ford pickup, $1,- (ps), $3,440° (ps). ’56 (62) conv., $2,-/ LINCOLN —’58 Capri Hardtop, $4,075* 
cial Hardtop, $1,350; Century 4-dr.,| 500. -’57 Chevrolet %-ton pickup, $980. 850° (ps); coupe de Ville, $2,600* (ps). (ps). ’56 Premiere Hardto $1 995" ( ) 
$1,400*. ‘55 Special Hardtop, $1,150*; 54 Ford \%-ton pickup, $395. "55 (62) coupe, $1,980* (ps), $1,880*| °53 Cosmopolitan 4-dr $385°" oe 
i-dr., $1,000*; RM 4-dr., $1,115* (ps). | (ps). '54 (62) coupe, $1,530* (ps); 4-dr.,| MERCURY—’57 Monterey 2-dr., $1,745* 
4 Special 4-dr., $790.” "53" Special 2- CHICAGO 1,415* (ps), $1,310* (ps); (60) sedan,| °56 Monterey Hardtop, $1,350° (ps), 55 
calf, $250. '52 Super 2-dr.. $150°. : 4 4 1,420* (ps). '53 (62) sedan, $910* (ps).| Monterey coupe, $870*; 4-dr., $650°. °54 
/ “LAC — "58 (62) Hardtop, $5,100°| (Arena Auto Auction. Sale every Tues-| CHEVROLET—'58 Impala conv., $2,725* Custom coupe, $700*; 2-dr., $580, $550* 
(va). | Hardtop, $3,350° (ps). '53/ day. Prices are for sale of Jan, 28.) (ps); 2-dr., $2,590*; Hardtop $2.570°* $300*; 4-dr. "$445*; Monterey Hardtop, 
tg SO ps) nie 6s, (Sold 331 cars out of 507 consign- (ps): Bel Air 4-dr. Hardtop, $2.275*. °57| $700*; coupe, $600.'°53 Monterey coupe, 
iE .eT—’s ir - ° . ments.) Bel Air 4-dr., $1,800* (ps), $1, 605°; | $495; 4-dr., $400*, $335°. °52 4-dr 
57 Bet Air 2-dr., $1,350°; Two-ten 4-dr., B UIC K—’57 Special Hardtop, $2,040*; conv., $1,710*; Sport coupe, $1,700*, $1, 2} _ $240°. ‘ ; uM 
Shoe sg rwovten 4dr shi bet Aié| wu BLWBN wuRNOh, Sarg ABoe | Seat. Tal ae MONA, hie BA’ | Obbewomnes 
9. 79K. - , —- —' , ;. 2-dr., ; $ -dr., $1,225°; Two-ten 2- * OLDSMOBILE — 8 a . 
sits ae jhe hear tes| Sentry Rar Sati, Gy" 28 Gupet| $12, 8 aaa, ae. pum mile) BLtaee 6 (8) olan, Has 
neha a ce. © oe : : , $1, , $1, ps); Spe- r 4-dr 1,325°, $1,190, $1,085; 4-dr.| (Ps), $1,465* (ps); (88) Holiday, $1,- 
Hardtop, $550; 4-dr., $435. °52 2-dr., cial Riviera, $1,030*, $1,005*, $950° station wa i “~ oe A ; 
nae ce ’ ; , ; , ’ : , gon, $1,285*, $1,195; Two- 405*. °55 (98) Holida ,240°; 
£2e”:, 51 2-dt., $210. '50 4-dr.,_ $100. $950, $900°. "54 Super 4-dr., $725° (ps),| 2-dr., $1,055, $896, $710’ "6s t-dr ’stne| Super Holiday, $1.195°, $1,075° "54 (98) 
: airlane (8) 5 ictoria, $2,- $615*; Century Riviera, $670*; 4-dr.,| tion wagon, $1,110, $1,025*; 2-dr. station| Holiday, $915* (ps); (88) Super 4-dr., 





300°. '57 Fairlane (8) 500 4-dr., $1,575°;| $540°; RM sedan, $640° (ps); Special| wagon, $740; Bel Air Hardtop, $1,025*,| $990°; Holiday, $840*; (88) Holiday, 


9 





-dr., $1,490°; Custom 4-dr., $1,360*; 2-dr., $510. °53 Super 4-dr., $510*, $985, S$9RN*, §R75*: 4-adr. $930°, $860° | $760°. "53 (88) Super 4-dr., $535*, $420° 


2-d 


r., $1,200; Main 2-dr., $850. ‘56 Fair- $390°; Riviera, $375*. ‘52 Riviera, $365°; (ps), $800; 2-dr.. $810; "Two-ten 4-dr., (Continued on Page 53, Col, 1) 
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the high note 
in side-vue 
mirror 
styling 7 


Yankee’s magnificent new “Duet Series” 
captures the wide, low “sculptured in metal” 
styling that makes the 1958 Detroit cars the 
most beautiful ever. Fluid, massive lines... 
gleaming Blue-White Chrome plating . . . fully 
adjustable heads . . .“straddle-the-fender-bead” 
mounting . . . priced for the budget buyer (the 
#560) or for the motorist with a taste for luxury 
(the #566) ... and they’re Unconditionally 
Guaranteed by Yankee, the greatest name in 
safety accessories. Sell the Duet Series now! 
See your car dealer expeditor, warehouse 
distributor or jobber, or write Yankee Metal 
Products Corporation, Norwalk, Connecticut. 
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(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
ged., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr. 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtop, $3,436; 2-dr. hardtop, 


stat. wag., 
789; 2-dr. hardtop, $3,644. 

—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 





The following itmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 

They do 


(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Glulietta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Coupe, 
$4,194. 1900 Super 


$3,784; Veloce Coupe, 
t Coupe— $6,083. 
ASTON-MARTIN—DB24 Mark III cpe., 


or NUSTIN— A-35 Deluxe 2-dr, sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — conv., $3,087; De- 


luxe conv., $3,389. (Heater standard on 
Deluxe. ) 

BENTLEY—Series S—Standard Steel Sa- 
loon, $12,900. (Other models are custom- 
built and vary considerably in price.) 

BMW ISETTA 300 — sunroof, $1,048; 
BMW (lIsetta) 600—4- 
(Heater standard on all 


sunroof sed., $1,- 
DS-19 4-dr. sed., 


cabriolet, $1,098. 
pass, sed., $1,398. 
models. ) 
CITROEN—2CV 4-dr. 
298 (centerifugal clutch). 


$3,495. (Alr suspension, heater, power 
brakes, power steering, automatic om 
standard on DS-19.) 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,-| 


995; 2-dr. hardtop, $2,195; stat. wag.. $2,- 
530. (Heater standard on all models.) 
FACEL-VEGA — 2-dr. hardtop, $9,750; 
hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 
FIAT—600 Series—Multipia 4-dr. 
1,598; 2-dr. $1,298; sunroof conv., 
,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr, TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster ‘(hard top op- 


tional), $2,498. (Heater standard on all 
models. ) 
FORD (England) — Anglia 2-dr. sed., 


$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr, stat. wag., $1629; Squire 2-dr. stat. 
Mark II Series—Consu!l—4 


wag., $1739. -dr, 
ged., $2,012; conv., $2,351; Zephyr 4-dr. 
sed., $2,193; conv., $2,552; Zodiac—4-dr. 
sed., $2,365; conv., $2,910. 

GOLIATH—1100 ‘Series — Standard 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
= wag., $2,287.80; Empress Deluxe 2-dr. 

$2,481.14; Tiger sport cpe., $2,834.98. 
(mentee standard on Empress, Tiger and 
Custom models.) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,535; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
} eq (automatic transmission). XK-150 


$4,475; cpe. (automatic transmission), 
$1,725: conv., $4,595; conv. (automatic 
transmission), $4,845. 

LLOYD — 4-pass. sed., $1,295; 4-pass. 
conv., $1,395; 4-pass. stat. wag., $1,345; 
6-pass. stat. wag., $1,545; 6-pass. stat. 
wag. (long wheelbase), $1,645. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, —— : 190-SL epe., $5,232 (with 
removable hard o hard or soft top, $5,416); 219 


Port-of-Entry Prices 
On Imported Cars 








$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
steering standard on Super, Road- 


Powering 
master 75 and Limited. Power brakes 


standard on Roadmaster 75 and Limited.) 

CADILLAO — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 





4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL ecpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO conv. or roadster, $12,272, (Power 
brakes standard on 219 sed.; sutomatic 
transmission standard on 300-© sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr, hardtop, $1,- 


626.10; conv., $1,650.10, 

MG—-MG ““a’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 


wheels), $2,785. Magnette—4-dr. sed., 
740. (Heater standard on Magnette.) 
MORRIS—4-dr. sed., $1,794; 4-dr. 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,- 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., $1,967. 
(Heater standard on Deluxe models.) 
OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. 
standard on both models.) 
PANHARD — 4-dr. sed., $1,995; 


deluxe sed.. $2,195. 
PORSCHE 


$2,- 


4-dr. 


$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 
power, $3,665; 88 horsepower, $4,504; 115 
horsepower (Carrera), $5,665. 
—T70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 
RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 
RILEY—1.5 sed., $2,316. 
ard.) 


(Heater stand- 


ROVER—90 4-dr. sed., $3,295; 
dr, sed., $3,625 (overdrive); 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed.. $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Stlver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 

SAAB—2-dr. sed., $1,895: 2-dr. sed. 
— clutch), $1,996. (Heater stand- 

) 

SIMCA—Aronde Series—Intendante, $1,- 
575; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 
sed., $1,745; Montihery, $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel sport cpe.. $2,795; 
Oceane conv., $2,995. Vedette V8 Series — 
Trianon 4-dr, sed., $1,999; Versailles 4-<dr. 
sed., $2,199. (Heater standard on Piein 
Ciel and Occeane.) 

SUNBEAM Rapier 2-dr. 
(Heater and overdrive standard.) 


1058 4- 


TEMPO — Matador — 12-passenger stat. 


wag., $2,575; 9-pass. stat. wag., $2,495; 
6-pass. stat. wag., $2,425. (Heater stand- 
ard.) 


TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
#3 675; hardtop, $2,835. 

AUXHALL — Victor — 4- dr. sed., $1,- 
ost. 50. (Heater standard.) 
VOLKSWAGEN — 2-dr. 
dr. sunroof, $1,625; conv., 
stat. wag. (8-pass.), 


725. » 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models. ) 





De-| 


(Heater) 


— Speedster — 70 horsepower, | 


1056R 4-dr.| 


sed., $2,499. | 


Seville 2-dr. hardtop 
$7,500; Brougham 


$7,500; Biarritz conv., 
hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6, Sertes 


-dr. 


75—8-pass, sed., $8,460; 8-pass. limousine, 
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4-dr. 


$8,675. (Hydra-Matic, power steering,| dr. sed., $2,519; 

power brakes standard on all models.) 2-dr. hardtop, $2,593, 
CHEVROLET — (Prices are for six- | $2,735; 

cylinder models. For V-8s, add $107.) Del-|top, $2,805; conv., 

ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; | hardtop, $3,425; 

2-dr. util. sed., $2,013. Biscayne — 4-dr. | Citation—4 

sed., $2,290; 2-dr. sed., $2,236. Bel Air— 


4-dr. sed., $2,440; 2- 


$2,413; 4-dr, 


Brookwood, 
$2,728. 
(V-8 std.), 


$2,678; 
$3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- | $2,119; 2-dr. sed., 
4-dr. hardtop, $3,279; 2-dr. 


dr, 


4-dr. 


sed., $2,386; 4-dr. 
hardtop, $2, 511; 2- dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
2-seat Yeoman, $2,467; 4-dr. 
2-s eat Brookwood, $2,571; 


4-dr, 3-seat 


2-seat Nomad, 
Corvette — hardtop cpe. or conv. 


hardtop, 


4-dr. 
Be 


seat, 


iup—2-dr. ’2-seat, 
2-seat, $2,933; 
2-seat, 


$3,247. 


-dr. 


4- ‘dr. 
$3,190; 


4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 
tom Sierra, $3,354.25. 

EDSEL—Ranger—4-dr. sed., 


3-seat Cus- 


$2,592; 2- 
hardtop, $2,678; 
Pacer—4-dr. 
4-dr. hardtop, $2,863; 2-dr. hard- 
$3,028. Corsair—4-dr. 
hardtop, 
-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
Round 


$3,346. 


OL 


$2,837; 
$2,971; 
221; 


4- dr, " adr, 
2- seat hardtop stat. wag., $3,395. Sper 88 
—4-dr, sed., $3,112; 4-dr, hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., 
2-seat hardtop stat. wag., $3,623. Series OR 


2-dr. 
2-dr. 


steering, power brakes standard on 
Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 
aa ae. Series 88 — 4-dr 
$2,772; 4-dr. 
then, $2, 893; conv., 


2-seat stat. wag., ‘$3,284 


$3,529; 


—y, 


hardtent 


$3,. 


4-dr, 


—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 


sed., 


$2,876. Villager— 


3-seat, $2,990. 
4-dr. 3- 
(Automatic transmission 
standard on Corsair and Citation.) 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; 
for Custom 300.) Custom 300—4-dr. sed., 
$2,065; bus. 2-dr., 
977. Fairiane—4-dr. sed., $2,285; 2-dr. sed., 


ar, 


$137 
$1,- 


2-dr, 


PACKARD — 4-dr. 


hardtop, $3,262; 
$3,384. Hawk — 2-dr. 
(Flightomatic and power brakes are stand. 
ard on all models. ) 


4-dr. 


hardtop, $4,020; conv., 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


$4,300. 


Jet. 


sed., $3,212; 2-dr, 
2-seat stat. 
hardtop, $3,995, 


PLYMOUTH—( Petens are for six-cylinder 


sed., 


456.50; 
2-dr. 


$2,254.25; 4-dr. 


conv. 


$2,762. 
$3,066.50. 


models. For V-8s, add $107.) Plaza—4-dr, 
xed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2. 
hardtop, ‘32. 
399.50; 2-dr, hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2, 
4-dr. hardtop, $2, 527.50; 2-dr. hardtop, $2, 
(V-8 std.), 
hardtop (V-8 std.), 
tion Wagons (Suburbans)—2-dr. 2-seat De. 


388.50; 


Fury— 
Sta- 


,214; 4-dr. 2-seat t. wae. J . 4.| $2,231; 4-dr. hardtop, $2,428.73; 2-dr.|tuxe, $2,431.50; 4-dr. 2-seat Deluxe, 
or, 3-seat a we. Ga.sek’” Genatete—- 616; 4-| hardtop, $2,364.12. Fairlane 500—4-dr. sed.,| 485.50: 2-dr. 2-seat_ Custom, $2,553.25: 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; $2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
2-dr. hardtop, $3,878. New Yorker—4-dr.| ‘oP, $2, 508.72: 2-dr. hardtop, $2,444.72;| Custom, $2,747; 4-dr. 2-seat Sport, §2,. 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr, | ©O™Y-, $2,659.98; retractable hardtop (v-8 759.75; 4-dr. 3-seat Sport, $2,899.75. 
hardtop, $4,346.50; conmv., $4,760.50; 4-dr. std.), $3,172.69. Station Wagons—2-dr. 2- PONTIAC—Chieftain—4-dr. sed., $2,638; 

3-seat stat, | Seat Ranch Wagon, $2,406.76; 2-dr. 2-seat/2-dr. sed., $2,573; 4-dr. hardtop, $2,792: 


conv., $5,603. 


conv., $6,283. 


| 


818.50; 4-dr. 


seat stat, wag., 


| 177.50; conv., 


| conv., 


$4,369. 


529.50; 2-dr. sed., 


2-dr. hardtop, 
Royal—4-dr. 
$2,915.25; 2-dr. 
Royal4-dr. 


Regal 


$2,970.25; 4-dr., 


2-seat stat. wag., $4,868; 4-dr. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
(TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr. 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
(Turbo- Drive 
ing, power brakes standard on all models.) 
| DeSOTO — Firesweep 
hardtop, 
top, $2,889.50; conv., 
$3,266 ; 


| Firefilite and Adventurer. 
standard on Adventurer.) 
| DODGE—Coronect Six — 4-dr. 


$2,679; 
sed., $2,797; 
hardtop, $2,554. Custem 
sed., $3,030; 
$3,142; 2-dr. hardtop, $3,071; conv., 
Lancer—2-dr.. 


$3,972; 


sed., 
power steer- 
— 4-dr. $2.,- 

$2,953; 2-dr. hard- 


$3,218.50; 
4-dr. 


Power 


conv., 
4-dr. 


4-dr. 


hardtop, 


Station Wagons—2-dr. 


2-seat 


4-dr. 


$6,072; 


sed., 


4-dr, 
3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
| 4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | dr. 
$3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 
hardtop, $3,675; conv., 
stat, wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. 


2-seat 


hardtop, $4,071; 
(TorqueFliite standard on 
brakes 


sed., $2,- 
$2,448.75; 2-dr. hardtop, 
$2,571.50. Coremet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
$2,941.50. 
hardtop, 


hardtop, 
$3,298. 
$3,245.25. 
Suburban, 
2-seat Sierra, $3,034.75; 





4- 


2- 





Del 


945; 


conv., 
968.50; 


2-dr. 

$2,721; 
$2,840; 2-dr. 
081. 
hardtop, 
conv. 

| hardtop, 
|hardtop, $3,495. 
top, $3,944; 


muter, 


ger. 
$3,775. 


Rio Ranch Wagon, 
2-seat Ranch Wagon, $2,460.76; 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, 
Country Squire, $2,803.90. 
IMPERIAL — Imperial — 4-dr. 
4-dr. 


LINCO) 


sed., 
2-dr. 


4-dr, 


hardtop, $4,945; 2-dr. 
$4,838.50. Crown—4-dr. sed., 
hardtop, $5,632; 
$5,758.50. Le 
hardtop, $5,968.50. 
Filte, power steering, power brakes stand- 
ard on all models.) 

LN—Capri—4-dr. sed., 
hardtop, $4,951; 


$2,547. 
sed., 


$2,674.24; 


2-dr. 


Montclair—4-dr. 


$3,635; 


$3,365 ; 
$3,577; 


$3,035 ; 


2-dr, 


4-dr. 


2-dr. 


4-dr. 


sed., 


$2,513.24; 


4-dr. 3-seat| 834; 4-dr. hardtop, $2,961; 
$2,880. Star 
sed., $4,- 
hardtop, | 4-dr. 2-seat stat. wag., 
$5,632; 4-dr. | —2-dr. 
hardtop, $5,388; RAMBLER — American — 
-dr. sed., $5,-/| sed., $1,789; Super 
(Torque- 


2-seat 


4-dr. 


$4,951; 4- 
2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. 
power steering, power brakes standard on 
all models.) 
MERCURY—Medalist—4-dr. sed.. $2,617; 
Monterey —4-dr. 
$2,652; 
hardtop, $2,769; conv., 
$3,236; 
hardtop, $3,284; 
$3,536; Turnpike Cruiser 4-dr. 
Turnpike Cruiser 
Park Lane—4-dr. 
hardtop, $3,867; 
$4,118. Station Wagons—2-dr. 2-seat Com- 
Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
2-seat Colony Park, 
(Multi-Drive Mere-O-Matic, power 


(Turbo- Drive, 











4-dr. 2- 


hardtop, 


hard- 
conv., 
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4-dr. 


4-dr, 


2-seat stat. 


sed., 


4-dr, 


2-dr. hardtop, $2,707; conv., 
wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
2-dr. hardtop, 
Chief—4-dr. sed., $3,071; 4 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
$3,350. Bonneville 
hardtop, $3,481; conv., 


2-dr. 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
$2,212; 


$3,5: 


$3,019; 4-dr. 


86. 


Deluxe 2-dr, 


sed., 


$1,874, 


hardtop, $2,287; 


4-dr, 2-seat stat. wag., $2,506. Custom Six 
2-seat stat. 
V-8—Super 


—4-dr. 
wag., 
sed., 


$2,751. 


sed., 


$3,- 
” 4-dr. 


2-dr. 


wag., 
$2,253; 2-dr. sed., 


4-dr. 
President V-8—Classic 4-dr. 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2, 
Golden Hawk V-8 2-dr. 
(Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 


352; 
$3,282. 


sed., 
$2,621. 
$2,342; 
636. Custom 
hardtop, $2,532; 
Ambassador — Super — 4-dr 
$2,587; 4-dr. 2-seat stat. wag., $2,881. 
tom—4-dr. sed., $2,732; 4-dr, hardtop, §2,- 
822; 4-dr. 


$2,327; 
Rebel 
4-dr. 
— 4-dr. 
4-dr. 


4-dr. 


2-seat stat. 


sed., 


2-seat stat. 


~ 4-dr, 


wag., $2, 
$2,457; 4-dr, 


wag., 
sed., 
Cus- 


2-seat stat. wag., $3.026; 4-dr, 


6—4-dr., 


2-seat hardtop stat. wag., $3,116. 
STU DEBAKER—Scotsman 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
$2,055. Champion 6 — 4-dr. 
$2,189. Commander V4 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
2-seat Provincial stat. wag., $2,644, 
sed., 


sed., 
sed., 


$2,639; 


hardtop, 
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Truck registrations by states Di G Sates 
= aa ee eo Polk ¥. 28 | Brock-| Chev. anand M nation- Stude- 
comp: repre- i i 
sentatives te eheto enpitals. way | rolet T Dodge! Ford c al Mack | Reo | baker | White | Willys | Misc. 
14 States Previously ‘Ss? 2%51| | 612; 30% 703, 139! 113} 18| 68 val 329 205; 4 
Reported for December ‘56 _| 2 778) _ 866} 1279) 164) 22) (94) 114) —441)_—s129) 9485 
Connecticut ‘S?) | 133 | Bt ml cn 112 10) i | ro se bbe 
. 56} | 178 12) 7 121| _ sy, i] 2 9 2 69 23) 6 
Idaho ‘7 a 38; 163) 4) 86 2] 7 3] 5! 12) 5” 
‘56 |___‘162 | 4 Oh lt}: § 7B 2 1 14 2 5 3} Sib 
Maryland ‘7 al i 152) 189) x) 85 " 9 2 ;| 14) 20 712 
6] 2) 0 i| 74) 232} i] a a | et) rr 
Montana ‘7 | tae} a a | a V06) ‘| 9 | a) 20; ——«S0 
‘56 | ___133) | Mo 4) 83 8 7 2 A 12) 474 
| New Jersey ‘7 9 3% 12; Tie) 407,39) 56 2| ‘| 35 a i; 45 
‘sé 4) 458) t7|_—tS tH} 462] 43] 255 57 3 73 58) 1762 
| Ohio ‘S| | v5 , i”; 3) ith UM UM | Fy sf eS 27 
‘sé | 763 23) 58) 70,3238), 7] 8H) S42] 8) 84 
en z a 
| *56) ! 19) | | 4 
| 21 States Reported ‘7 9| 4703; 130) 1234) 4063 i188) ~~ 23 | 4; 115) 14 483 16204 
-| To Date for December ‘56 16) 5167) 132] 1350} 4439) = 1513] 2213) mee 172) 850 294| 16755 
| Year ‘7 689; 275313| 3290) 44415) 263383) 58877) 91783 ml 2 6254) 11960) 20593) 19132 — 
| To Date ‘Ss 836) 285281| 3836) 54069| 250231| 77768| 102685| 12376 29 8278| 14426| 21656) I1171| 845452 
| 


“The information contained in this report has been compiled from official state documents, Every reasonable precaution has bees 
ay ~ to insure accuracy of this report to the extent of the registrations received | £8 tabulated at the time the report is published. 
cannot assume any liability by reason of inaccuracies or omissions.’ 

































































Previous Report ‘Sa ee 3! 5 1391 266! ool 6962; 13989 465 118 328; 1584) 16484 1321| 14871 4123 2682; 26994 510) 543; itll 
' December * z 72 Py] 961 "9 188 920 etl 828) 12838 7 341; 1873) 15059 sn 1181) 12886 3596 2759| 24263 a 3} 74] 643} 717} ai ‘978 
Colorado a 5 Tae 7 fF 13 324,03] 067) 7 8; 0) a7| 1299, 223730, i| 83] | 1! 3 48] bb 
56 ol 2) ta} ala __ 42S] S5|__—stNS| 38 \., 950 | _3h}_t67|_ 1148} 244}_— 58} 933)—57|_—st7|_—t663),— 7} 44}_ 531 7) 50 
Connecticut SI 17% i | s| 199 137 - 3 ~~ 100 § Seal | 1335) 6 17) 30) 170 1597 411 is | 1305) 402) 365 2680 aS 63 66 551 607 
‘56 108 12 12 ct) a) a) a) | Ne 1} 33) 43] 788| et} 59) 1292| 416} 447|_—-278 74; _—Bi|_—3Ht| 628 
i 15 2 2 i? 15} 5! 120 328 13 2) 5} 30) 378 101 102 86 14 14} 42 1462 
on ‘a ae SS a oslo ss 2] 77 tae|_ 28] 38 | ot] 488| ton) 3 100, esi yzel_——st|_ 9] a] tase 
Idaho 5 cay 4 =! a 31 a see 8! 135 ae 620) 38 3) is 4 767 ae *| ~~ 612) —«16t| «dS 10%) OS” 50 132 2446 
‘Sb 57 7|_5 30 7) i]s a) | | _13)__—105| 575] 206] 34} 468] = 33]——125] 966 2) 4 & 43| | 02 
Louisiana ‘57 7i 1 og 5 s| 67; sat a 2) 537 o73| 2680 89) 15 Fl | 239 3022) 522) 145| = 2860) 604) 466| 4597) | ms 74 227 8906 
56 43| Z 1 " 57} _—-73|__—st4}_—st07|_— 2386) 43) 1073 2680 _- |___-37|_37|_ 3234) —540}|_—st44| 2616) ~— 635) 650) +4585) 1 ol 9091 
Maryland | 7 | 5 103) a 13 ~ 304) 679, 1231 1713 47 7| 34 162 1963 | 148; 2233 488 414 3748. 3 46) gy 330| 7436 
) 62 3 ? 12 9%) «143 16} ‘142 | 85! 1481| 1869 3) 31 Z7\| 2174) S07} 49] 2058) 472) 488] = 3674) 23] sd S| el 181 __ 7% 
Montana ‘ST | 4 s| A 65 31; id _ ¥ 6! 169 305 | = 2 1) it} 638 141 >| 462 141 9 888 | | 35) 7 74| 2006 
ee ae ee i 71 2 “_ 7 ‘a 168 307) Bs § 14| 65 58! 125 531 13 94 920) 7! i 44) -36|_—1959 
N Hampshire ‘s7 67 71 15 6 15 53 105 194 369 is 2 6 33 428 7 28 414) 80) 90 18 18 = 1512 
= ” 5 $2 7 4 zm uf 52 19 | 14 tol 113] 215] 384 1 | 33| tas! 103 | 427|__102|_—=sA18 | sl 3| a4 | (589 
New Jersey 340) 31 S 4, 390) Zz 169 fis| ~~ 678 1670 3 ‘2s -" 49) 130 B38 S05 | 1346) 661; 4437; 1508! 1065! «9017 168 172 7 i887! 
vat 13 23 47 231 592 % 615 a a 4625 1} 143 836 5605 1755} ~ sai | 1206 1153 8669 23| 200 223 360) 19364 i 
North Carolina : 12 +1 ;| 118) 102 18| 124 i 70] | wal | “7 is 42 os 3437 ol | | 562, 483 4412| 7 7 
"56 i 9 19 126 120 10) 168 320 760 1378 3386 2 33| 5 3771 676 "2 2| a 590] 495 4664 | 13| 95 | a BE: 10017 
Pennsylvania s Sool 7 5s | Sel 667 178 tal 3010 es $2701 - 5 137 1114 810? He si] 2239 1537| 15095 2 357 379 1182) 31258 
300 16 90 464 699 112 694 19 6312 5670 10 175 1096 6951 2213 5H 303, 1 1655, 1521| 12286 45 371 416 480 26909 
Uteh 60 ae w oa | 23 iT 32 8! 183 | 3 571 “| * 15 102 ual 130 7 545| «159 104 997) 18 18 120 28 
24 2 8 13 47 | —s 12 61 93| «202 663 17 153 833 186 47 541 147 131 1052) | 20 21 31 2367 
West Virginia 3 a mee 44 ee 7 s| 1 7 SI 104, mf 47i| 1064 “| 4 15 5 1245 237 43) 5 191 173 1616 | 34 35 45 
39 4 ‘ 7 55 70 ul 65} 202) —392| 740) 942 2 16} 170) 1150} 31 Si} 919] 168) 206) «1655 i8| rl Fl al 3735 
Wisconsin ‘57| ' 3 ., —_— 4 420| 4859 1400 336 3950 1109) 791 7586 9 138) 147 242 15269 
*56| Hs 7 EA 80 478 $798 | 1327 293 31 10 997 557 6284 21 164| 185 176| 13088 
i ‘S57 18 I ! 248 4 521 1040 
oo a_i 4 oe Pan. re ® | 356} 103] ea} so} 13] VL aa 
73 States 2591 teal i 2912 See! 2583; 5519| 1285! | eee 4 wl 2 1 res ; 50183) 12390) 4305| 45167| 12206)  8700| 82768 86 1742 169265 
For December HH 2035 Ne 3133 3354| 6679) 15274 7 47931} 12710| 3483; 39672] 10708) 9049] 75622 26 2258) 35091 160300 
“57; 86080; 1196) 4500) 9257| 111035) 101676) 31464| 9970! ar 571384/| 1051706 | 1406381; 22720; 1761| 33126 need 1714831 | 370818| 132215|1361669| 347728| 302443|2514873| 5058) 59727| 64785| 183935 aie 
To ° Date *56| 67329} 6631] 11358) 24332] | ee 9 63 94793| 207202| 455381| 868333] 1277606 \ 1442| 40358] 260257| 1579663} 501976 i 1475960| 413884] 339757|2856156| 27992] 72697| 100689} 86996|560/487 
@ information contained in this report has been comp’ state documents. ry reasonable ja at the time ed. R. L. Po 0. cannot assume any liability by reason 


precaution has been exercised to insure accuracy of this capatt to the wnent of the registrations received and 


inaccuracies or omissions."* 
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(Continued from Page 51) 


(ps). '51 Holiday, $360*. 
PpACKARD—’53 Clipper 4-dr., $345*. 
PLYMOUTH—’ 57 Belvedere Hardtop, §$1,- 
g90* (ps); Savoy 2-dr., $1,360*, $1,250. 
156 Belvedere Hardtop, $1,065*, $1,045*; 
Plaza sedan, $955*; Savoy 4-dr., $905. 
'55 Belvedere Hardtop, $800*; conv., 
$735*, $620°; Plaza 4-dr., $635*, $530, 
$495, $460°; 2-dr., $600. '54 Belvedere 
conv., $505*; Savoy 4-dr., $400. 
PONTIAC— 56 Chieftain Catalina, $1,375* 
(ps), $1,055°, $910° (ps); Star Chief 
Catalina, $1,190° (ps). ‘55 Chieftain 
Catalina, $910° (ps); Star Chief Cata- 
fina, $900°. °54 Chieftain 2-dr., $525*. 
53 Chieftain 4-dr., $290; 2-dr., $275°. 
RAMBLER—’57 station wagon, $1,005*. 
NEOUS—’57 Metropolitan 2-dr., 
$1,160. 56 Chevrolet 1-ton panel, $775; 
Volkswagen, $1,365. °54 Hillman conv., 


$475. 
ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
fale every Monday. Prices are for sale of 
Jan, 27.) 

(Slush, snow and rain reduced car re- 
eeipts here today. Scads of car buyers 
no business at home came to the 
auction to kill the day. Except for sev- 
eral special creampuff cars, the market 

to sag. Perhaps the dismal day 
to do with the market attitude, Nice 
are still bringing top prices. Soild 
91 cars out of 123 offerings.) 

—55 Special 4-dr. station wagon, 
$1,100° (ps); Riviera, $1,020*, 2 at $1,- 
000°, $880; 4-dr., $900° (ps). °54 Cen- 
tury Riviera, $810° (ps); Special Riviera, 
$695. '51 Riviera, $200°. 


CADILLAC—’'57 (62) 4-dr., $3,750* (ps), 
$3,600° (ps). °55 (62) coupe, $2,000* 
(ps). "53 (62) conv., $850°. "52 (60) 4- 
dr., $490° (ps); (62) coupe, $600°; 4- 
dr., $500° (ps). 

LET — ‘58 Bel Air (8) Sport 
coupe, §2,375*. °57 Bel Air (8) 4-dr., 
$1,620* (ps); Two-ten (6) 4-dr., $1,185. 
"66 Bel Air (8) conv., $1,350*°; 4-dr., 
$1,240°; Two-ten (6) 4-dr., $1,055*, $1,- 
015°, $960°, $925, $900; 2-dr:, $880. ‘55 
Bel Air (8) Sport coupe, $1,220*, $920°, 
$840*; Bel Air (6) Sport coupe, $1,050*; 
Two-ten (8) station wagon, $935° ‘54 
Bel Air coupe, $730°; 4-dr., $500; Two- 
ten 2-dr., $570; 4-dr., $535*. °53 Bel Air 
2-dr., $445, $430°; Two-ten 4-dr., $275. 
‘52 Bel Air coupe, $220. °51 2-dr., $140. 

OCHRYSLER—'55 Windsor 4-dr., $1,000°. 
"63 Windsor 4-dr., $295* (ps). 

DODGE—’'57 Coronet 4-dr. station wagon, 
$1,800; Sport coupe, $1,800°*. 

FORD—’57 Fairlane (8) 500 4-dr., $1,650*, 
$1,590° (ps). 56 Country sedan, $1,450*, 
$1,100; Fairlane (8) Victoria, 2 at $1,- 
200° (ps), $1,150°; 4-dr., $960° (ps); 
Custom 4-dr., $920°; 2-dr., $780°. °55 
Country sedan, $950°; Ranch Wagon, 
$870. ‘54 Crest conv., $630*; Custom 4- 
dr., $590°. "53 Custom 4-dr., $380, $330, 

. 


LINCOLN—’'56 Premiere Sport coupe, $2,- 
035° (ps); Capri coupe, $1,650* (ps). 
MERCURY—'56 Monterey 4-dr., $1,225°*, 
$1,050° (ps), $900°; Custom 4-dr. station 
Wagon, $1,170; Medalist 4-dr., $1,150*. 
‘55 Monterey 4-dr., $995° (ps); Sport 
coupe, $960°; Custom 4-dr., $790°. ‘54 

Custom 2-dr., $590°*. 
NASH—'55 Country club, $900*. ‘53 Am- 
bassador 4-dr., $320° (ps). 
OLDSMOBILE — ‘54 (98) Holiday, $950* 


(ps). 

PLYMOUTH—’57 Savoy 4-dr., $1,350°. '56 
Plaza 2-dr., $675. '55 Plaza 2-dr., $850; 
Savoy 4-dr., $750. °54 Belvedere 4-dr., 
$480; Savoy 4-dr., $440. ’52 4-dr., $110. 

PONTIAO — ’56 Chieftain 4-dr., $1,025*. 
"52 Chieftain Catalina, $300*. 

RAMBLER—’52 station wagon, $260. 

STUDEBAKER—’53 Champion 4-dr., $185°. 
‘52 Commander coupe, $170°. 

MISCELLANEOUS — '54 International %- 
ton pickup, $300. 


COLUMBUS, O. 


(Capital Auto Auction, Sale every Thurs- 
day. Prices are for sale of Jan, 30.) 


BUICK —'57 Century Hardtop, $1,850*; 
Special Hardtop, $1,810*. ‘56 Special 
Hardtop, $1,525* (ps), $1,390°, $1,200*°; 
Super Hardtop, $1,450* (ps), $1,210* 
(ps), $1,100* (ps). °55 Super Hardtop, 
$1,240° (ps), $1,050* (ps); Special Hard- 
top, $970°, $865. °54 Special Hardtop, 
$860°, $780°, $730*, $720*; Century 
Hardtop, $695, $660° (ps). "53 RM 4- 
dr., $465* (ps); sedan, $300* (ps); Super 
4-dr., $455°; Hardtop, $365*; Special 
2-dr., $300*. ’50 Super Hardtop, $150°*. 

CADILLAC— 56 (60) 4-dr., $2,250° (ps). 
54 (62) coupe, $1,610* (ps). °51 (62) 
4-dr., $560*, $490°. 

CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
850° (ps); conv., $1,810*, $1,650; Hard- 
top, $1,800°, $1,755*, $1,700° (ps), $1,- 
690°; 2-dr., $1,660* (ps), $1,615* (ps), 
$1,550*; Two-ten (8) 4-dr. station wag- 
on, $1,675*; 2-dr., $1,500°. ’56 Bel Air 
(8) 4-dr., $1,425*, $1,320*, $1,175* (ps), 
$1,130* (ps), $975*; 2-dr., $1,135° ; 
conv., $980°; Bel Air (6) Hardtop, $1,- 
200°; 2-dr., $1,060; Two-ten (8) 4-dr., 
$920*; Two-ten (6) 2-dr., $750. ’55 Bel 
Air (8) Hardtop, $1,055*, $990*, $950°; 
conv., $1,050* (ps); 4-dr., $985*, $910; 
Bel Air (6) Hardtop, $900*, $770*; Two- 
ten (8) 4-dr., $925*; station wagon, 
$920; Two-ten (6) 2-dr., $900, $705*, 
$665, $550. 54 Two-ten station wagon, 
$675; 4-dr., $600; Bel Air 4-dr., $625*; 
One-fifty 4-dr., $390. '53 Two-ten 2-dr., 
$500; conv., $350*; Bel Air 4-dr., $450°: 
Hardtop, $395; conv., $355; 2-dr., $275. 
51 sedan, $150. '50 sedan, $125. 

Sra es Windsor Hardtop, $1,535* 

DeSOTO—'57 Firesweep Hardtop, $1,710*. 
54 Firedome 4-dr., $505* (ps). '53 Fire- 
dome 4-dr., $350*. 

DODGE—'58 Custom Royal Hardtop, $2,- 
625* (ps). °57 Coronet 4-dr., $1,620* 
(ps). ’56 Coronet 2-dr., $1,160*. ’53 sta- 
tion wagon, $465; 4-dr., $355*, $315; 
2-dr., $325. 

ys Citation 4-dr. Hardtop, $2,- 

Ps). 

FORD—'57 Fairlane (8) 500 Victoria, $1,- 
700* (ps); conv., $1,650*; Fairlane (6) 
4-dr., $1,260; Custom 300 Country sedan, 
$1,525*; 4-dr., $1,430°; 2-dr., $1,265. 56 
Country Squire, $1,480*; Ranch Wagon, 
$1,130; Country sedan, $1,125, $1,050°; 
Fairlane conv., $1,290* (ps); Victoria, 
$1,210*, $1,180*; Custom conv., $1,040*, 


i 





or Victoria, $880; 4-dr., $940°, $875, 


HUDSON—’52 4-dr., $275. 
'53 Capri Hardtop, $400* (ps). 





$1,705*. °56 Custom station wagon, 
(ps); 2-dr., $1,055*; Monterey! offerings.) 
Hardtop, $1,290*. ’55 Montclair 4-dr., 2 

* > a + | BUICK — ’'57 Century Hardtop, $2,100* 
$1,155°, (54 Monterey 4-dr., $680, $520°, | ““(ns); Special 4-dr., $1,786°, | $1,600°; 
’ - Cus Hardtop, $1,700* (ps); Riviera, $1,890*, 
53 Monterey conv., $465; nom $1,630*. °56 station wagon, $1,740* (ps); 


N outs, 9 Har * RM Riviera, $1,390* (ps); Special Rivi- 
eS can i ee dtop, $965") ora, $1,375*, $1,340° (ps), $1,280; 4-dr., 


OLDSMOBILE—’57' (88) Super Hardtop,| $1,245", $1,100°; Super Hardtop, $1,240° 
(ps); (98) 4dr. $1,995" (ps), Cpe), $2,000" | (os), iS Sueer, 2-4. 
E . . ; Special 4-dr., ; 2-dr., 

eee ee Tietze (PS)+| $955*, $935°, $865°, $665°; Century Rivi- 
4-dr. 1,310*; (98 Hardtop, era, $930°. °'54 Special Riviera, $705*, 
(pe) *86 (88) Ade. Hardtoy | $650°; 4-dr., $525; Century 4-dr., $655° 
7 7 . (ps). °53 Super Riviera, $500*, $440*, 
$i,355° (ps), '$1,290* ‘(ps);| $430°;_4-dr., $380°, $285°. "52 Special 
4-dr., $1,290* (ps). ’54 (98) 4-dr., $995*;| 2-dr., $200°; 4-dr., $185°. 
990* (ps); (88) Super 4-dr.,| CADILLAC—’57 (62) coupe, $3,220* (ps). 
$865* (ps). ’53 (98) Hardtop,! °56 (62) coupe, $2,295* (ps). '54 (62) 


Hardtop, $635; Custem 2-dr., 


(ps). °53 Hardtop, $430*. 


$1,610° (ps); (88) Hardtop, $1,580* (ps), 


$1,380° (ps), $1,250° (ps), $1,040*; (98) 
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$450*; 2-dr., $385. °53 2-dr., $300. 


Custom 2-dr., $560. °53 station 
wagon, $760, $680; Victoria, $585*; Main FLINT 
2-dr., $295*. (Flint Auto Auction, Inc. Sale every 





coupe, $1,530* (ps); 4-dr., $1,185* (ps). 
CHEVROLET—’'58 Brookwood station wag- 805° (ps). '55 Capri 4-dr., $840*. 
on, $2,475*. °57 Bel Air. (8) station) MERCURY—’57 Monterey Hardtop, 
wagon, $1,875*; Hardtop, $1,775*; Two- 
ten (6) club coupe, $1,520; Two-ten (8) *56 Monterey 4-dr., $1,010* 
4-dr., $1,280. '56 Two-ten (8) station Montclair conv., $725*. '53 Custom 4-dr., 
wagon, $1,365*, $1,160; 2-dr., $950; 4- $285. °51 club coupe, $115, $105*. 
dr., $910; Bel Air (8) 4-dr., $1,200*; NASH—’55 Ambassador 4-dr., 
One-fifty (6) 2-dr., $835, $815, $600. '55 Statesman 4-dr., $345. 
Bel Air station wagon, $1,125*; conv.,| OLDSMOBILE — ’56 (88) Super Holiday, 
$975* (ps); 2-dr., $530; Bel Air (6) 4- 
dr., $770, $700, $675; Two-ten (8) 4-dr., (88) Super club coupe, $1,060*; 
$715*; Two-ten (6) 2-dr., $645; 4-dr., $905*; 2-dr., $800*, "52 (98) 4-dr., $250*. 
$625; One-fifty (6), $530, ‘54 Bel Air *51 2-dr., $115*. 
2-dr., $540*, $500*, $490*; Two-ten 4-dr.,; PAOKARD—'56 Clipper 2-dr., $1,190*. °53 
$505; Delray, $405*. °53 Two-ten 2-dr., Clipper 2-dr., $160, 
$290, $290*, $225; station wagon, $550; 


$585*; 4-dr., $500*; (88) Super 2-dr., 
$460* (ps); 4-dr., $455*, 52 4-dr., $215° 


(ps). 

PLYMOUTH—’56 Savoy (8) 2-dr., $910*; 
4-dr.. $875. °55 Belvedere 2-dr., $750*. 
54 Savoy 4-dr., $450°; station wagon, 


PONTIAC—’56 Chieftain Catalina, $1,215", 
$1,145*; 2-dr., $965*, $760. °55 Star 
Chief Catalina, $1,225* (ps), $1,090* 
(ps), $850; Chieftain Catalina, $910*, 
$880; 2-dr., $830*, $825°. '54 Star Chief 

Main 2-dr., $875. ‘55 Country Catalina, $825*; Chieftain 4-dr., $580°*, 

Squire, $1,300*, $1,255*; Crown Victoria, $555*; Catalina, $650*. °53 4-dr., $445; 
$1,010*; 2-dr., $825°; 4-dr., 2-dr., $300*, $240°*. 

Custom (8) 4-dr., $850, $770*;| RAMBLER—’55 station wagon, $950*, 

$670*, $665, $640°, $635, $630;| STUDEBAKER—’54 4-dr., $385* 

Main 2-dr., $650. ’54 Crest conv., $740; 

4-dr., $710*, $620*, $615; Country sedan, $410. 

$710*; Main Ranch Wagon, $610; 2-dr., 


MISCELLANEOUS—’53 Dodge 1-ton truck, 


Wednesday. Prices are for sale of Jan. 29.) 
(Sales percentage — up this week 
d ‘tion lock couraging. 
MERCURY—'S7 Monterey Hardtop, $1,-| Prines seemed to sdee upward aliehtiy 
‘on sharp cars. Sold 179 cars out of 274 


DODGE—’55 Coronet (8) station wagon, 
$1,045*; Custom Royal 4-dr., $1,015*. 
'53 station wagon, $280; 4-dr., $155. °52 
4-dr., $105. STUDEBAKER—’53 4-dr., $160. 

FORD—’57 Fairlane (8) 500 4-dr., $1,795* 

. . . 

conv. “pL 770": ‘Gaston S00 2-ar $1 MISCELLANEOUS—’57 Metropolitan club 

365°; 4-dr., $1,150°, $1,025; sedan, $1,-| SoURe. yw este 

320, $1,320*, $1,255*. °56 Fairlane (8) ape th yr P, 280 

2-dr., $1,030*; Victoria, tractor trailer haulaway, $3, le 


$1,005* (ps); 4-dr., $950° (ps); Country 
(ps); Custom (8) 4-dr..| WAREHOUSE POINT, CONN. 
$1,165*, $950; 2-dr., $820. °55 Country 
sedan, $1,155, $1,025* (ps); Fairlane (8) 


conv., $1,290°; 
Squire, $1,265* 


2-dr., $770*, $670*; Custom (8) 


Bel Air 2-dr., $395*; One-fifty 2-dr., $750; Belvedere 4-dr., $735; Plaza 2-dr., 
$170. °52 club coupe, $310*, $170, °51 $555. 
2-dr., $165, $100. '50 4-dr., $105. PONTIAC — ’57 Chieftain Catalina, 

’57 Firedome 4-dr. Hardtop, $1,- 660*; club coupe, $1,600*. 
810* (ps). °56 Firedome Hardtop, $1,245. 2-dr., $910*. °55 Chieftain station wag- 
’54 4-dr., $460°, '52 4-dr., $145°. on, $1,085*; Catalina, $675; 2-dr., $650; 





(Southern Auto Sales, Inc. 


balance out their inventory.) 
BUICK—’57 Special 4-dr., 


Ditzler offers you 
2 GREAT PRIMER SURFACERS in 6 colors 


for every refinishing need! 


3 RIP RAP 


Dark Gray DZL-3475 
Light Gray DZL-3355 
Red Oxide DZL-7950 
White DZL-645 


" a 







— 


2 SAN QuICc 


Neutral Gray DZL-3600 
Dark Gray DZL-3100 





They’re Better 7 Ways! 


1. Saves you money! High solid content gives more film- 
forming materials. Fewer coats needed. Free from shrinkage. 


2. Saves you labor! Easy sanding—requires less work to 
get a smooth surface. Water sands with 320 paper and dry 
sands with 360. No clogging of paper. 


3. Gives you first class appeerance! Excellent hold-out of 
lacquer or enamel colors over Rip Rap or San Quic produces 
an outstanding job with maximum gloss of final finish. 


4. You get superior performance! No splitting or chip- 
ping around the feather edge. Feathers out beautifully to a 
mere shadow. 


5. Your jobs will stand up longer! Detroit and Florida ex- 
posure tests show Ditzler’s superiority in durability under 
the most severe weather conditions. 


6. Saves you time! Famous for non-settling. No time 
wasted in laborious stirring. Stirs easily even after thinned 
material has stood for hours in gun cup. Does not settle 
hard in can. 


7. Handles easily! Convenient easy-to-pour cans. Oblong 
type with LARGE opening—no waste in pouring. 


@ Ask your local Ditzler jobber for these outstanding 
undercoaters and see for yourself how much better they are. 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Michigan 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








LINCOLN—’56 Premiere club coupe 


815*; club coupe, $1,810*; 4-dr., $1,750°. 


$1,240*. '55 (98) Holiday, $1,305* (ps); 


PLYMOUTH — '55 Savoy station wagon, 


’56 Chieftain 


Star Chief club coupe, $775*. 
Chief 4-dr., $465*; Chieftain 4-dr., $345°. 
’53 club coupe, $265*. °'52 4-dr., 


WILLYS—’53 station wagon, $430. 


’56 Volkswagen Sunroof, 


° . | Wednesday. Prices are for sale of Jan, 29.) 

conv., $955°; club coupe, $855") $ii),.| (The market seems to be at a stand- 

$755; 2-dr., $670, $610°. 54 Crest (8) Se ee new faces were ee 
conv., $710*; Custom 2-dr., $655°; sta- from observation indicates 
tion wagon, $635*; Main 4-dr., $405; keen desire of the new dealers to use 
club coupe, $400°; sedan, $400, 
'53 4-dr., $405; 2-dr., $250. '52 4-dr., 
$160; 2-dr., $130. 

HUDSON—’53 Wasp 4-dr., $165*. (Continued on Page 54, Col. 1) 


$360*.| our sale as a medium of exchange to 
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Coronet 4-dr., $380, $360*; Meadowbrook (ps), $610°. '54 Royal (8) 4-dr., $435+, 
4-dr., $105. '52 sedan, $110. li oa re, 2-dr., $285. '52 Royal (9) 
FORD—’56 Custom 4-dr., $945. °55 Fair- ; -dr., ; 
Used-Car Auction Prices |i & 22-88 S222) Percher for Seles” | hned near: es, "ote 
- tom (8) 4-dr., $705*; Custom (6) 2-dr., (8) conv., ’ ; ctoria, $1,699" 
$e00. "04 sation wagon sare, a-ar,| farther for Sales (ps), $1,590, $1,570". $1.510",' $1 485, 
$330, '52 2-dr., $145. 4 Country sedan, §$1,, , $1, ; Custom 
LINCOLN —'56 Premiere 2-dr. Hardtop, CHICAGO. — Salesmen are (8) 300 4-dr., $1,300, $1,285*; 2-dr. 
$1,865*. travelling 20 percent farther this $1,280, $1,220*; Custom (6) 300 2-dr’ 
(Continued on Page 53) MERCURY—’56 Montclair Hardtop, $1,- year trying to equal their 1957 $1,255*. °56 Thunderbird, $2,165* (pg): 
360°. °55 Monterey conv., $935*; Hard- sal vol e. accordin to Country Squire, $1,395* (ps); Raneh 
’ cial 2-dr.. $1,140*, °55 Special; $1,150. '56 Fairlane (8) conv., $1,090* 860*: Custom 2-dr., $740, '53 Cus- es ume, c uo Wagon, $1,200, $1,110*; Fairlane (9) 
56 Spe : ' top, $ ; , 
2-dr., $875*. '54 Bpecial 4-dr., $495. '53) (ps), $1,040° (ps), $800. '55 Custom (8)| tom 4-dr., $470*. Michael Braude, president of Victoria, $1,300* (ps), 7 $1,190*, 
Special conv., $380; Super Hardtop, Ranch Wagon, $1,025*, $910*, $860° | NASH—’53 Statesman 2-dr., $230. fleet leasing firm $1,105*; 4-dr., $1,155*, $1,025* $950. 
300°. '52 Super 4-dr., $225°,. °50 Super) (ps), $730°, $610, '°54 Custom (8) conv.,| OLDSMOBILE—’56 (88) Holiday, $1,465*. Emkay, Inc., th & conv., $1,150*, $945°; 2-dr., $1,095* (pg), 
Hardtop, $115°. $695°; Main (8) Ranch Wagon, $605, 54 (88) 4-dr., $785*; (88) Super conv., Salesmen using Emkay cars $1,010°, $990°, $920; Custom (8) 4-dr,, 
CADILLAC—’55 (62) 4-dr., $2,030* (ps). $500*, $300. 53 Custom (8) 2-dr., $450°, $685*, 53 (98) 4-dr., $440*, $435*: (88)| averaged 2,419 miles in December, $975*, oes, '$840, =. orae _2ndt., 
"51 (62) coupe, $500°. | lp aemheee bs 400, qise compared with 2,006 last June, | Yictsrs"'shuose ipsis sete. Sau 
| 1,185*. a PACKARD—’51 4-dr., ; , / ; 4-dr., . 
orpe. Two-ten Fe ag worn, ot. 35. 4-|M EROURY—’53 station wagon, $630;| PLYMOUTH—'57 Belvedere Hardtop, $1,-| Braude said. He asserted that Custom (8) 4-dr., $900°, $840*, $595: 
dr, sedan, $1,050*; 2-dr., 2 at $1,020°, nA Bh ecatenom gg $180 690°. "56 Suburban, $1,110, Rae this is “direct evidence of a busi- a tay Wistert, ne, tb aoe ia 
= a0, oatan oiha ‘cae, $1... | OLDSMOBILE — ‘56 (98)' 4-dr.. $1,360° ete. as ; Plaza 2-dr., (450"-| ness’ recession.” 4-dr., $690*, $530*, $375, $305; Ranch 
070°: 4-dr.. §730*; Bel Air Hardtop,| (PS). ‘55 (88) Super Hardtop, $1,280*| poNTIAC_—’56 Chieftain Catalina, $1,300*; Wagon, $605. ‘53 Custom (8) 4-dr,, 
$1,070°; 2-dr., $700. '54 Bel Air 4-dr.,| (PS). "54 (88) 2-dr., $890%. "53 (88) 4-dr., $1,155°. '54 4-dr., $575*. '53 Cata- «| ag 8450, $400%, 2 at $380. 
$620°, $590°; Two-ten 2-dr., $495, $385. | | COMV., $350° (ps). 52 (98) 4-dr., $280°.| ina, $300, ’51 Catalina, $180*. 790; Fairlane (8) 500 conv., $1,785*| HUDSON—'55 Wasp 4-dr., $615, $600, 
63 Bel Air 4-dr., $530°; Two-ten 4-dr.,| PLYMOUTH—'57 Plaza 4-dr., $1,300, $1,- (ps); 4-dr., $1,545*; Custom 300 4-dr.,| LINCOLN—'57 Premiere coupe, $2,300* 
$440°, °52 4-dr., $310*, $105, "51 Hard-| 165. "55 Savoy 4-dr., $750, $660, '54 SEATTLE $1,515*, $1,350*, $1,345; 2-dr., $1,450,| (ps), $2,780* (ps). "56 Premiere 4-dr., 
top, $250*, $160 " $140*, Savoy 4-dr., $375. '53 2-dr., $235, $150; ” $1,430, $1,295*. °56 station wagon, $1,- $2,150* (ps), $1,840° (ps). "55 Capri 
CHRYSLER ’51 ‘Saratoga 4-dr., $150°*. 4-dr., $230. 52 2-dr., $160. (South Seattle Auto Auction. Sale every} 295; Custom 4-dr., $1,095*; Victoria,| 4-dr., $1,010* (ps), $1,000*° (ps) 
DODGE—'55 station wagon, $890, '54 Cor- PONTIAC—'53 Chieftain Hardtop, $460°. Wednesday. Prices are for sale of Jan. 29.) $1,015*. °55 Fairlane Crown Victoria,|) MERCURY—'57 Monterey conv., $2,110* 
onet 4-dr $435; station wagon $400. RAMBLER— 55 station wagon, $1,025°; | BUICK—’57 Super 4-dr. Hardtop, $2,295* $1,200* (ps); 4-dr.. §855* (ps); Country (ps); 4-dr., $1,750*; Montclair Phaeton, 
53 Meadowbrook station wagon, $360;| _,4-4'., _$700°. '52 station wagon, $205. (ps); Special 4-dr., $1,775*. '56 Special| sedan, $1,100*; Custom 4-dr., $1,040*;| $2,045* (ps). '56 Montclair coupe, $1,. 
Coronet station wagon, $280; Hardtop, | STUDEBAKER — ’53 Champion Hardtop, station wagon, $1,695*. '53 Special conv., 2-dr,,’ $880, '54 Custom 4-dr., $705*, °53| 405° (ps); Monterey 4-dr., $1,240* (ps), 
$245°, $225. 7 7 $285. '51 2-dr., $100. ‘ $475. '50 4-dr., $125*, $100°. Victoria, $525*; 2-dr.. $395. "52 2-dr., $1,230* (ps), $1,215° (ps), $1,215*: Cus. 
EDSEL—'58 Corsair 2-dr, Hardtop, $2,400° | Yih aR Oe rer ctop, $y itiiman 4-dr,, | CADILLAC—'49 4-dr., $315*, $195°. $280. °51 2-dr., $836; Victoria, $235°. e7ab*, geebe, "64 Monterey coupe, ‘Same 
(ps), $2,300* (ps). $170 ; “| CHEVROLET—'57 Bel Air Sport coupe, | MERCURY—'56 Custom 4-dr., $1,305%; 2-| S780", RGU. ae ere aa’. Saeee 
FORD—'57 Fairlane (8) conv., $1,800*; . $2,080*; 4-dr., $1,825*; Two-ten station dr., $930. °55 Custom station wagon, NASH. ‘55 Statesman 4-dr.. §766°. 
Fairlane (8) 500 4-dr., $1,600° (ps); wagon, $1,900°, $1,895°; 4-dr., $1,620°. $1,200*; Monterey Hardtop, $1,120* (ps); OLDSMOBILE—'57 (98) Holiday ’ $1 225° 
Custom (8) Ranch Wagon, $1,530°; 4- JENISON, MICH. "56 Corvette, "$1,830°; ‘Bel Air Sport| Sport coupe, $1,090* (ps). "53 Sport | OLDSMOBILE "57, (98) Holiday, $1,225 
dr., $1,400*, $1,360°, $1,310°, $1,225, (Grand Rapids Auction, Sale every Tues- coupe, $1,595*; Two-ten (8) station coupe, $565*. "52 4-dr., $335°. oat. ‘55 (88) Super conv., $1 120° “(88) 
= day. Prices are for sale of Jan, 28.) wagon, $1,495°, $1,470°, $1,130. "55 Bel) op nsMOBILE—'57 (88) Holiday, $1,905*.| Holiday. $1,010*. "54 (98) conv., $945 
(Market on older models seems to be Air Sport coupe, $1,370°; station wagon, '55 (88) Holiday, $1,395°; 4-dr., $1,295*| (ps); (88) Super Holiday, $900* (ps): 
Di A $ strengthening. ‘Sis do not seem too $1,375°; to we ae contten | (ps). "54 (88) Super 4-dr., $990°, $950*| 4 ar’ g900* (ps); (88) Holiday, $s05*. 
Buy irect an ave strong so far. Sold 70 cars out of 182 ee enka: ate $695°* 3635 53 4- (ps). *53 (88) 4-dr., $450*, $325*, $320°: 2-dr., 
consignments.) ar. $490*. "52 2-dr., $275. ‘51 4-dr.,| PONTIAC—'55 Chieftain 4-dr., $990°. $350°. '51 conv., $200°. 
L Di I BUICK—'58 Century Riviera, $2,960° (ps).| $160. "50 4-dr., $230. ‘49 2-dr., $150,| STUDEBAKER—'52 Land Cruiser, $245°. a ies eee ae $305°, 
on Car ot isp GYS | 157 RM Riviera, $2,080°’ (ps); Special! $100. , | MISCELLANEOUS—'55 Ford F-600, $730.| pryMOUTH "57 Suburban, "$1450. “se 
‘dr, $i.s25° ‘58 Spee by — a "52 Ford %-ton stake, $490; %-ton pick- Suburban, $1,320*; Belevedere (8) coupe 
1,650° (ps): : ps). up, $265; GMC %-ton pickup, $450, ‘51 * $1,000° (ps); 8) Qedr. 
eg FR ge A a DODGE—'ST Coronet (8) coupe, $1,835°| Willys t-ton pickup, $275. "48" Chevro- Sener, gene, G0eb, aan. bees, See 
come 74 fee “(ps): =. 7 —. (ps). "53 Coronet 4-dr., $360. "50 4-dr.,/ jet 1-ton truck, $530. ‘47 Chevrolet %-| piaza (8) 4-dr.. $855. "55 Belvedere (8) 
00°; Super 2 Sree (pads mpeetal | ween ton panel, $150. | 4-dr, Hardtop, $700; Savoy 4-dr.. $600 
oa’ po co-t ee — FORD—'57 Country sedan, $1,970° (ps); "54 Cranbrook 4-dr "$295 "653 Cranbrook 
2-dr., $785°. "52 Super Riviera, $275°. Fairlane (8) 500 4-dr., $1,810; Victoria, CHICAGO | ir. $310. '52 4-dr., $220. "50 Suburban 
CADILLAC—'54 (62) 4-dr., $1,575° (ps).| $1 780° (ps); conv., $1,780°; Fairlane 2-dr., fs ; ' 
CHEVROLET —'57 Two-ten station wagon,| 4-dr., $1,735*; Custom 300 4-dr., $1,-| (Greater Chicago Auto Auction, Sale ‘ san 
$1,550, $1,450; 4-dr., $1,360, $1,290; Bel) ¢so* °56 Parklane Ranch Wagon, $1,-|every Thursday. Prices are for sale of | PONTIAC—'57 Chieftain 2-dr., $1,295. "56 
1 Sa ker Goa fuze", = Sse 560°: Fairlane 4-dr., $1,315°*; a Jan. 30.) a, $1,400° (ps); Star Se 
+, $1, ; 4-dr., $1, 4-dr, $1,225*, $1,220°, $1,105, $1,095; ,275*, $1, , $1, . rc 
(ps), $1.250; club coupe, $1,150°; Two-| 9.ar’ $1,110*; Main Ranch Wagon, $1,-| ‘Sold 311 cars out of 517 offerings.) 4-dr., $675* (ps), $660* (ps), $650*, 
ten Ss ee ate $1,025; One-fifty 2-| 155; 2-dr.. $1,015*. "55 Custom Ranch ey Bom sense ne Tas $465°. '53 Catalina, $370°, $250°, $215°. 
r., See". ‘o-ten station wagon,| Wagon, $1,090*, $820; Custom 4-dr.,| ‘56 Super Riviera, $1,450° (ps), $1,400°| pawpLER—'57 4-dr., $1,395*. ‘56 Cross 
$1,075*; 4-dr., $850°, $625, $575, $510; $015": 2-dr., $620°. 54 Crest 4-dr. (ps), $1,375°, $1,300°; 4-dr., $1,340°| Country, $1,420° $1,095. "55 Cross Coun- 
Samm, OE ca “eae? cn en $760°, $650; Main 2-dr., $525, ‘53 Vic- (ps). _ —— a oer shee” ,085°* | try, $825° Es 
wagon, ; 4-dr. 0° (ps), i. toria, $640°; Custom 4-dr., $425; Main| (ps); Specia viera coupe, a om . . 
$450; Delray, $525; Bel Air 4-dr.. $535°| 3 °Gr” g4i5. °52 2-dr., $250. °51 Vietoria,} RM Riviera coupe, $965* (ps); 4-dr., | SrUDaRAKER. . 0 Quamenter Macs, 
60% t (ps), $535; 2-dr., $525°. ‘53 Bel Air club| 035%. 2-ar., $100, ‘50 4-dr., $195°, "49, $590° (ps); Super Riviera, $880* (ps), , “* ° ss 
Save 25% to e+ ge coupe, $420° (ps); 2-dr., $375, $310°| 5-ar. ' $100 775° (ps), $625, $620°; Super Riviera,| $225. 
(ps). '52 4-dr., $240°. “URY—'56 Monterey station wagon, $880° (ps), $775° (ps), $625°, $620°;| MISCELLANEOUS—’5S6 Ford 1-ton truck, 
faster delivery and CHRYSLER—'54 NY club coupe, $510°. a ry "55 a & 4-dr., $730*. 4-dr., $555*; Century Riviera, $630° $1,245. 54 Chevrolet %-ton pickup, $335. 
DODGE—'53 4-dr., $275°. "54 4-dr., $940°. "51 4-dr., $180. '50 4- (ps); 4-dr.. $470°. ‘53 Super Riviera,| ‘51 Chevrolet %-ton pickup, $410. 
guaranteed quality OM: | FORD—'57 Fairlane (8) Victoria, $1,630°; r.. $165 $395*, $385*, $335*, $280°, $270°: Spe-| a 
4-dr., $1,500°; Country sedan, $1,625°; | wags —'52 4-dr., $250. cial 4-dr., $295°; conv., $225. "52 Spe-| ‘ * . 
Pennants (flag, strip, panel a8 Coumere eee as OLDSMOBILE—'53 4-dr., $625°. "50 4-dr.,| cial 4-dr., $230°. '51 4-dr., $230°. — Auctions in Brief — 
’ , . . : : ° ; $185*. CADILLAC— 57 (62) Eldorado Seville, $4,- 
spiral and propeller) + Banners Fairlane Victoria. $1,300°, $1,205° (Ps); | pLYMOUTH—'57 Savoy (8) 4-dr., $1,620°.| 175° (ps); coupe de Ville, $3,700* (ps); gt Inc. Sa 
Bo ° Custom (8), station wagon, $1055; 4-| 56 Savoy 4-dr., $1,175°. "SS Savoy 4-| coupe, $3.600* (ps). ‘56 (62) sedan de| Ken Schaefer Auto Auction, Inc. Sale 
* Posters + lLetter-Banners dr., $970°; 2-dr., $860. °55 Fairlane Vic- dr., $830; 2-dr., $875, $870*, $755°. "54 Ville, $2,650* (ps): coupe de Ville, $2,550° | every Thursday (Jan. ). © wae et is 
Vertical Pole Displays ° toria, $1,115* (ps); Custom 2-dr., $860; Savoy 4-dr., $540, $385; club coupe, (ps): 4-dr., $2,400* (ps). "55 (62) coupe| S°lid and bidding active. Sold percent 
ertica oO piay conv., $600°. ‘54 Crest Victoria, $750; $525*, $395. '51 sedan, $135. °50 4-dr., de Ville, $2,050° (ps), $2,030* (ps); coupe, | of over 200 cars consigned. 
Mobile Displays + Window Dis- Custom 2-dr., $640, $450; 4-dr., $550, $155 "49 Suburban, $260. $1,925* (ps). "54 (60) 4-dr., $1,355* (ps). | De a 
° Pl ti : r $450. 53 4-dr., $280, $260°; 2-dr., $265. PONTIAC—' 57 Chieftain Hardtop, $1,875*. "S53 (60) 4-dr., $715* (ps), $700° (ps);) DANVILLE, VA. 
play Letters astic Spinners 50 2-dr., $115. "55 Chieftain Sport coupe, $1,095* (ps).| (62) 4-dr., $715* (ps), $680* (ps), $660° | 
a Manhattan 4-dr., $175. ‘51 Sport coupe, $350°, $230°. °50 4-dr., (ps). "51 4-dr.. $300° "50 4-dr., §210°. | ay > —. ae a 
MERCURY—'56 Monterey 2-dr., $1,265°.| gins . P a a ; % -¢| nesday (Jan. 29). We did not have the 
, si 45°: -dr. . . 7 ° ba CHEVROLET—'5S Impala coupe, $2,625* le thi k d contribute this in 
The Pratt Poster Co. OLDSMOBILE.'5s8 (38) +o. $2,650°. age Ji 2e8 "ss Chev. | {P8);_ Bel Air (8) sport coupe, $2,350°. to the heavy snow and ice condition is 
‘ST (98) Holiday, $2,095° (ps); (88)| foiet '%-ton pickup, $855, $790. ‘53, ‘57 Bel Air (8) sport coupe, $1,710°;| northern states—our principal source of 
PRINTCRAFT BLDG. * INDIANAPOLIS 4, IND. 2-dr., $1,800*. "56 °(88) Super 4-dr., $1,- 6 | 4-dr., $1,700° (ps), $1,660° (ps), 3 at) supply of good clean cars. Sold 135 out of 
, Jaguar eonv., $1,060 (modified). | e : « * 
305°, $1,250°; Holiday, $1,300*°. '55 (98) $1,650° (ps); Two-ten (8) 4-dr., station | 179 offerings. 
4-dr., $950° (ps). 54 (88) Holiday, wagon, $1,630°; 4-dr., $1,230°, $1,225°; aoe 
$925*; 4-dr., $850*, $800* (ps). °53 (88) OMAHA Two-ten (6) 4-dr., $1, 440°; 2-dr., $1,410°, 
Impressive Super 2-dr., $445°. ..| (Richard Abel Auto Auction, Sale every a ei ree Ae) = MANHEIM, PA.—BEL AIR, MD. 
— 7 ge gh et Thursday. Prices are for sale of Jan. 30.) on, $1.235°: 4-dr $980°, $930: 2-dr Manheim and Bel Air Auto auctions, 
wes, at¥, “GF ., i Ww. 300° (ps). ¥ a , ; “*'| Sale every Thursday and Friday (Jan. 
Soles APPROACH! P. ee aan a $3. . $930°; Two-ten (6) station wagon, $1--/ 114 31). The Bel Air sale is still picking 
° "SS RM 4-dr., $1,255 Special Riviera, 050 2-dr., $965 $950 $920 $900. 
PONTIAC—'57T Star Chief Catalina, $1,- - : ; . ° . ° » k 
775*; 4-dr., $1,660°. '55 Safari station| $880° (ps), $800*; 2-dr.. $825° (ps). "S4| $895 "55 Bel Air (8) sport coupe, $1,- ey “The Sanaie aaetne to oneal 
‘j20°: *: Special 4-dr., $670*, $625° (ps); 2-dr., 040°; 4-dr., $945°, $870°; Bel Air (6) 4- . 
ee eb a ay we $680*. °53 Riviera, $630°, $425° (ps). dr. '$595*: Two-ten (6)' station wagon, | 4 any ae sale. Sold 86 percent of 533 
$130. ' - —— coupe de Ville, $3,750° $890°: 4-dr.. $790°, $780°: One-fifty (6) | °°>sisnments. ft . 
R . 2-dr., $655. "54 Delray, $350; 2-dr., $250. 
ae aa, ae - oo CHEVROLET—'5T Bei Air 4-dr., $1,615°| 63 Ba air 4-ér.. $488°: sport ‘coupe, BORDENTOWN, N 
MISCELLANEOUS—’'57 Isetta conv., $510 (ps); Two-ten (8) 2-dr., $1,475, $1,350;/ $205*; Two-ten station wagon, $425; 4- 7 
'S6 Volkswagen 2-dr., $1,690, $1, 645: | 4-dr., $1,285. '56 Two-ten (8) 2-dr., — dr., $350°, $330°. Mattenes Auto i mares, = 
vrol s P ‘SS Bel Air (8) 4-dr., $1,130°, $1. . fe ba every Wednesday (Jan. 29). N.A.D.E. 
Hend your next Che jet 2-ton truck, 25. $990; One-fifty 2-dr. $550. 'S3 Two-ten CHRYSLER ST NY 4 dr., $2,375° (ps). | only breaks its own record of sales but of 
| 2-dr.. $600; Bel Air 2-dr., $455. 56 Windsor 4-dr., $850°, $845°. |all sales records nationally with 232 cars 
prospect « BUFFALO CHRYSLER—’55 NY coupe, $1,300* (ps). | DeSOTO—'S7 Firesweep Hardtop, $1,950*| sold out of 266, Once more it becomes & 
(Thruway Auto Auction, Inc. Sale every DeSOTO—'50 Custom 4-dr., $295. (ps). "53 Firedome 4-dr., $400° (ps). sellers’ market. Buyers were here and paid 
FULL COLOR Monday. Prices are for sale of Jan 27.) DODGE—'57 Custom Royal 4-dr., $1,705*| DODGE—'57 Royal (8) Lancer 2-dr., $1,-| top dollar for every car at the sale. At 
‘ E 7 (ps). 750° (ps). ‘56 Royal (8) Lancer 2-dr.,| least 100 more cars could have been sold 
(Heavy weekend fall of snow through- | roRD—'57 Country sedan, $1,800*, $1,- $1,320° (ps). "55 Royal (8) 4-dr., $750°| if offered. Now! is your selling season. 
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UTLEY BROTHERS. Inc 





NOW SERVING OVER 4008 DEALERS 





IT’s NEW! 
TRAIL KING 





Ideal Bar—Quick Pick Up & Dely. Tailor 
Made for Willys Jeeps. Handles ali American 
and Foreign Cars—$37.50. 


Tow Bar Sales Company 
4 So. Clinton St., Chicago 6, Illinois 








Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 





out the ares held the volume of cars 
down. Sale was brisk and profitable for 
these who did make it. Seld 19 cars out 
ef 31 consignments.) 


CHEVROLET — ‘56 Two-ten 2-dr., $905. 
"53 Two-ten 4-dr., $310. ‘52 2-dr., $270. 
CHRYSLER—'55 NY 4- dr., $1,115° (ps). 


‘53 Windsor 2-dr., 
DODGE—'53 Cavenst station wagon, $300*. 


FORD— 55 Custom 2-dr., $530. "54 Custom 
4-dr., $540°. ‘53 2-dr., $470°; 
4-dr., $425°, $305; Crest 4-dr., $340. 

MERCURY—'55 Custom 2-dr., $710. ‘52 
4-dr., $150°. 

PONTIAC—’56 Star Chief Hardtop, $1,- 
040°. '55 Chieftain 2-dr., $760. 

RAMBLER—’'57 4-dr., $1,140*. 

MISCELLANEOUS—'53 Ford %-ton pick- 
up, $310. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 28.) 


(Despite bad weather dealers were 
bidding sharply for desirable units. 
Rough and off cars are going home with 
old owners. Sold 90 cars out of 129 of- 
ferings.) 

BUICK —'56 Century Hardtop, $1,310*; 
Special Riviera, $1,205*, $1,200°; Hard- 
top, $1,190°. ‘55 Super 4-dr., $2,425*, 
$1,100°; 2-dr., $800°;: Special 2-dr., 
$890°. '54 RM 4-dr., $575* (ps); Cen- 
tury Riviera, $755*. '53 RM 4-dr., $435* 
(ps); Special 2-dr., $300°, ‘52 conv., 
$230°; 4-dr., $175. 

CADILLAC—'55 (62) 4-dr., $1,775* (ps). 

CHEVROLET—’'56 Two-ten station wagon, 
$1,255*, $1,225°*; 4-dr., $975, $950, $945; 
2-dr., $935, $925, $910; Bel Air 4-dr., 
$1,180*; One-fifty station wagon, $1,045. 
‘55 Bel Air 4-dr., $775*; Two-ten 4-dr., 
$620°. '54 Bel Air Hardtop, $655°*; Two- 
ten 2-dr., $425°, $410; One-fifty 4-dr., 
$400*. ‘53 Bel Air 2-dr., $405*; Two-ten 
4-dr., $275*. '52 4-dr., $290*, $200; 2-dr., 
$105°. "51 4-dr., $165*. ‘50 sport coupe, 
$110°. 

CHRYSLER—'53 NY 4-dr., $270*. 

DeSOTO—’'55 Firedome Sportsman, $1,010°. 
*S4 station wagon, $530, ’53 Powermaste 
4-dr., $275*; Firedome Hardtop, 

'55 station wagon, $910°. 








Cadillac's Distributor-Dealer Council— 


Cadillac's 1957-58 Distributor-Dealer Council met recently in Detroit with Cadillac executives. Seated, from left, are James 
M. Roche, Cadillac general manager; Robert L. Ledterman, Tulsa; Frank D. Kent, Fort Worth; Lee P. Speights, Glendale, Calif.; 
Charles H. Betts, Des Moines, and Frederic H. Murray, Cadillac general sales manager. Standing: Wayne H. Barrett, Youngstown, 
O.; A. Clinton Lindburg, St. Louis; George D. Sills, Cadillac executive assistant to the dealer-factory relations general manager; 


C. Nabb Drennen, Birmingham, Ala.; Victor E. Anderson, Minneapolis; 


Harvey Barnard, Portiand, Ore.; William T. 


Hosner, 


Amsterdam, N. Y.; E. F. Upson, Cadillac assistant general sales manager; C. A. Blake, Harrisburg, Pa.; H. Richard Coffey, Ann 


| Arbor, Mich.; Robert E. Foil, Spartanburg, S. C.; Fred A. Carleson, Salt Lake City; Jim Austin, Baton Rouge, La.; Donald B, Cole, 
‘63 Columbus, O., and M.. E. Fields, Cadillac assistant general sales manager, Eastern region. 
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Canadian Acceptance Offers... 


12 Tips on Selling Finance Plan 


TORONTO. — Canadian Accept- 
ance Corp. is offering auto dealers 
a list of 12 pointers toward a suc- 
cessful finance plan. 

The program stresses the im- 
portance of interest and partici- 
pation in finance arrangements 
on the part of the dealer himself. 

The 12 tips are: 

1. Make sure salesmen are thor- 
oughly familiar with the fundamen- 
tals of finance transactions. 

CAC said many salesmen are not 
sufficiently well trained in the use 
of the finance plan as a sales tool. 

2. Sponsor the training given to 
salesmen by the finance company. 

Salesmen need the training in the 
use of the finance plan given by the 
finance company. The dealer should 
attend these training sessions and 
support them, CAC said, adding: 

“No amount of finance sales 
training will be productive until it 
is put into daily practice.” 

3. Include financing as a subject 
of discussion at all regular sales | 
meetings. 

4. Tell salesmen that dealership 
wants them to sell their finance 
plan and why it is to their advan-| 
tage to do so. | 

Salesmen should know that fi-| 
mance reserves and insurance in-| 
come are an important part of 
dealership income. “Most impor- 
tant, they should know that the 

finance plan will help them sell and, | 
properly used, close sales,” accord- 
ing to the finance company. 

5. Train salesmen to use financ- 
ing to help qualify prospects. 

The salesman who finds out | 
what sort of monthly payment a 
prospect can afford and who | 





Gimmicks Now | 
Peril Dealers, | 
U.C. Group Told 


DETROIT. — The “gimmicks” in| 
auto selling have boomeranged, | 
Val T. Jones, executive vice-| 
president of the National Independ- | 
ent Automobile Dealers Assn., 
warned at the 
llth annual ban- 
quet of the Flint 
Used Car Dealers 
Assn. 

Urging the in- 
dustry “to employ 
truth and bury 
trickery,” Jones 
said: ° 

“When a gim- 
mick quits fooling 
the people, it's 
dead. That's the 
Present sad state of affairs in the 
automobile business.” 

He said a “gimmick-wise” public 
has added a few of its own. 

The public, he added, “is requir- 
ing bigger and trickier gimmicks, 
to the point where an -honest 
dealer, making an honest propo- 
sition, is buried beneath the gim- 
mick pile.” 

How does one attack gimmicks? 
“Burn them with ridicule, poke 
fun at them, expose them to the 
sunlight,” Jones said. 

He said gimmicks had been em- 
ployed by all segments of the 
industry-factory, unions, dealers, 

ce companies, auctions and 
trade associations. 


Canada to Build 
Scotsman Wagon 


HAMILTON, Ont. — Studebaker- 
Packard announced that a model 
previously exported from the U. S. 
will be produced at its Canadian 
Plant. 

The model is the Scotsman 
station wagon. Gordon E. Grundy, 
President, said his company is 
striving to increase employment 
and, with that in mind, a pilot 
model of the Scotsman station 
Wagon was built by hand at the 
Hamilton plant. 

“Engineering problems have been 
worked out,” he said. “Special jigs 
and fixtures will have to be built 
for the assembly line and additional 
welding equipment purchased. We 
hope to have the station wagon in 
Production within a few weeks.” 


Val T. Jones 





knows his finance plan can 
quickly determine what type of 
car to show. 

6. Encourage salesmen to find 
out early in the sales approach 
whether prospects intend to use the 
dealer’s finance plan. 

With the prospect who is un- 
decided about financing, the ques- 
tion can be held open until the 
closing, thereby saving many fi- | 
nance deals. 

7. Insist that salesmen use fi- 
nancing to close sales. 

Financing can be a top closing | 


Mercedes Output 


In 57 Up 16 Pet., 
Daimler Reports | 


STUTTGART, Germany.—Produc- | 
tion of Mercedes-Benz passenger | 
cars increased 16 percent in 1957, 





| compared with an average industry | teT™m” 


boost of 13 percent, according to a 
review of the year by Daimler-| 
Benz. 

The company’s total output in-| 
cluded 124,000 units, 81,000 passen- 
ger cars and 43,000 commercial 


|vehicles. In 1956 Daimler-Benz| tomers. 


made 69,000 passenger cars and 
38,400 commercial vehicles. 

The company reported that half 
of the total production was ex- 
ported, with the value of 1957 ex- 
ports increasing 18 percent. The 
export share rose from 37.6 percent 
to nearly 42 percent, Daimler-Benz | 
said. 

The Mercedes-Benz share of the} 
German market was put at more| 
than 62 percent, compared with 59) 
percent a year earlier. The firm’s| 
bus market rose from 35.6 percent | 
to nearly 47 percent and medium- 
sized bus sales hit 66 percent, 
Daimler-Benz said. 

Truck and bus production in 
1957 climbed 11 percent to approxi- 
mately 37,000 units, the review con- 
tinued, compared with an industry 
increase of 5 percent. 


| selling the plan to customers and/| 


approach, CAC said. It tests 
whether the prospect is ready to 
close, actually closes some deals 
and provides a logical transition 
from selling to closing in others. 


8. Set a high enough quota for 
time deals. 


With about 80 percent of sales 
financed in some way, a dealership 
should aim to have about 60 per- 
cent of new-car sales and 70 per-| 
cent of used-car deals financed 
through the dealership. 

9. Aggressively sell a complete 
finance plan. 

CAC said that dealers often | 
give a good deal of thought to 
selecting a highly saleable finance 
plan only to let their salesmen 
offer it only to those who ask for | 
it. The convenience of arranging | 
everything from purchase and | 
financing to service at one place | 
should be stressed. 


10. Avoid substituting “crazy- 
selling for selling cars and 
keeping customers. 

The finance company listed the 
disadvantages of term selling to} 
individual dealers and the entire 
industry—hasty, restrictive legisla- | 
tion, repossessions and lost cus- 





11. Determine how many “cash 
deals” are actually cash deals. 

Some “cash deals” are merely | 
a case of a customer who thought 
he would do better by having his 
borrowed cash in hand at the 
time of the deal. Close investiga- 
tion will help the dealership catch | 
some of the finance deals that 
have been getting away, according 
to CAC. 

12. Set a responsible control of| 
finance selling program on a deal- 
by-deal basis. 

The success of the dealer's fi-| 
nance plan rests on two actions: | 
A personal showing of interest in| 


training salesmen how best to do| 
it on the basis of deals made and 





| not made in the dealership. 





Imperial Sales Leaders— 


George H. Harger, left, president, Harger-Haldeman (Chrysler-imperial-Plymouth), 
los Angeles, and Bill Neale, right, dealership sales vice-president, receive awards 


| for selling the most Imperials of any Imperial dealer in the United States for 1957. 


E. P. Letscher, center, Chrysler Corp., western field operations vice-president, made 


the presentation. 


Bulletin Board .. . 


Resins and Varnishes 


Catalog describing phenolic 
resins, varnishes and molding 
powders—12 pages, free. Catalog 
CDC-344. Chemical Materials De- 
partment, General Electric Co. 1 
Plastics Ave., Pittsfield, Mass. 


> * > 


‘Fleet Reliner’s Manual’ 


“Fleet Reliners Manual,” featur- 
ing data and charts on brake and 
brake-control system maintenance | 
—72 pages, free. Johns-Manville, 22 
E. 40th St.. New York 16, N. Y. | 

. > 





Hydraulic Tables 


Bulletin No. 3300 containing hy-| 
draulic tables and engineering data) 





Maker, Dealer Held Liable in Auto Crash | 


MONTREAL. — An automobile 
manufacturer was ruled jointly ac- 
countable in law with its local 
dealer on a claim based on alleged 
defects in a car which the plaintiff | 
says was represented in advertising | 
as of “superior quality.” 

Justice Ignace J. Deslauriers 








=~. 





Imperial Tire— 


The largest production car tires ever 
built are now offered on 1958 Imperial 
automobiles. Measuring 11.00 x 14 inches, 
they carry pressures of 14 pounds in the 
rear and 17 pounds in front. Tests show 
the new optional tires provide superior 
traction, increasd braking power and ex- 
ceptionally smooth ride. The tire, which 
weighs 45 pounds, provides 56 square 
inches of tire tread in contact with road 
surface, and a total of 4,210 cubic inches 
of air cushioning around each wheel. 
Clare E. Briggs, Chrysler division sales 
vice-president, is shown measuring the 
Imperial tire. 


| Flemming, Westmount, filed an ac- 


rejected an effort by Chrysler | 
Corp. of Canada, Ltd. to have | 
the court declare that it could | 
not be sued “jointly and sever- | 
ally” with Touchette Automobile, 
Ltd., a Montreal dealership, by a 
dissatisfied customer. 


The customer, Mrs. Abraham 
tion against the two defendants in 
connection with a Chrysler Crown 
Imperial purchased in 1954. She 
said she bought the auto “as a 
result of adyertising of Chrysler | 
Corp. used by Touchette Auto, Ltd.” | 

The advertising matter claimed 
the car to be of “superior quality 
both as to performance and con- 
struction and it was represented 
as among the best that can be 
found,” she said. 

She alleged that from the time 
she took delivery of the car she 
found defects, some of them of 
“hidden” character, which made it 
“unfit for its purposes.” 

After several unsuccessful efforts 
to get satisfaction from either of 
the defendants by way of replace- 
ment of the car or of repair of the 
defects, she left it with the dealer- 
ship. 

Chrysler Corp. contended that 
there was no legal relationship be- 
tween it and the plaintiff, and 
since she had no contract with the 
company she could not invoke a 
guarantee from it. 

But Deslauriers held that the 
action did not solely arise out of 
a contract. It was an action in 
damages “based on offenses or 
quasi-offenses of the two defend- 
ants who are sued jointly and 
severally.” 

“These offenses or quasi-offenses 
are alleged to have consisted prin- 
cipally in misleading advertising 
concerning the auto sold,” the judg- 
ment pointed out. “The action is 
also based on the indemnity that 
the consumer may claim from the 
merchant as well as from the 
manufacturer of a product that 
proves unfit, as a result of latent 





defects, for the use for which it) 
was intended.” 

Quoting extensive jurisprudence 
in support of his conclusions, Des- 
lauriers was of the opinion that} 
“certain allegations contained in 
the declaration can if proved “in- 
volve Chrysler Corp. in responsi-| 
bility for them. 


Blizzard Crushes Roof 
MANCHESTER, N. H.—During 
a blizzard which left about a foot 
and a half of snow on this area, 
Morse - Batchelder, Inc. (Stude- 
baker) suffered heavy damage 








when the roof over the used-car 
section collapsed. Albert Bureau, 
sales manager, estimated the loss 
at $10,000. 





Course in Modeling— 


Learning the fine points of modeling at 
the Detroit Auto Show is Penny Chapin, 
7, daughter of Roy D. Chapin jr., 
American Motors, executive vice-president. 
Her instructor is Millee Kelley. ,They are 
pointing to AMC's new small economy 
car, the Rambler American, which made 
its Detroit debut at the show. 





to aid hydraulic engineers and 
designers—40 pages, free. Hydraulic 
& Compacting Press, Hamilton 
Division, Baldwin-Lima-Hamilton 
Corp. Bement and Pond Sts., 
Hamilton, O. 


‘Vacuum Metallizing’ 


“Vacuum Metallizing,” describing 
process of depositing a thin metallic 
film by evaporation and condensa- 
tion under high vacuum conditions 
—Catalog No. 780, free. Vacuum 
Equipment Division, F. J. Stokes 


| Corp., 5500 Tabor Rd., Philadelphia 


20, Pa. 


> > > 


Worksaver Trucks 


“Cutaway” brochure describing 
the Yale Worksaver line of rider- 
walkie trucks—free. Yale Materials 
Handling Division, Dept. 573, 11000 
Roosevelt Blvd. Philadelphia 15, 


| Pa. 


aa 
Wheel-Alignment Aids 
Wheel-alignment specification 
wall chart and 12-page booklet ex- 
plaining quick, accurate wheel 
alignment—free. Wheel-A-Matic Co. 
of America, Franklin 10, N. H. 
> * > 


Industrial Printing 
A booklet describing five basic 
offset printing units for industrial 
printing application—free. Jas. H. 
Matthews & Co., 3709 Forbes St., 
Pittsburgh 13, Pa. 
“ > 


Vibracork Catalog 


Armstrong’s Vibracork, a vibra- 
tion, shock and noise-controlling 
material is discussed in a free 
catalog (Bulletin VC-501) issued by 
Korfund Co., Inc., 48-0213 Thirty- 
second Place, Long Island City 1, 
ae 


White Parts Book 


White now has available a new 
“parts want book” designed for usé 
by any fleet operator or truck 
user. It is available free by writing 
to White Motor Co., service sales 
department, Cleveland 1, O. 

> * > 


U. S. Technical Reports 

Four catalogs of technical reports 
—CTR-288 Ultrasonics, 1932-57; 
CTR-21 Synthetic Lubricants, 1937- 
57; CTR-333 Soaps and Detergents, 
1930-57, and CTR-332 Polyethylene, 
1929-57—-10 cents. Office of Techni- 
cal Services, U. S. Department of 
Commerce, Washington 25, D. C. 

* oy oe 


‘Self-Selection Merchandisers’ 


Illustrated “Sel f-Selection Mer- 
chandisers” booklet—12 pages, free. 
Refiector-Hardware Corp., Dept. 
FP-2, 1400 N. 25th Ave. Melrose 
Park, Il. 


. e 7 
Discount-Dealer Directory 
Third edition of “National Direc- 

tory of Discount Dealers”—$9.95. 


Hoge Farrell, Inc., 699 Madison 
Ave., New York 21, N. Y. 
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A Trophy for Styling— 

A trophy emblematic of body styling 
supremacy, won by the Ford retractable 
hardtop at the Fourteenth International 
Concors d'Elegance in Campione, Italy, is 
presented to Joseph Oros, right, chief 
stylist, Ford Styling Studio, by Eric da 
Rin, left, Walian Consul in Detroit, as 
George W. Walker, styling director, Ford 
Motor Co., looks on. Ford won out over 
both foreign and domestic makes in the 
competition, which was sponsored by the 
Automobile Club of Como. 








Inside Motor Sports 





Dime-Store 


Heir Eyes 


Own Sports Car Firm 


By Don O'Reilly 


eee attempts will be made 
in 1958 to build an independent 
American sports car. 

One of the most active efforts is 
being made by Lance Reventlow, 
22-year-old heir to the Woolworth 





Bitzer Elected 


EAST ST. LOUIS, Ill—Earle E.| @ 
Bitzer, of Bitzer Motor Co. (Dodge-| ~ 


Plymouth), has been elected chair- 
man of the Dodge Dealer Advisory 
Conference of St. Louis. Oliver C. 
Joseph, Dodge dealer in Belleville, 
Ill., was elected secretary and Cal- 
vin Watson, Dodge dealer in Cairo, 
Ill., was named vice-chairman. 








AS USUAL... 


THE HOUSTON CHRONICLE PUBLISHED MORE ADVERTISING 
THAN BOTH OTHER HOUSTON NEWSPAPERS COMBINED! 
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THE HOUSTON 


CHRONICLE 


PUBLISHED 


42,710,266..... 


THE HOUSTON 


POST 


PUBLISHED 


31,694,991. nes 


THE HOUSTON 


PRESS 


PUBLISHED 


9,764,940. nes 


YES, MORE THAN BOTH OTHER HOUSTON 
NEWSPAPERS COMBINED... 


THE ee feesults!/ 
THE HOUSTON CHRONICLE 


Valuable New Book! 


THE 








fortune, who is now building four 
sports-car chassis. 

The pilot model, being tested, is 
powered by a 
Chevrolet Cor- 
vette engine. 

Reventlow has 
been racing sports 
cars profession- 
ally in Europe. 

With headquar- 
ters in California, 
Reventlow has set 
up a staff of ex- 
perts in sports- 
car, stock-car and 
race-car building. 

If the cars prove successful, the 
youthful sportsman plans to put 
Reventlow Automobiles, Inc. into 
full production. 


* * * 


Canadian Testing Chassis 


CANADA, a 26-year former 
guided-missile technician also 
is trying to develop an independent 
sports car powered by a Duntov 
Chevrolet Corvette engine. 

Bill Saddler, backed by a 
quarter-million-dollar fund made 
available by his father, is test- 
ing a tubular chassis of 31-inch 
chrome moly tube, which weighs 
only 1,600 pounds. 

Saddler also hopes to go into 
production when the pilot model 
has been successfully developed 
and tested. He has built several 
racing sports cars as a hobby dur- 


Don O’Rellly 


ing the last few years. He raced| 


them in England and Europe. 


_— increase in sports-car devel-| 


opment is obviously sparked by 
the visit of the American speedway 
cars and drivers to Monza, Italy, 
last summer. It is possible that 
Americans might one day compete 
regularly in Europe, and the Euro- 





= drivers may in turn visit the 
Briggs Cunningham spent a 
fortune in developing his Cun- 
ningham sports cars and made a 
creditable showing in the LeMans 
(France) and other overseas 
events. 


There has been a void of a few 
years since Cunningham abandoned 
his project as financially infeasible. 

Ray Crawford, Pacific Coast 
chain grocery store owner, is hav- 
ing a special Kurtis Kraft sports- 
car chassis built by Frank Kurtis. 
Crawford plans to drive it himself 
in Europe. 

Crawford is the only driver- 
owner in Indianapolis Speedway 


racing and he competed in the 
Monza (Italy) 500-mile race last 
summer. 





AUTOMOBILE 
DEALER 


by MARTIN H. BURY 


Crammed with profit making, proven methods of operating a dealership 
successfully. Excellent guide book for dealers, executives and salesmen. 
Covers every phase of the retail automobile business. Send $5.20 for your 
copy direct to 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. PHILA. 21, PA. 
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MECHANICAL 
AIRCRAFT 

PRESSURE 

SFT SSS) 

CARBON 

STAINLESS PIPE 

of Ub 18S 3 meal ich 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 


Kurtis, who builds many of the| 
Indianapolis Speedway chassis, has 
toyed with sports-car building for 
almost 10 years, producing a few 
cars which won several West Coast 


races. 
. > * 


by Bill France, president of 
NASCAR (National Association for 
Stock Car Auto Racing). 

For the last year, France has 
complained that auto-driving li- 
censes are issued after inadequate 
tests. He compares the stringent 
requirements for an airplane 
pilot’s license with those for an 
auto license. 

The average highway driver is 
not prepared for emergencies, 
France said. He takes his test on a 
sunny day, France says, driving 25 
miles an hour around town, and 
merely demonstrates his knowledge 
of regulations and ability to park. 

“Almost every community has an 
auto racing track that is used only | 
a few days and nights during the | 
year,” France says, “Why not 
have the authorities and the high- 
school driving courses conduct 
their tests on these tracks off the 
regular streets and away from | 
other cars?” 


9,954. Miles at 








Top First-Year 


By John K. Teahen Jr. 

Staff Writer 
ETROIT.—How much does it 
cost to own and operate a new 

car the first year? A Detroiter| 
checked his records last week and | 
found that his year-old '57 model} 
had cost him 7.4 cents per mile} 
plus $2.30 per day for depreciation. 
He rolled up 9,954 miles during 


Anthony Unveils 
Remote-Control 


Crane for Truck 


STREATOR, Ill—A remote-con- 
trolled truck crane was among new 
products introduced by Anthony 
Co. here at its second international 
sales conference. 

More than 200 representatives of 
truck makers and Anthony dis- 
tributors and salesmen from the 
U. S. and abroad viewed the new 





jline at a tent show entitled “New 


Design Parade of 1958.” 

Anthony said a single operator 
can direct the remote-controlled 
crane at the point of use as well as 
operate the controls. The crane 
lifts 5,000 pounds and fits in an 18- 
inch mounting space. It can be 
easily mounted on any truck, the 
firm said. | 

A hydraulically operated lift gate) 
for half and %-ton pickup trucks 
with express-type bodies also was 
shown. The unit raises or lowers 
loads up to 800 pounds, enabling) 
the driver to handle his load alone, | 
Anthony said. 

A frameless excavator’s dump 
trailer gives the unit 30 percent! 
more stability than conventional | 


‘Average Driver’s’ Gas ($252), Parking ($240) 


Four-Seat T-Bird _ 
Makes Bow Feb. 13 


DEARBORN.—T he new four. 
passenger Thunderbird will be in. 
troduced in Ford dealerships “hurs. 
day, Feb. 13, according to J. 0, 
Wright, Ford Division genera: man. 
ager. 

“Although the suggested retajj 
price has not yet been announced,” 
Wright said, “Ford dealers have 
received more than 3,000 advance 
orders for the car that cost $39 
million to bring to the market.” 

The 1958 Thunderbird is 24 inches 
longer than the '57 two-passenger 
model, 4.2 inches wider and has 1% 
times as much trunk space. This 
spring, Wright said, Ford will in. 
troduce a convertible whose rear 
deck opens and closes so that the 
soft top can fold into the trunk 
instead of into a “well” behind the 
rear seat as in conventional con- 
vertible design. 


7.4 Cents Per 





Costs of $736 


the 12-month period, which puts 
him in the “average driver’ 
category. About 90 percent of his 
driving was in city traffic. 

He uses his car for business 
occasionally, but usually it reposes 
in a parking lot from nine to five 
each working day. 

The car is a two-door hardtop 
built by a maker in the lower- 
priced field, It’s equipped with 
automatic transmission, power 
steering and brakes, electric win- 
dows, radio and heater. 

> * > 


4 by Detroiter found that parking 
fees accounted for one-third of 
his ownership and operating ex- 
penses. It cost him $240 to park his 
car, a figure that was second only 
to gasoline ($252) on his auto ex- 
pense statement. 

Parking fees were 2.4 cents for 
every mile he drove. Without this 
bite, his operating expenses would 
have been five cents per mile. 

This motorist stoutly defends the 
inclusion of parking charges in his 
expense total. “It’s simple eco- 
nomics,” he said. “If you own & 
car, you have to pay to park it 
It’s just as valid an expense item 
as gas, oil and insurance.” 

Here’s a breakdown of his 12- 
month expenses: 





Gasoline (769 gal.) $252.30 
Oil and lubrication 13.02 
Winterizing 7.0 
Repairs and service 4104 
Bumping and painting 32.88 
License 11.55 
Insurance 138.56 
Parking 240.00 

Total $736.65 


The owner was especially pleased 


dump trailers, the firm said. Body| that his maintenance expense was 
width is tapered to provide easier| only $41.34. This included brake 
unloading. It is 82 inches wide at/ adjustments, tire rotation, a tuneup, 





Scots Eye Speedway 

vx Scottish Jaguar team which 
won the LeMans race and 

competed against the American 

speedway cars at Monza, is showing 

— in competing at Indianap- 

olis. 

To survey the possibilities, a 
Jaguar has been test-driven at 
Indianapolis by Pat O’Connor, 
— does the Firestone tire test- 

g. 

After making chassis changes, 
O’Connor was clocked at 131 miles 
an hour, some 10 miles slower than 
the Speedway cars. 

The Jaguar chassis weight was 
2,240 pounds, compared with 1,650 
for the Speedway chassis, and 
weight distribution was not set up 
for Speedway use. 

However, in the face of the 
O’Connor tests, it seems doubtful 
the Jaguars-will attempt to com- 
pete at Indianapolis next May 30. 


* * * 


Driver Tests on Speedway? 


HE use of some 2,000 auto 
speedways as driver-test 
courses to help solve the traffic- 
safety problem has been suggested 


the front and 88 inches at the rear. 

The rub rail, or running board, 
is slanted to prevent material from 
being carried on the outside of the 
body. 

A yard-handling equipment unit, 
capable of lifting 5,000 pounds, can 
be installed on wheeled or track- 
type tractors by bolting directly to 
the chassis, Anthony said. It is 
adapted to material handling in in- 
dustrial yards, the firm added. 





Hydraulic Lift Gate— 


This hydraulic lift gate for pickup trucks 
was introduced by Anthony Co., Streator, 
il. It enables the driver to handle ail 
loading and unloading operations by him- 
self. 


new points and spark plugs, a new 
power-steering cylinder and some 
carburetor work. 
. * > 

wae year before,” he recalled, 

“I was nursing an old car, 
and it cost me $258. I had to 
replace the tires, battery, generator, 
voltage regulator, brakes and ex- 
haust system, among other things.” 

One item not included in this 
year’s tally was car washes. “I 
don’t consider that an unavoidable 
expense,” the owner explained, 
“because I can wash my car myself 
if I choose. 

“It’s not like those other 
charges. For instance, I can’t 
produce my own gasoline; I can’t 
insure my own car, and I sure 
can’t carry a parking place 
around with me.” 

In computing depreciation, the 
owner had his car appraised at 
wholesale by the dealer from whom 
he purchased it. He then subtracted 
that amount from the wholesale 
cost of the car and equipment at 
the time he bought it. 

This resulted in a depreciation 
figure of $840, or $2.30 per day. 


$90,000 Fire at Moss 
SARDIS, Miss.—Fire did an 
estimated $90,000 damage at Moss 
Chevrolet Co. Dec. 17, One new and 
six used cars were damaged in the 
building, located on U. S. Highway 
51. Jimmy Moss is the owner. 
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Plan Seen Fatal to S-P, AMC... 


Ford Bars Price, Profits Cuts 


(Continued from Page 1) 

UAW presentation before the 
committee. 

“Fribley’s opinion is at odds 
with the serious, scholarly attempts 
to measure the elasticity of demand 
for automobiles,” Yntema said. 
These studies indicate a much 
smaller increase in units sold in 
response to a price reduction. 

“They show that the elasticity of 
demand for new cars produced by 
the industry probably is in the —5 
to —15 range—that is, only about 
12 percent to 40 percent of Reuth- 
er’s interpretation of the Fribley 


guess. - ¥ 


RING that Fribley’s opin- 

fon was “honest” but was “likely 

to have been biased by his special 

interests,” Yntema expressed fear 

that a permanent $100 price reduc- 

tion would reduce profits in an 

amount equal to or greater than 

expenditures for engineering and 
research. 

Subcommittee Chairman Estes 
Kefauver, Tennessee Democrat, 
asked the witness whether he didn’t 
think that Fribley, as head of 
NADA, wasn’t in a position to 
make a good judgment of this kind. 

“I do not,” Yntema replied. He 
said dealers are not “particularly 
well informed” in making na- 
tional sales judgments and that 
the makers have more tools 
available for such analysis. 

Yntema testified that makers 
have no control over retail prices 
and that their “suggested retail 
price” is simply a nominal figure 
that seldom holds in actual trans- 
actions because of varying trade-in 
allowances and the like. 

If dealers were able to sell at the 
suggested price, he said, their prof- 
its would be very large. 

> 


I that “effective wholesale prices 
of passenger cars change more fre- 
quently than is generally realized.” 

“Sales contests, allowances and 
incentives of various kinds of- 
fered to dealers by manufactur- 
ers are common in the 
industry, in the latter 
part of the model year, and re- 
sult in substantial changes in 
effective wholesale r 

Yntema- argued that the risks in 
the auto industry are “extraordi- 
narily great” because of changing 
customer tastes and the long lead 
time needed to bring products to 
market. 

“A few wrong decisions can 
wreck a company,” he said. “Right 
decisions can lead to big profits. 
Incidentally, this is why it is prof- 
itable to offer big inducements to 
attract the best men to the top 
jobs where these decisions are 
made.” 





> > > 
Negotiating Loophole? 

said Ford Motor Co. is 

not opposed to incentive com- 

pensation plans for employes, thus 
leaving a possible loophole for a 
company counter-offer in UAW 
negotiations this spring. 

“There are many such plans in 
existence,” he said. “They have 
been authorized by stockholders 
and are terminable at their will. 
These plans are designed to attract 
employes of superior talents and 
to give them incentives to make 
their greatest contribution to the 
business. These plans are designed 
to increase efficiency, productivity 
and profits. 

“When profit-sharing plans 
achieve these goals, they serve 
the stockholders and the coun- 
try well, and we are in favor of 
them. 


“But Reuther’s proposal is quite 
different. He does not propose that 
employes be given incentives to 
make additional efforts and con- 
tributions to the business, to the 
end that profits going to stockhold- 
ers may be increased. 

“Having first claimed through 
his basic demands more than his 
full share of the productivity pie, 
he seeks through his profit-sharing 
Plan to appropriate a portion of 
the share belonging to those who 
risk their capital in the business.” 

© +. * 


EFAUVER expressed concern 
about competition taking place 
Solely at the expense of the dealer 
and asked whether Ford observed 


: New-Type 
Ford executive observed|Qhn Police Cars 





fair trade laws in those states hav- 
ing them. 


William T. Gossett, Ford general 
counsel, said the company has 
never attempted to fairtrade its 
products, adding that it would be 
impossible to do so because cars 
are not identical in what they 
carry. Further, he said, Ford wants 
to give dealers ample leeway in 
their pricing. 


Senator Joseph C. O’Mahoney, 
Wyoming Democrat, said there 
have been statements that GM by 
virtue of its size and power, 
could drive the other producers 
out of business if it wanted. What 
was Yntema’s opinion? 


“We'd give them a tough time if 
they tried to,” the Ford vice- 
president replied. But he said the 
other producers with less resources 
might not be able to stay in. 


Yntema quickly added, however, 
that he doesn’t think GM has 
abused its economic power. It has 
not engaged in price gouging, but 
rather has been a “blessing to the 
consumer” through its fine man- 
agement, he said. 

“Let me give the devil his due,” 
Yntema declared amid laughter. 


Why the Large Cars? 
7 question again cropped up 
as 


to why cars are increasing 
in dimension. 

Yntema answered that rising per 
capita income in this country has 
accelerated demand for more ex- 
pensive automobiles. 

“We wouldn’t make our cars 
bigger, longer and more powerful 


Chevrolet Tests 
Brake 


MILWAUKEE.—Chevrolet police 
cars here have been equipped with 
experimental brakes using a metal- 
lic lining instead of the conven- 
tional fiber compound, according 
to Edward N. Cole, Chevrolet gen- 
eral manager. 

He said the metallic type is much 
superior to the ordinary brake. The 
new brakes have not been used 
elsewhere, he added. 

“We feel that more development 
is necessary before giving them to 
the general public,” he said. 

Milwaukee cars were chosen for 
the experiment, Cole said, because 
police officials had complained last 
year of a number of brake failures 
on Chevrolets. 

“This braking problem is one of 
the toughest we have in the indus- 
try,” he continued. “There is no 


| manufacturer in the world that we 


know of who is making a perfect 
brake.” 

He said the braking problem be- 
comes more critical as autos in- 
crease in pickup and speed. The 
chief headache is in getting rid of 
the heat generated within the 
brakes, he explained. 





unless we felt we had to do it in 
‘order to sell,” he said. 

Asked why comparable models 
of the various makers are so close 
in price, in view of production cost 
differences, Yntema said this was 
evidence of the tough competition 
that exists in the industry. 

The industry wouldn’t be compe- 
titive, he said, if each manufacturer 
simply added this amount for prof- 
its on top of production costs in 
order to arrive at a wholesale price. 

* * = 
MA warned that if Reuth- 
er’s wage and profit-sharing 
proposals are adopted, costs would 
rise “drastically in our. industry 
and also across the country.” 

“When Reuther says his labor 
proposals are not inflationary,” 
Yntema said, “he is talking non- 
sense. His basic minimum economic 
demands which he did not explain 
to you amount to some 40 cents per 
hour, or about 12 percent of our 
hourly rates and a much higher 
percentage of wages generally. 

“The rebates given to the cus- 
tomers and the share of profits 

given to the wage earners by the 
most profitable firm in the indus- 
try would have to be equaled or 
matched by its competitors. Since 
they could not be equaled in profits 
and rebates, they would have to be 
matched in lower prices and higher 
wages. 

“This would destroy the weak- 
est firms almost immediately and 
would impair the ability of others 
to keep up in the competitive 
race. The antitrust laws were 
designed to preserve and protect 
competition. Reuther’s plan would 
kill competition.” 

Yntema said that with such a 
plan in effect, a business upturn 
would result in sharp increases in 
sales volumes because of the pros- 
pect of bigger. customer rebates, 
and that sharp declines in sales 
would result “when the outlook for 
profit-sharing and price rebates 


became less favorable.” 
> > > 


Cost-Push Pressure 


Al*0. he said, the UAW proposal 
would intensify cost-push in- 
flationary forces by placing “inor- 
dinate pressure on all companies 
in an industry to match the wage- 
plus profit share in the most prof- 
itable company.” He added: 

“If the principle of equal pay for 
equal work is to be pursued, as I 
am sure it will be, we would see a 
wage inflation the like of which we 
have never known.” 

Countering UAW claims that 
Ford and other auto companies 
have raised prices unnecessarily, 
Yntema made these points: 

That while wholesale prices 
of the largest-selling Ford four- 
door sedan rose 32.8 percent from 
1948 through 1957—not counting 
adjustments for product improve- 
ments during that decade — the 
company’s labor rates went up 66.8 
percent; steel prices, 80.7 percent; 
prices of metal-working machinery 
and equipment, 69.9 percent, and 

> * * 
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Increased Cost of Changeover— 
A Ford chart for the Senate Antitrust subcommittee depicted the soaring trend of 


changeover costs and the effect of this increase as a percentage of sales. The top line 
shows the index of changes in dollar expenditures for tooling, engineering and 
styling since 1948. The 1957 figure is up more than 650 percent. The lower line— 
a sales ratio barometer—is up almost 24% times. 
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Costs Exceed ‘57 Car Price— 


A chart contrasting the “average effective wholesale price" of a 1957 Ford car 
with labor and steel patterns was presented to the Senate Antitrust subcommittee 
last week by Finance Vice-President T. O. Yntema. The car price index, starting at 
100 in November, 1956, rose in January and September because of freight-charge 
boosts, but declined in June and October due to sales allowances to dealers. The 
labor and steel indices, on the other hand, were on the upgrade at model year's 
end. Car used for the index was the top-selling ‘57 Custom 300, V-8 four-door sedan. 

* 


prices of components for durable- 
goods manufacturing, 46.4 percent. 

That whereas wholesale 
prices on the same typical Ford 
car have increased 13.1 percent 
since the 1954 model year, hourly 
labor rates rose 19.8 percent; 
steel prices, 27.4 percent; prices 
of metal-working machinery and 
equipment, 286 percent, and 
prices of components for durable- 
goods manufacturing, 19.1 per- 
cent—“the inevitable result of 
this cost-price squeeze (being) a 
reduction in our profit margins.” 

That whereas effective whole- 
sale prices for the 1957 model Ford 
car actually were 3.7 percent lower 
at the end of the model year than 
at the beginning, labor rates dur- 
ing that year increased by 6.3 per- 
cent; steel prices by 7.8 percent, 
and prices of such parts as wind- 
shields, bearings, wheels and tires 
by from 3 to 6 percent. 

“When the time came to estab- 
lish our 1958 model prices,” Yntema 
said, “the company once again had 
to resolve the conflicting pressures 
of increasing costs and a highly 
competitive market.” 

> > > 

Are evaluating all factors, he 

said, 1958 Ford car prices were 
set at levels averaging less than 
2% percent over corresponding 
1957-model prices, and prices on 
several Ford car models actually 
were reduced. 

“If the 1958 prices are adjusted 
to reflect the approximate value of 
new standard equipment such as 
dual headlights, larger engines and 
grille guards, the 2% percent aver- 
age price increase is reduced to 2.2 
percent,” Yntema said, “—an aver- 
age of $21 per car at wholesale ... 

“These pricing actions did not off- 
set all of the cost increases already 
incurred in 1957, much less any 
further increases that may be in- 
curred during 1958. 

“This means that the com- 
pany’s profits will be lower in 

1958 than in 1957, unless we are 
able to offset the umnrecovered 
cost increases through higher 
volume, improved efficiency, or 
both.” 

Answering a charge by Reuther 
that prices in the auto industry are 
“rigged,” Yntema said: 

“The only price I know of in the 
automobile industry that might be 
called ‘rigged’ is the price of labor 
—wages and fringe benefits, rigged 
by the monopoly power exercised 
by Reuther. 

“There is no collusion or discus- 
sion among companies in arriving 
at automobile prices. Prices in our 
company are not set on a simple 
cost-plus-profit basis such as 
Reuther describes. Sometimes they 
are on a cost-minus-loss basis be- 
cause we cannot otherwise sell our 
product in substantial volume.” 

= * 


Plowbacks Defended , 
said he cannot under- 
stand why labor leaders com- 
plain about companies’ plowing 
back their earnings into the busi- 
ness. 

“If I were a labor leader,” he 
said, “I would be thankful that 
stockholders are willing to leave 
their profits in the business. Such 
plowbacks would make for in- 
creased productivity and for higher 


wages or lower prices. In our eco- 
nomic system, most of the in- 
creased product made possible by 
increased capital investments goes 
to workers, not to investors. 

“If all businesses had to finance 
themselves by borrowing and sell- 
ing stock, it could lessen expan- 
sion, slow up technical progress, 
retard the development of small 
business, and reduce the growth in 
the real income of workers. 

“Reuther’s attacks on plowed- 
back profits are a real disservice 
to his UAW members and to the 
country at large.” 

Yntema said it is sometimes ar- 
gued that because profits in the 
automobile industry have been 
higher than average in manufac- 
turing, they are too high and 
should be reduced. 

“This is like saying that every- 
body whose income is higher than 
average should have it reduced,” 
he asserted. 

. . > 
[ous Ford official questioned the 

UAW’s insistence that wages be 
raised to increase purchasing 
power. 

“An increase in wages raises the 
money incomes of the workers get- 
ting the increase,” he said, “but 
part of the increase is automatic- 
ally taken by the tax collector. 
Costs are raised by the full amount 
of the increase. 

“If prices are raised to cover 
costs, the additional money ex- 
penditures required to take goods 
off the market will be larger than 
the increase in wage incomes of 
consumers. The result is depress- 
ing. If prices are raised less than 
costs, profits will be reduced, and 
business will have less to spend 
and also have less inducement to 
spend what they have.” 

Yntema described Reuther as “a 
tireless worker, a talented debater 
and orator, a skillful strategist and 
tactician, a powerful labor leader 
and a most influential politician.” 

“But he is not a very good econo- 
mist,” Yntema added. “His propos- 
als would hurt a lot of innocent 
people. I hope the man in the street 
will realize that while Reuther is 
pointing to pie in the sky with one 
hand, his other hand is taking 
money out of the consumer’s 
pocket.” 


We Goofed, Ford Says 
On ’57 Double-Pricing 


WASHINGTON. — A “bad 
guess” by Ford management 
forced the double jump on ’57- 
model introduction prices, Fi- 
nance Vice-President T. O. 
Yntema conceded last week in 
testimony before the Senate Anti- 
trust subcommittee. Yntema was 
queried about the price boosts as 
the result of UAW that 
Ford was forced to bring its 
prices up to Chevrolet levels, 

Ford’s original announced 
prices were up only 2.9 percent 
and proved “too low” when Chev- 
rolet raised prices 6.1 percent, 
Yntema said. Ferd came back 
with a secend round of price 
boosts, he said, and reached “the 
point where we still had a com- 
petitive advantage.” 
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Fears Power of GM, Ford 


Romney Asks Auto Giants’ Curb 


(Continued from Page 1) 


quire amendment of the antitrust 


laws. He called it a new approach 
to the question of competitive eco- 
nomic power in the automobile 
industry. 


He suggested that when any 
one firm in a basic industry ex- 
ceeds a specific percentage of 
total industry sales over a speci- 
fied period of time, it should be 
required by law to propose to an 
administrative agency a divesti- 
ture plan that will bring its per- 
centage of sales below the speci- 
fied level. 

Where a company is engaged in 
more than one basic industry, Rom- 
ney said, the sales percentage 
should be fixed at a point lower 
than for a firm operating in only 
one industry. 


He suggested that the percentage | 


limitations should be about 35 per- 
cent for a one-basic-industry com- 
pany and about 25 percent where 
a firm is engaged in more than one 
basic industry. 
. * > 

Form New Company 
these limits were reached, 
the company would divest it- 
self of part of its business, which 
would be formed into a new com- 


ny. 

By making divestiture free from 
immediate capital-gains tax, the 
achievement of such a sales per- 
centage could become evidence of 
economic success rather than being 
branded a crime, Romney said. 

He contended that Standard Oil 


shareholders, executives, em- | 


ployes and customers benefited 


greatly from the creation of 3% | 
companies out of what previously 


was a single enterprise. 

“If the 35 and 25 percent provi- 
sions were applied to the auto in- 
dustry, GM and Ford each would 
become sources of new companies,” 
Romney said. 

“GM, as a result of its outstand- 
ing success in the automobile and 
several other basic industries, and 
Ford, because of its success in the 
auto and agricultural implement 
fields, would become the sources 
for at least two or three new com- 
panies.” 

> © > 

THE labor side of the power 
issue, Romney asserted that the 
results of this year’s auto-contract 
talks will become a major factor 
in the higher costs and prices of 
practically everything that goes 
into an automobile and of most 
industrial goods and services that 

figure in the cost of living. 

He said Walter Reuther’s pro- 
gram places at stake the right of 
an owner to protect his invest- 
ment and decide on its use or to 
be forced to share this right with 
the union. He asked: “What 
could be more likely to force 
basic economic concessions by 
GM or Ford?” 


Romney continued: “The cold, 


brutal facts are that the 1958 auto 
settlements are likely to send an- 
other blockbuster chain reaction 
wage-price spiral across industrial 
America that would aggravate most 


of our present economic ills and 
complicate our international prob- 


lems.” 
* + * 


‘Disperse the Union’ 


H® BELIEVES that legislative 
correction is not just a question 
of applying antitrust laws to unions 
but the “application of American 
principles of power dispersion to 
unions on a union basis.” 

He emphasized that care must be 
exercised to retain the full benefits 
of collective bargaining and avoid 
a new form of bargaining inequal- 
ity. 

The ultimate aim, he said, is 
to prevent combinations of em- 
ployers or combinations of unions 
from destroying the competitive 
system. 

“To prevent this,” Romney as- 
| serted, “it is necessary to prohibit 
| joint bargaining on the part of 
|large employers in our basic in- 
dustries as well as joint bargaining 
on the part of the unions represent- 
|ing the employes of these large 
concerns.” 

He insisted that neither an in- 
ternational union or a national 
employer association is as well 
qualified to discharge the full re- 
| sponsibilities of collective bargain- 
ing as the particular union and 
|employer directly concerned, 

} * * * 


| f*OLBERT, in his statement, 
| asked a question about “ad- 
ministered prices,” a term that has 
|been batted back and forth 
throughout the hearings. 

He told the subcommittee: “I 
| am not clear in my own mind 
exactly what you mean by ‘ad- 
ministered prices.’” 

Colbert continued, “If you mean 
that each company establishes 
prices for its products instead of 
selling them at auction, why, of 
course, we do that. 

“But if the term implies that 
there is some sort of collusion 
among auto companies in arriving 
at prices, or that we establish 
prices without regard to costs or 
the realities of competition, then 
the implication is incorrect. We do 
not do that.” 

o 7 > 
H® DECLARED that pricing in- 
volves so many factors that it 
cannot be examined properly as a 
subject apart. 





McAdams Named 
By Dodge Truck 


DETROIT.—Promotion of Edwin 
A. McAdams to the position of sales 
manager trucks for Dodge is 
announced by John B. Naughton, 
assistant vice-president—sales. 


McAdams joined Dodge in 1953 as 
la district truck manager in the 
| Philadelphia region. Subsequently 
he was regional truck manager at 
Minneapolis, and regional new 
truck manager at Chicago until 
September, 1957, when he joined 
the staff of the general sales man- 
ager for Dodge trucks in Detroit. 





Ribbon Cutting Opens Auto Show— 
Mayor Alien C. Thompson, Jackson, Miss., snips the ribbon which opened the city's 


first annual automobile show under joint 


sponsorship of the Jackson Auto Dealers 


Assn. and the Jackson Exchange Club. From left are Richard McRae, Exchange pres- 


ident; Mayor Thompson and Collin Lane, 


JADA president. Two exhibit buildings of 


the Mississippi State Fairgrounds were used for the three-day showing of over 70 
foreign and American avtos, with 12 local dealers participating. 





| that the subsequent loss of market 
Cost studies, he said, are an in-| share prompted the company to 


tegral part of the preparation of 
each new model from engineering 
and styling to the purchase of ma- 
terials and the actual production 
itself. 

“These studies determine the 
general area in which our prices 
must fall,” Colbert said, “We are 
then prepared, shortly before the 
new model is introduced, to de- 
termine the specific prices that 
will be charged to our dealers. 
“This requires another series of 
evaluations. We estimate, for ex- 
ample, what consumers will be pay- 
ing for competitive cars ... Having 
estimated probable competitive 
prices, we then pay careful atten- 
tion to differences in value between 
our new model and those with 
which it will compete. 

“Having done all this, and in the 
light of all available competitive 
information, we establish our final 
prices.” 

+ + * 


Recovery of Costs 


(acs prices, Colbert declared, 

must recover all costs, enable 
adequate replacement and improve- 
ment of facilities and, over a long 
term, yield a fair return on in- 
vested capital. 

The prices also must make it} 
possible for Chrysler to offer com- 
petitive value in its products, he 
said. 

Senator John Carroll, Colorado 
Democrat, read off a list of com- 
parable model prices and asked 
Colbert whether the similarity 
was coincidental or whether it 
showed a lack of price competi- 





tion. 


Colbert said the best evidence 
of the tough competition existing 
in the industry is the fact that his 
company’s cars are priced com- 
parably with Ford and GM models 
despite the fact that Chrysler 
doesn’t have their volume. 

Senator Everett Dirksen, Illinois 
Republican, asked what would hap- 
pen if Chrysler’s prices were $200 
higher than competitive models. 

“We'd be out of business,” Col- 
bert replied. 


H® TESTIFIED that Chrysler 
made a “bad mistake” in bring- 
ing out a shorter car in 1953, and 


evolve 
1955. 


Chrysler started planning for a 
smaller car in 1949, Colbert said, 
but within six months after the 
introduction of the smaller ’53s, 
“we knew we had made a bad mis- 
take.” 

The models didn’t sell and 
Chrysler “turned handsprings” to 
get out from under, he declared. 
Wholesale and suggested retail 
prices were slashed deeply in 
March, 1953. 

“The cuts did absolutely no- 
thing to increase sales volume,” 
Colbert said. 


He said that in January of this 
year, Chrysler operated at only 
slightly over half the capacity of a 
year earlier. He said the company 
can’t turn out cars “when the deal- 
ers don’t have orders for them.” 
Other makers are in the same fix, 
he asserted. 

Frank Misch, the corporation’s 
financial vice-president, declined to 


longer, bigger models in 





give the probers a breakdown of| | 


materials costs in producing the 
company’s cars. He said such infor- 
mation was confidential and that 
disclosure would be competitively 
harmful. 


P&A Leaders 
Meet at L-M 


DEARBORN.—Forty-six out- 
standing parts and service man- 
agers from Lincoln and Mercury 
dealerships attended the Lincoln 
and Mercury annual National Parts 
and Service Managers Council in 
Detroit last week. 

Delegates were selected for their 
outstanding sales achievements 
during the past year. Five district 
service managers and five district 
parts and service sales managers 
also attended as factory counselors. 








O'Brien Celebrates Anniversary— 


Tom O'Brien, left, president, Tom O'Brien Co. (DeSoto-Plymouth), Indianapolis, js 
celebrating his 25th anniversary as a DeSoto dealer. O'Brien, a former president 
of the Indianapolis Automobile Trade Assn., and Mrs. O'Brien inspect a silver tray 
presented the couple by Paul Herpolsheimer jr., second from right, DeSoto dealer 
relations director. Tom O'Brien jr., a business associate of his father, looks on. 


Profits of GM Dealerships 
‘Going Well,’ Curtice Says 


(Continued from Page 2) 


people are looking a lot and are 
slow to commit themselves.” 


Earlier, the 64-year-old GM 
president called for an across- 
the-board tax reduction this year 
“to stimulate business confi- 
dence.” Reuther’s cure for the 
auto business slump is a price 
cut. 

Curtice said GM’s profits goal is 
15 percent after taxes, although he 
refused to be drawn into a discus- 
sion of Reuther’s profit-sharing de- 
mand. The demand, Curtice said, is 
“a matter for collective bargain- 
ing.” 

In earlier testimony, Curtice re- 
pudiated “ability to pay” as a sub- 
ject for negotiation with a union. 
But he refused to amplify on this 
statement on the second day of his 
testimony. 

“If your company were losing 
money,” Kefauver asked Curtice, 
“would you not want your ability 
to pay to be considered?” 

“If we were losing money,” was 
the reply, “I think we'd want to 
take a good look at our manage- 
ment.” 

Kefauver then asked whether, 
on the basis of this statement, 
Curtice thought American Mo- 
tors and Chrysler managements 
had caused the losses and near- 
losses suffered by those com- 
panies in recent years. 

Curtice said management factors 
were not the only reasons for fail- 
ure to earn profits. 

At one point, when Kefauver 
mentioned Curtice’s salary and 





‘Motoring’ in Miami Beach— 


Frederick J. Bell, NADA executive vice- 
president, mans the tiller of a 1908 Sears 
while ‘“motoring"™ with Alan G. Rude, 
president, Universal CIT Credit Corp. The 
trip into the past was arranged by the 
automobile finance company at the an- 
nual NADA convention in Miami Beach 
to commemorate C.I.T's beginnings in 
1908. 





bonus, Dirksen demanded that the 
record also show the salaries re- 
ceived by Elvis Presley, Red Skel- 
ton, Mickey Mantle, Jane Russell, 
Jayne Mansfield, Marilyn Monroe 
and “any other perfect 36s you can 
think of.” 

Laughing, Curtice said, 
try to do that.” 

The subcommittee’s counsel, Paul 
R. Dixon, questioned Curtice about 
GM loans of $28 million to Jones & 
Laughlin Steel Corp. and $40 mil- 
lion to Republic Steel in 1951, ask- 
ing whether those loans had not 
resulted in “favorable treatment” 
for GM when steel supplies ran 
short. 


Curtice said that, by agreement, 
GM received a “certain percentage” 
of the expanded steel production 
made possible by the loans, but “we 
thought we got very unfavorable 
treatment” when steel was short. 


59 Calif. Jobbers 
Deny Their Office 
Acts Illegally 


WASHINGTON.—Fifty-nine job- 
bers of automotive parts and sup- 
plies in California have denied 
Federal Trade Commission charges 
of unlawfully using their own buy- 
ing office, Southern California Job- 
bers, Inc., 234 West Twenty-fourth 
St., Los Angeles, to receive price 
discriminations from suppliers. 


They asserted the organization 
is a bona fide business operation, 
any lower prices received are 
legally cost-justified and that a 
cease-and-desist order against them 
would violate their constitutional 
rights. 

They asked a dismissal of the 
complaint. 


In answer to the FTC’s complaint 
of last Sept. 17, the jobbers denied 
the allegation that this organiza- 
tion serves as a mere bookkeeping 
device through which they are 
billed and pay for their purchases. 
They assert it renders suppliers 
money-saving services, including 
warehousing, advertising, selling, 
educating purchasers in the use of 
new products and saving volume 
and expense of processing orders 
and invoices. 


The parties declared the result- 
ant savings are “more than suffici- 
ent in amount to make due allow- 
ance for any price differential 
which may be found to have been 
granted...” 


They denyed that through their 
combined bargaining power they 
have knowingly induced and re- 
ceived favored prices in violation 
of the Robinson-Patman Amend- 
ment to the Clayton Act. The mem- 
bers contended they receive no 
more favorable prices and rebates 
than competitors “who can render 
the same valuable services.” 


“We'll 
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Some Turn Up Live Ones... 
Dealers Are Knocking 


On Tombstones in L.A. 


(Continued from Page 3) 


ruins any reserve account profits. 
Contracts are being written for 
3% months, but outside loans are 
cutting profits in paper for many 
a Buickman. 
* * * 
CLOSING out hold-over ’57s, 
one deal figured a gross loss of 
$275 per unit after the 5 percent 
factory rebate. Gross retention on 
the 58 models ranges from $350 to 
$500, with most dealers reporting 
averaging a good hundred 
dollars less than 1957 models at the 
same time of the year. 

Stocks on hand range from 30 
days for a 15-car-month setup, to 
4@ and 45 days for the 25-to-50- 
unit deals. 

“Pitch the cars on television and 
you can get a million customers,” 
said a general manager. “But you 

darn thing.” 


—_ Buick we've had for a 


long time that hits our stock 
with a minimum of service prob- 


lems,” was the reply to our query 


on quality. 

Most dealers echoed the man’s 
sentiments. They are happier 
with their stock and more than 

with distribution that 


gives them only ordered cars and | 


provides them fast. 


Like most dealers, Buickmen| 


were positive that scare headlines 


on local and financial press were 


hurting business. 
> > * 


Opel an Orphan? 
EL cars in Buick showrooms 
appear to be doing a varied 
amount of good. “We're selling all 
we can get at full list,” said one 
man. 

Another dealer had the opposite 
viewpoint: “It’s not doing too much 
good. We've lost Opel deals to other 
dealers who have cut prices on a 
car that has little gross at best, so 
all we are doing is trying to push 
the car. 

“But tell me, who do we sell 
an Opel to? The factory hasn’t 
given us any help.” 

One old-timer with Buick (25 
years) was rather blunt. “I'm opti- 
mistic about business picking up in 
April or May, but damn it—there’s 
not too many dealers around who 
can hold out another six months 
of pouring money down a hole,” 
he said. “The factories have got te 
face the price situation. None of 
us can any longer absorb price 
increases which the public refuses 
may.” > . * 


- THE luxury field most Cadillac 
dealers report sales to be down, 
in one case from 28 units in Janu- 
ary, 1957, to 20 units for the 1958 
month. 

Though a high percentage of the 

ness is for cash, this is normal 
for the early portion of the model 
year. Caddy dealers find their con- 
tract volume increases as the model 
year grows, with most contracts 
Tunning 24 and 30 months. 

As one dealer said, “Terms be- 
come more important as we hit a 
different segment of buyers. Peo- 
ple are holding onto their cash 
and we’ve noticed a small but 
definite trend toward cash buy- 
ers signing contracts so they 
could keep up the old bank bal- 
ance.” 

As usual, Cadillac dealers are 
Shooting for full gross, but one 
dealer points to a gross averaging 
$1,050 for his ’58s, compared with 
an average figure of $1,250 for the 
57 model early last year. 


* . 


Chevrolet Holds U 


ENERAL MOTORS’ little 

money-maker, Chevrolet by 
name, is off and running. Most re- 
Port sales and deliveries matching 
January of last year, but there the 
resemblance stops. 

One man said, “I find that 
we’re forced into giving more 
flexible terms to maintain our 150 
unit months, but even with more 
careful credit checks it’s a real 
worry, Getting that extra $100 is 
like pulling teeth.” 

On the other hand, another 





dealer notices little difference from 
last year, except that more money 
is showing, though the buyers are 
a little reluctant to part with it. A 
price-conscious operator said, “You 
can price anything out of the mar- 
ket—and we're darn near that) 
point.” 

Most dealers report few cash 
deals, with 36-month paper com- 
mon, some 30-month and little else. 
Grosses are bumping from $250 to 
a high of $360 averaged by a deal) 
moving 25 to 30 units a month. 

Product complaints are mini- 
mized by local Chevrolet dealers, 
who believe the car is just about 
as good as the best of any new 
models. Distribution seems good, 
though one man noted that every) 





ons and short of Impala coupes and 
convertibles. 
= + * 


Chrysler Picture Mixed 


ir THE Chrysler camp the sales 
picture is mixed. A few dealers 
reported Imperial sales up as much 
as 40 percent, but most were doing 
about same as last year at this 
time. 

Chrysler sales are up slightly, 
about the same or down a little, de- 
pending on who you talk to. 

“The short-change buyer is out 
of the market,” said one dealer. 
“We're having little trouble with 
getting down money, but it’s sure 
tough to separate them from ex- 
tra loot.” 

* = = 
ppropvcr quality for both Chrys- 
ler and Imperial is reported to 
be much better this year than last, 
but distribution is a “Yes” and 
“No” proposition. One dealer said, 
“I’m having a hell of a time.” 

On his desk were five-week-old 
orders not yet shipped, and ship- 
pers for cars intended for stock. 


Most complained about the long | 


wait for ordered cars and speci- 
fied the trouble was at both Los 
Angeles and Detroit plants. 





lack of confidence by the middle 
class in the future of business, plus 
plant layoffs in Southern California 
aircraft and missile operations. 
Sales forces were being gigged to 
making an increased number of 
personal calls, some were trying 
“cold spearing” for Imperial sales 
and door-knocking to pitch the 
gospel of Chrysler’s low-priced line. 
* * 


Steady with DeSoto 


OST local DeSoto operations 
are low-volume deals, using 
Plymouth for their bread and but- 
ter, However, in the DeSoto 
bracket, dealers reported business 
this year was moving just about as 
many units as they were last year. 
But like all the rest of the local 
dealers in the medium-price field, 
the DeSoto men are selling like 
mad to just keep up. 

Most deals are writing 30- 
month contracts, a few 36s, with 
side notes just about down the 
drain. Sales managers said that 
side notes are a rare bit now as 
the short-but-acceptable cus- 
tomer is no longer in the mar- 
ket. At least, not in appreciable 
volume. 


Gross retention for DeSoto enles| 
dealer is loaded with station wag-| Poor business was attributed to a! is hanging close to the $350 mark! 


59 


for most of the men we talked with. 
Last year was a little better due to 
the shortage of cars early in the 
year, but the picture was framed 
by one dealer who said, “We have 
to hold this gross to stay in busi- 
ness, whether we sell the same 
number of units we sold last year 
or not.” 


+ 
Dip for Dodge 
OR some reason most Dodge 
dealers reported business fig- 
ures way below their brother 
Chrysler Corp. dealers. Last Octo- 
ber there were nearly 1,800 Dodges 
registered in the Los Angeles and 
Long Beach area, but sales for No- 
vember, December and January are 
reported to be limping along at 
1,000 a month. 
> 


Ford Holds Its Own 


oo is reported to be holding its 

own, with loyal owners shop- 
ping for the best deal at a rate 
only slightly below last year at this 
time. 

However, the picture is not rosy 
everywhere. One large operation 
moved 170 units in January, 1957, 
but put only 80 over the curb in 
January, 1958. Another man located 

(Continued on Page 61, Col. 4) 
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Here is the most popular 
foreign-made motorscooter 
in this country. Here is the 
most complete line made by 


the leading manufacturer of 
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car on two wheels.”’ From the 


NEW 





the largest selling 
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popular 150 cc., to the extra 
powerful Grand Sport, VESPA 
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The Man Behind the Wheel... 
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Sales Testing the New Models 


(Continued from Page 6) 


1903 and some of them were still 
running in 1915 when I had an 
opportunity of trying out Ram- 
bler for the first time. The fa- 
mous Hudson 20 of 1909 was still 
around. 

The Rambler name was changed 
to Jeffery in 1914. And now, on its 
second time around, Rambler super- 
sedes Hudson and Nash, which was 
first produced in 1917. 

= 


Quality Construction 
ERE are some of the features 
which mean big dividends for 
owners. It is not enough to say 
that the body is a unitized job with- 
out a formal frame. 

Nine thousand welds are made 
in each single-unit body to provide 
a safe and rattle-free car. The 
Rambler has structural members 
forward of the firewall which act 
as safety barriers in the direction 
of the greatest potential danger— 
the front. 

These all-welded structures are 
easily visible on each side of the 
engine compartment and should be 
shown to prospects at every op- 
portunity. 

Before construction all sheet- 





Blaze at Merritt Motor 
ARKADELPHIA, Ark.—Seven 


new cars and five customers’ auto- | 


mobiles were destroyed in a fire 
at Eugene Merritt Motor Co. 
(Dodge-Plymouth). Damage was 
estimated at $80,000. 


YOUR BEST 
AUTOMOTIVE 
ADVERTISING 


THE 1958 


metal parts are treated with a | understand what was meant by Y 


new full dip protective bath proc- 
ess which retards corrosion and 
rusting underneath. 

Because ordinary spray methods 
failed to reach all vital points, the 
basic body structure is immersed 
completely in a chromate primer 
tank so that protecting chemicals 
can reach inaccessible and shielded 
body areas which might be missed 
by a spray gun. 

In addition to protecting the sur- 
face, the nonmetallic primer com- 
pound makes an effective bond for 
the subsequent paint which helps 
prevent spread of rust when the 
finish is dented or scratched. Ram- 
blers are finished in baked enamel 
which has a permanently clear and 
glossy finish. 

Furniture experts buy and grade 
the quality of upholstered furniture 
by the number of coil springs in the 
seat. Rambler can be rated tops 
by this method with 143 coil springs 


in the front and rear seat cushions. 
= * * 


Rambler Suspension 


AMBLER’S ride continues the 
impression of big-car luxury 
and room with compact-car econ- 
omy. Four coil springs coupled 
with torque-tube construction give 
a comfortable ride without diving, 
and coil springs reduce mainte- 
nance costs since there is no wear- 
ing contact with the springs. 
Rambler has “deep-coil-ride” 
front suspension, and I suspect 
that many salesmen have told this 
|to many prospects who didn’t 
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deep coil. 


The secret of the Rambler front 
suspension lies in the location of 


pressure with a 170-degree thermo- 
stat standand and 180-degree op- 
tional, of course. 

x * x 


Other Quality Dividends 


OU don’t have to go into the 
ring selling this Rambler with 
a line that you have everything, 
but it is well to emphasize that it 
is remarkable to find so many fea- 


| When this is pushed down, the seat | new, compact design. 
> . 





tures in such a compact car. 


Take brakes. They are nine- 
inch Wagner on the Six and 10- 
inch Bendix on the V-8. Pedals 
are suspended with accessible 
master cylinder. The V-8 has 
cooling flange drums, There is a 
step-on parking brake. 


the coil springs above the wheels, 
similar to the construction of an 
airplane landing gear. 


These long springs, which reach 
up into the engine compartment, 
act directly in line with compres- 
sion forces from the road result- 
ing in better handling character- | 
istics, while the long coils 
contribute directly to riding 


and stainless steel. Corrosion-free 
comfort. 


|} aluminum window frames are a 
Also, the center of gravity is| novel feature. The new air intake 
below wide-spaced springs which|on the cowl has a new expanded-| 
gives the Rambler its famed sta-| mesh aluminum screen with a 
bility on turns. | bright anodized finish which. takes | 
Every prospect will be interested| care of any worries about rust or 
in the diagrams of how these long|C°rrosion at this vulnerable spot. 
springs are incorporated in the| Window and side moldings also) 
front end geometry. I'd show dia-| Use stainless steel. 
grams and then the real thing. ee 


All of this contributes to ease of | All the Options 
steering which, incidentally, uses OU can’t lose a sale on the} 
the recirculating ball method which Rambler because of lack of op- 
minimizes friction. The steering) tions because the line has been 
mechanism utilizes a new pitman| developed so that every buyer can | 
arm and a new idler arm coupled| get whatever he wants. For in- 
with new bushings and bearings to! stance, you can get a V-8 in the 
facilitate manual steering, although | 108-inch wheelbase Rambler I} 
power steering is available on all| drove, and you can get power! 





Rambler uses a lot of aluminum | 


| process builds 


i 


Rambler Features 





Strength and Safety— 


A plate on the Rambler doorjam advise; 
that “This is a double-safe single unit 
body."’ The American Motors construction 
strength and safety inte 


the body and tends to eliminate rattle: 





models. The Rambler Six turns in| brakes, power steering, automatic 
a radius of 37 feet, 3 inches. drive on the six or the eight. 
7. * * Twin travel beds, airliner reclin-| 


Airliner Reclining Seats ing seat, continental tire carrier, | 


HIS was my first opportunity to “Powr-Lok” differential which! 
ives positive traction to both rear | 
T get acquainted with the famed ae oe San ae Z at 


ae _— wheels at all times, electric win-| 
airliner reclining seats and the dows, windshield washers, door- 
twin travel beds. My reaction was) page guards, exhaust extensions, | 
entirely favorable. floor mats, locking gas caps, clock, | 
The manual front-seat adjust- wheel discs, safety padding and a| 
ment was entirely new to me and_|host of other items are available. 
So easy to adjust. At the left front These further prove that the} 
corner of the driver's seat is a| Rambler is not the product of short| 
chrome-plated plunger or knob.|cuts but the product of modern,| 
slides to its full forward position. | * 
It then may be adjusted by pushing | ges yewm 
back in notched steps. = ee 

While I didn’t have time to try — 
the beds and the reclining seats | 
I did take time to discover how | 
they worked. A lever on each side 

of the front seats permits the | 
back to move backward in a 
series of steps. They go all the 
way down to make the twin 
travel beds. 


The right front seat can be let 
down separately and the right-hand | 8 Ee? 
passenger can sit in the back seat 
which makes an ideal chaise 
lounge. For overnight stops in na- 


tional parks and camp grounds the 
beds are quite practical and com- 
fortable. Air mattresses and screen 
shades for the windows are avail- 
able at extra cost. 
> * * 

Rambler Economy 6 Engine 
pe you know that American 

Motors has been manufactur- 
ing overhead-valve engines since 
1916? The 1958 version represents 
10 years of research which has re- 
sulted in successfully linking high 


omy of operation. 


Rambler's Fresh-Air Intake— 


mesh screen. 





No Corrosion— 


Corrosion-free aluminum window frames 
with bottom strips of stainless steel ore 
features of the 1958 Rambler. The con 
have a squeeze-type cam-and-lever door 
lock handle. 


The fresh-air intake on the 1958 Rambler is of a hooded design which fits nicely 
| into the functional styling. The opening is accented by a bright anodized aluminum 








Toledo Show Thronged, 
But Ice Hurts Louisville 


HERE was good news and bad; show in 1961 in a large municipal 


from the auto-show front last/ auditorium to be built in Tampa, 
power and performance with econ-/| week. 


A record one-day turnout of 23,- 


This year’s engine has a number/| 989 was reported for the nine-day 
of changes that were greeted with| Toledo show in which autos, boats, 
enthusiasm by Rambler fans during | sports equipment and homes shared 
the test drive. New intake manifold | the spotlight. 


and new front-mounted water 
pump were a couple applauded. 
The engine has a new wedge-type 
combustion chamber and the com- 
Pression ratio is higher, thus 
Squeezing a little more out of 
regular gasoline. 


Ed Trepinski, manager of the 
Toledo Automobile Dealers Assn., 
said attendance for the first four 
days topped 46,000, compared 
with 31,647 for a corresponding 
period in 1957. 


He said dealers reported a sud- 


There is a new throwaway-type| den spurt in sales with the opening 


of partial-flow oil filter. 


The carburetor air cleaner is 
designed without internal baffles 
and chambers and acts as a 
flame arrester in case of back- 
fire. More importantly, it tunes 
out virtually all of the carburetor 
hiss and power roar. A dry-type 
wire gauze air cleaner is used, 


The car has a 12-volt electrical} day (Feb. 1) 


system and is equipped with circuit 
breakers, dual horns and all the 
things that go with big cars. En- 
gines employ full-pressure lubrica- 
tion and have full-length water 


of the show. “I saw several deals 
closed on the show floor,” he added. 


* * » 


yams days of snow, sleet and 
ice smothered Louisville’s hopes 
of drawing 100,000 visitors to the 
city’s first auto show since 1935. 


Only 5,000 turned out opening 
at the Kentucky 
Fair Exposition Center. The next 
day, Sunday, there were 7,500 and 
fewer than 4,000 on Monday. The 
show closed yesterday (Feb. 9). 


Jerome J. Berger, producer of 


jackets with temperature control.| Tampa’s first auto show, said more 

The new front-mounted centrif-| than 20,000 turned out despite “the 
ugal water pump has a moulded| coldest and wettest week in Tampa 
plastic impeller and a double-row | history.” 


sealed ball-bearing shaft. This is 


Members of the Tampa Automo- 


high quality advanced construction| bile Dealers Assn. voted to make 


which contributes to long life. 


the show an annual event. They 


Radiators use the new 13-pound| hope to stage an “all-West Coast” 


Berger said. 


TTENDANCE at the San An- 

tonio show, which closed Jan. 
24, was estimated at 40,000 by 
Charles Turbiville, chairman. Spon- 
sored by the San Antonio Automo- 
bile Dealers Assn., it was the first 
major show in more than 25 years. 

Downtown Main St. in Santa 
Rosa, Calif., provided an outdoor 
showroom for the one-day display 
sponsored by the Santa Rosa Au- 
tomobile Dealers Assn. An entire 
block was roped off and more 
than 10,000 persons visited the 
exhibits. 

The Middletown (O.) show was 
resumed Jan. 31-Feb. 2 after a two- 
year lapse. It was sponsored by the 
Optimist Club and the Middletown 
New Car Dealers Assn. 

Projects sharing in the show's 
proceeds include knothole baseball, 
peewee football, the Optimists 
“Opti-Derby” soap-box race, the 
Boys’ Choir, Needy Boys Christmas 
Party and the Junior Optimist Club. 


GHows will open this week (Feb. 
15) in Columbus, O., and Oak- 
land, Calif. The seven-day Syracuse 
show will open Feb. 16 in the State 
Armory. 
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Car, Truck Output Estimates 


By Automotive News 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Te Toe 
Feb. 8, Week, Feb.1, Output, Feb.9, Feb. 8, 
1958 1957* 19568* January* 1957* 1958 
AMER. MOTORS**........ 3,725 2,185 am seal 7308 snees 

Rambler .............---.-.0-+- 3,725 2,007 3,7 
CHRYSLER CORP. .... 12,500 31,421 9,433 59,927 159,181 F2A27 

 ~ a 1,150 = 3,407 917 6,281 «18,199 = 7,431 

Imperial .................... 400 929 = nem wae oe 

a 1,300 3,849 3, , 

TTD  seccsecscrecoseresesseeseese 1,850 6,586 1,793 9,520 35,534 11,370 

Plymouth ..................-+ 7,800 16,650 6,060 38,593 80,027 46,393 
FORD MOTOR*** ........ 32,905 42,763 29,884 135,626 247,572 aa 

TBBCN  nnsncseccrecescesesssesneee es sesenenens 339 Ret 8 — seswcnnses 2, 

TIED cxveccsessesssocscvocsscrsseseos 28,250 33,303 28,224 118,261 193,482 146,511 

BBRCONM .....0.000.0eccrsererenee 830 1,227 797 3,217 7,564 4,047 

SUE sen scosescevooveneeevees 3,500 8,223 524 12,415 416,465 15,915 
GENERAL MOTORS.... 60,894 69,205 “ans er “Gen “aan 

SE isi csieiesiesiahinmlecine 7,100 11,626 6; 36, 

GING. enccccccccccceesessees 3,200 3,356 3,190 13,459 19,169 16,659 

Chevrolet. ...........-....0 34,000 33,763 35,042 151,818 191,716 185,818 

Oldsmobile .................... 9,694 10,487 8,961 410,652 57,798 50,346 

PID on.0.ceccccccscceccescceee saa ian 7,389 an “anes “aan 
EP QTE, -.sncescecsccosceesee 1,21 Re scans . 

ee 160 ee .. iomiinae 428 2,755 588 

Studebaker .................. 1,056 1,053 _......... 2,199 5,952 3,255 

Total Cars, U. S........... 111,240 147,163 104,359 489,357 814,013 600,597 
"Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 

*s*Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Feb. 8, Week, Feb.1, Output, Feb.9, Feb. 8, 
1958 1957* 1958* January* 1957* 1958 
BE sideline 6,300 7,588 = ~~ = = 
a 125 78 1 4 
EE SEE 60 81 52 254 445 314 
SEL cacuesvetsutsbteevsedenecees 800 1,826 1,564 4,615 9,969 5,415 
a 5,000 7,742 5,359 23,396 30,708 28,396 
i aaiicicasnttoen 1,280 1,404 1,310 5,795 8,971 7,075 
INTERNATIONAL. ...... 2,695 1,365 2,687 11,763 12,400 14,458 
iia 350 417 363 1,230 2,285 1,580 
STUDEBAKER.  ............... 176 | (eee 318 1,423 4A 
IIE? ase cctatisinndoneahetionl 410 411 406 1,741 2,223 2,151) 
WIHLYS ............ = i 1,375 —= 805 6,429 8,232 7,304 | 
MISCELLANEO 42 40 270 227 312 
Total Trucks, U. S..... 18,613 22,891 18,272 81,877 119,317 100,490 
Total Cars, Trucks, 
rr 129,853 170,054 122,631 571,234 933,330 701,087 

Total Cars, Trucks, 

ID Retihestasnnsitictidens 7,168 9,655 8,247 33,006 55,559 40,174 

Grand Total, 

Cars and Trucks, 
U. S. and Canada....137,021 179,709 130,878 604,240 988,889 741,261 
"Revised. Misceliancous includes Corbitt, Marmon-Herringteon, Federal, Four-Wheel- 
Drive, ete. 
N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 
included in Mack totals. 
Obituaries 
Manuel eC. Baptiste, 60; in, eee coming to Oklahoma City 
Honolulu Dealer Leader 7 +e 
Emery E., Ro 

HONOLULU. — Manuel Charles} xi,GaRa FALLS. N. Y—Emery ©. 
Baptiste, 60, long active in General! Roy, 75, one of the first car salesmen in 
Mates Gcalecstsipe te Hawall and) Sets: Got tates Seu tes 
oo died a 2. vi number of years, starting in 1915. = 

r. ptiste was executive vice- =. 
president and treasurer of Schu- Clinton R. Boothby 
man Carriage Co. and a director of| TOLEDO.—Clinton R. Boothby, 57, chief 
vite Motors, Ltd. and Maui 4 engineer ry Rae —— 

tors Ltd. He was also president | {0° westinchouse Et por Mg cw nod 
of Associated Properties, Ltd, and ~¥ came to. Toledo ‘asa Aluto-Lite en 

neer. was im: 
director of wae — Products. aameer in 1951. ™ . 
= > +. 

Eli J. Loranger, 83; se ae ae - 

. . ° .— Brax oung, 
Vice-Pres. of R. L. Polk % pioneer in the auto business here 
gNEW YORK.—Eli J. Loranger, Motor Co. of Spencer, N.C. which later 

ce-president o . Po moved to isbury, di an. . 
Co., died Feb. 3 at his home here. . = 2S 
He had been with the firm nearly Lester L. Wells 
72 years. ‘s LITTLS ROCK, Ark.—Lester L. Wells, 

Mr. Loranger joined Polk in 1886|{owa’ befor moving to Little ‘Rock’ five 
as a messenger boy and had served geese go. died Jan, 24 at a Little Rock 
in company offices in Detroit, | °°*?"™- sm ae 
Toledo, Baltimore, Seattle and New 
York. In 1914 he was promoted Sylvan J. Engel 

. CLEVELAND.—Syl J. Engel, 50, 
from Pacific Northwest manager'| automobile dealer in the anes 
> director of Eastern operations | for many years, died Jan. 24, 

ere. 

* * Floyd F. Peterson 
Ernest E ott BATON ROUGE, 1a—viové Fr. Poter- 
. Hash , 52, president et t, 

PHILADELPHIA.—Ernest E. Haslett, a| Ine, died of a heart attack in New Orleans 
aw in Haslett Motor Co., Lansdowne, | While on a busines a. 

-, died Jan. 28. He was 44. 

- 2 # DuBois Young 
Dr. William K. Denison . LA — , a — oe mere, ° 

OKLAHOMA CITY, Okla.—Dr. William| jan 27, He was 78. 
Simon alert Weer ass tate Dae BS oe 

ealership here, and later ni- 


son Nash Co., was found dead Jan. 29 
in a residence he maintained near Scotts- 
ville, Va. He was a dealer in Bemidji, 





Ernest E, Cline 
DALLAS.—Ernest E. Cline, 71, a used- 
car dealer, died Jan, 27. 


25% Below Year Ago... 


Car Output Edges Up 
To 111,000 in Week 


(Continued from Page 1) 


showed the manufacturers assem- 
bling 489,357 cars during the month 
—an 8.5 percent decline from De- 
cember’s 534,722 units and a 23.7 
percent skid from the 641,591 cars 
built during January a year ago. 


* * * 


UCK assemblies for the first 

month of the calendar year 
totalled 81,877 units, or 3.8 percent 
below December's 85,070 units, and 
12.8 percent under the 93,873 com- 
mercial cars built during January, 
1957. 

Canadian car and truck opera- 
tions produced 33,006 vehicles in 
January for a 224 percent boost 
over the 26,973 units rolled from 
the lines in December. Last 
month’s combined car and truck 
operations fell 26.6 percent below 
the corresponding month a year 
ago, when the manufacturers 
turned out 44,975 vehicles. 

On an industry-wide basis, 1958 
calendar-year output is running 
26.5 percent behind a year ago, with 
598,597 cars having been assembled 
through the first six weeks of this 
year, compared with 814,013 during 
the same period a year ago. 

Commercial-car assemblies are 
running some 15.8 percent behind 
the first six weeks a year ago, with 
100,490 trucks having been built 
through last Saturday, as com- 
pared with 119,317 units during the 
same period of 1957. 

* > > 
BOTH a calendar and model- 
year basis, American Motors is 
the only corporation producing 
ahead of the same period a year 
ago. 

AMC’s 1958 model output 
through last Saturday totalled an 
estimated 71,368 units, compared 
with 35,539 units a year ago, and 
its output through the first six 
weeks of the 1958 calendar year 
totalled an estimated 20,036 units, 
compared with 7,291 a year ago. 

On a corporate basis, AMC out- 
put through the first six weeks of 
this year totalled an estimated 
20,036 units, compared with 8,367 
during the same period a year ago, 
when the company was also turn- 
ing out Hudson and Nash automo- 
biles. 

Output of 16,311 Ramblers dur- 
ing January also set an alltime 
high for the corporation. The pre- 
vious record of 14,529 units was set 
in October, 1957. 

> > > 
ACTUALLY, AMC output Iast 
week skidded slightly from the 
previous week as it turned out an 
estimated 3,725 units, compared 
with 3,797 a week earlier. 


Chrysler Corp., despite facing | 


an erratic work schedule at its 
Dodge division, showed the big- 
gest gain of any manufacturer 
last week, though Ford Motor Co. 
also improved over the previous 
five days. 

Studebaker-Packard showed a 
gain because it did not work the 
previous week, while AMC and 
General Motors corporations both 
showed output losses for the week. 

Dodge, despite the fact that it 
worked only 7% hours the first 
three days of the week in Detroit, 
managed to boost its output from 
1,793 units the previous week an 
estimated 1,850 last week. DeSoto, 
which builds its Firesweep models 
on Dodge assembly lines, also suf- 
fered from the Dodge labor trou- 
bles, but also managed an output 
gain over the previous week. Its 
output last week totalled an esti- 
mated 1,300 units, compared with 
454 a week earlier. 

- + 7 
™ OTHER Chrysler operations, 

Plymouth upped its schedules 
from 6,060 units a week earlier to 
an estimated 7,800 last week; 
Chrysler division (excluding Impe- 
rial) climbed from 917 to 1,150, and 
Imperial rose from 209 to 400 as- 
semblies. 

Ford Motor Co, showed a 3,021- 
unit increase over the previous 
week despite the fact that some 
Ford division and Mercury plants 
were on short work weeks. 

Mercury, whose Wayne (Mich.) 
plant was down Monday for manu- 
facturing changes, turned out an 














estimated 3,500 cars last week, as 
against 524 the previous week, 
when it worked only its Los Ange- 
les plant. 

Ford division, which did not work 
its Somerville (Mass.) or Chicago 
plant two days, rose from an 
output of 28,224 cars a week ear- 
lier to an estimated 28,250 assem- 
blies last week. 

* * = 

N OTHER Ford Motor opera- 

tions Lincoln, which worked 
five days, upped its output from 
797 to 830, and Edsel skidded 
slightly from 339 to 325 units. 

GM's 351-unit decline from the 
previous week’s output of 61,245 
resulted from slowdowns at Chev- 
rolet and Pontiac, the only two 
divisions to show output losses 
from the previous week. 

Chevrolet, which worked all its 
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car-assembly units five days, turned 
out an estimated 34,000 cars last 
week, compared with 35,042 a week 
earlier, and Pontiac dropped from 
7,389 assemblies the previous week 
to an estimated 6,900 last week. 


In other GM operations, Buick, 
returning to a five-day work sched- 
ule after having been on four-day 
schedules the last two weeks, 
jumped its output from 6,663 to 
7,100 units; Cadillac climbed from 
3,190 to an estimated 3,200 units, 
and Oldsmobile rose from 8,961 to 
an estimated 9,694 assemblies. 

* * * 


-P TURNED out an estimated 
1,216 cars last week—160 Pack- 
ards and 1,056 Studebakers. 


Truck output last week totalled 
an estimated 18,613 units for a 
1.9 percent increase over the pre- 
vious week’s output of 18,272 
units. Last week’s output, how- 
ever, was 18.7 percent below the 
week ended Feb. 9 a year ago, 
when the commercial-car makers 
rolled 22,891 units from the lines. 


Canadian car and truck opera- 
tions, with Chrysler Corp. back on 
a one-day schedule, produced an 
estimated 7,168 vehicles compared 
with 8,247 a week earlier and 9,655 
during the week ended Feb. 9 a 
year ago.—(Martin L. Wuirmyer). 





Dealers Are Knocking 
On Tombstones in L. A. 
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in a suburban area finds sales off 
exactly 25 percent. An occasional 
aggressive outfit is holding to last 
year’s sales figures. 

“This year it looks as though 
we'll have a 12-month cleanup as 
compared to a nine-month cleanup 
period for the '57s,” said one dealer 
whose 1958 gross ranges from $200 
to $250 per unit, compared with 
$375 per unit for 1957. 

This pattern held with most Ford 
men we talked with, one reporting 
57 grosses of $480 per car dropping 
with a thud to $235 per 1958 unit. 
Most dealers reported 45-day inven- 
tories with a couple running 25 and 
30-day operations where they could 
borrow from other units of the 
chain. 

> o * 
AY out in left field, and he is 
moving cars, is the Ford man 
who said, “The only advertising we 
do is for salesmen. They cost us 
nothing, work on straight commis- 
sion and with all the help we give 
them usually end up making money. 
As a result, all of our deals come 
from the sales force, our owner 
following and service operation.” 
Another man wanted to spark 
his U. C. sales, bought a couple 
of tow bars and sends station 
wagon loads of salesmen to a 
factory parking lot with a clean 
U. C. following behind. Result: 
More used cars out the door than 
ever before, plus traceable new- 
ear sales to workers first con- 
tacted in their own backyard at 
lunchtime. 

There appears to be a lot of 
downgrading going on with Ford 
customers. Many dealers mentioned 
the number of medium-price trades 
coming in from customers who say, 
“We're not going that route again 
with payments that break our back 
for the next three years.” 

Nor do they buy the most expen- 
sive Ford. Many such deals end up 
in the middle range, with payments 
fitting the buyer’s budget, rather 
than cars to fit his ego. 


Continental Booms 


INCOLN-MERCURY dealers 
have the world by the tail with 
a price spread covering everything 
but the lowest price field. In spite 
of this apparently favorable setup, 
their business is best on the Con- 
tinentals, holding solid on the 
Lincolns and no better than anyone 
else in the Mercury field. 
Comparing ’58 with ’57 finds most 
interviewed dealers showing defin- 
ite drops in the number of units 
moved. One deal moved 27 this 
January, compared with 35 a year 
ago. Another compared ’58 sales of 
14 Mercurys with sales of 18 units 
in 1957. 

Grosses run from $1,200 to $1,- 
400 on the Continental, ard $700 
on the Lincoln in a dealership 
claiming top grosses for the 


district, to a Mercury solo net- 
ting $175 after the washout, 

Lincoln (and Continental) quality 
is holding well but many of the 
men complained of Mercury in- 
spection. One man pointed at his 
cost books to underline the $13 a 
car pre-delivery costs for 1955 as 
compared to $63 a car for the 1958s. 

> > = 

AT about the Medalist? “De- 

pends on how they present it,” 
was the opinion of an out-of-town 
dealer. “If it’s just a cheap car it'll 
never go and only ruin the line. 
However, if it’s the full package 
scaled down to meet the need for 
lower payments, we'll be in good 
shape.” 

Another outlying operator 
doubted if the Medalist would 
help much, though a large metro- 
politan operator said, “The 
Medalist might go as far as 5 
percent of our business and bring 
in more total gross at the end 
of the year—if the car meets with 
customer approval.” 

Another bright spot in the local 
registration picture has been public 
acceptance of the Oldsmobile. Most 
dealers report unit sales at a par 
or only slightly below the same 
period for 1957. 

> 


Cash for Oldsmobiles 


RTY-SIX-MONTH contracts 
seem to be the rule with few 
dealers using side notes. Two of the 
Oldsmobile dealers interviewed 
found that exactly half their 
January deals had been cash sales, 
a trend that seems to be increasing 
in this area as the result of credit 
unions in many factories. 

One deal has a ’58 gross re- 
tention figure of $365, down $135 
from 1957, another is holding $550 
while a third is averaging $350 
per unit. 

Assembly plant quality control 
seems to be keeping Oldsmobile 
dealers happy with the product, and 
local car distribution is to the 
point where the “good” and “ex- 
cellent” answers were universal 
among the dealers we talked to. 

About the only teeth chipping 
heard was from dealers with air- 
suspension cars on the showroom 
floor. Until the first man in was 
ordered to pump them up every 
morning, early-bird customers were 
treated to the sight of a new Olds- 
mobile sitting on its belly when air 
leaked from the suspension bags. 
o > . 


Rough for Plymouth 


ppursours dealers report a 
rough row to hoe. But in spite 
of a slightly-warmed-over car and 
a rugged market, most of the men 
we talked with are moving almost 
as many units as they did at this 
time last year. 

Fly in the ointment is in the 
gross. Last year Plymouths were 
solid gold, and deals were fat for 

(Continued on Page 62, Col, 1) 
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the house. This year everyone 
has cars, and the only way they 
can be sold against Chevrolet’s 
all-new car and the Ford push, is 

for Plymouth dealers to use a 

sharp pencil. 

The local pattern shows here, too, 
with many a Plymouth man com- 
menting on the cash buyer who 
cuts the pie thin, and the contract 
chum who just barely (and often 
can’t) skims under the finance rope. 

> > > 


Pontiac Spotty 

INTIAC business is reported as 

being spotty. Aggressive dealers 
are showing their best unit sales 
for several years, with good grosses 
to boot. Others are holding firm 
while a few have slipped from 30 
to 50 percent when compared with 
last January. 


One long-time dealer said, 
“They (customers) seem short of 
money. The willingness to trade 
is there, but they lack equity in 
the trade or don’t want to step 
up the down. A few seem to 
think the dealer will find a magi- 
cal way to put them in (a la side 
note or furniture loan) and are 
waiting for the easy way. But 
we're not willing and the shaky 
one’s walk right on out.” 


On the other hand, another dealer 
moving nearly the same number of 
cars said, “The trend seems to be 
that our people are buyers who 
have the money, and they want the 
best (Bonneville) we have.” 


UTION was mentioned 

by most dealers as being every- 
thing from “horrible” to “nothing of 
magnitude.” Complaints seemed to 
revolve around not getting the right 
car at the right time and a short- 
age of the unexpectedly popular 


Romney Forecasts 
Steady Profits 


Bigger Sales Slice 
Predicted for AMC 


(Continued from Page 2) 


union about many things, I have 
yet to hear from them in regard to 
the rebate plan,” Romney said. 

For the firscal year ended Sept. 
30, 1957, AMC had a net loss of 
$11,833,200. 

Rey D. Chapin jr., automotive 
division executive vice-president, 
also painted an optimistic picture, 
although he said that industry 
sales for this year “will be some- 
what less than the 5,300,000 cars 
sold in 1957.” 

He added, however, that Ameri- 
can Motors expects to increase its 
share of the available business. 

During the past calendar year, 
Chapin said, Rambler sales of over 
98,000 units set an alltime record, 
and surpassed by 38 percent the 
previous year’s sales of approxi- 
‘mately 71,000 units. 

During 1957, Chapin said, 92 per- 
cent of AMC dealers operated 
profitably. 

“Their total net profit was in- 
creased by 80 percent over 1956. 
The average net profit per dollar 
of sales for our dealers was more 
than double the industry’s aver- 
age. Today, our dealer net worth 
is over $100 million.” 

Stockholders also were told that 

Financier Louis: E. Wolfson has 
faith in the management of AMC 
and will “continue to hold his 
stock.” 

“I think this is the proper forum 
to scotch the rumor that he has 
been talking with General Dynam- 
ics Corp. and other parties about 
selling his stock,” said Martin 
Segal, a business associate of 
Wolfson. 

Later, Segal was elected to the 
board of directors. All incumbent 
directors were reelected without 
opposition. 

Over 3,892,000 of AMC’s 5,587,934 
outstanding shares of stock were 
represented at the meeting. 


Chieftain convertible. 


“The Vauxhall is not cutting 
much of a slot,” said one man. 
Across the city a brother dealer 
agreed, “It is doing us little 


good,” 
He continued by saying, 


“The 





problem we Pontiac dealers face is 
the Ford-Chevrolet fight for first 


place. Chevrolet has so many Cad- 
illac options their price structure 
honeycombs ours to a mere shell. 
is little reason 
for anyone to buy Pontiac, when 
they can get almost the same pack- 
age in a Chevrolet. If the corpora- 
tion would return to the traditional 
price separation which put each 
car in something of a category, 


As a result there 


we'd all be a lot better off.” 
Rambler All Alone 


IN we talk to Rambler deal- 
we talk to a different 
breed of cat. Seldom volume op- 
erators, they are universally happy 
with everything, even the rain on 


ers, 


the roof. 
As a whole, unit sales are ahead 


of last year with moderate grosses 


ranging from $200 to $500 depend- 
ing on how they keep books. A 
few of the dealers have noticed 
an increase in the number of 
cash deals, others said, “No 
change.” 


As to the Metropolitan, “It’s a 
darn good bread-and-butter item,” 


said one local dealer. 
> > 


> 


Good Start for S-P 


TUDEBAKER-PACKARD deal- 
ers are off to a mixed start. 
One man has doubled his unit sales, 
another slipped exactly 50 percent. 


As another dealer put it, “We 
get the crud—the guy with a °57 
Olds or Buick on which he owes 
more money than people, and he 
wants to move into our Scotsman 
to save dough. We can’t do a darn 
thing for him.” 


Most of the S-P operators are 
holding good grosses, such as the 
dealer with $300 to $400 on his '58s, 
compared with an average of $250 
for the '57 model year. Another deal 
(six cars a month) is retaining $250 
on the smaller Studes’ and $450 on 
the bigger models, which is about 
the same figure he reports for 1957. 

One man, who carefully restricts 
his stock to fast moving models, 
reported a problem unique to S-P 
dealers. It seems the factory trucks 
new cars to California, during 
which journey they pass through 
states of varying load limits. The 
cars are loaded and unloaded sev- 
eral times along the way, and as a 
result arrive with an excessive 


amount of exterior damage. 
+. > > 


Was you scrape all the dress- 
ing out of the turkey there 
seems to be a lot of meat in the 
California picture. Although nearly 
all dealers are complaining about 
business, only a minor percentage 
have reported taking steps to cut 
needless overhead, as did the Ford 
deal lopping $11,000 a month off the 


payroll right after the holidays. 
And even more surprising is 
the number of dealers who have 
yet to take positive steps to dig 
for more sales or service. Cut- 
ting advertising budgets may be 
a good idea, but positive action 
seems to pay off for the more 
aggressive dealers in a healthy 
— on the units they are sell- 
ng. 


Used cars in the Los Angeles- 
Long Beach area were just about 
the sickest pigeon in the pie before 
New Year’s. But the moment the 
holidays were over, the picture 
firmed and now wholesalers are 
reported to be actively scouting 
franchise lots for choice bits to 


spruce up the U. C. stocks. 


Dave Brenner, general manager 
of Bank Plymouth, Los Angeles, 
nutshelled the story in a few words: 
“We've got to learn to sweat it out, 
trim expenses, keep the inventory 
to a minimum, sell our used cars at 
a profit, do the best we can with 
every deal that comes over the 


door—because it’ll blow over. 


“If we can all stick around, we'll 


all make some money this year.” 
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HELP WANTED 


SERVICE MANAGER. Must have volume | WANTED—Connection as general manager. c 


shop experience, accustomed to adminis- 
tration and organization. This position 
is open with long established dealership 
in Intermountain area. Present service 
volume $35,000 per month. Excellent pos- 


sibilities for increase. Compensation— 
salary, monthly incentive and volume 
bonus, yearly arrangement, Box 7809, 


c/o Automotive News, Detroit 26, 


SERVICE MANAGER, age 40 to 50, for 
the exclusive GMC dealer in Houston, 
Texas. (Population over one million. 
Truck market here ranked third in na- 
tion.) Prefer man with experience in 
GMC truck service, Send full details to 
Box 7927, c/o Automotive News, 
Detroit 26. 


WANTED — SALESMEN to sell the book 
‘“‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, | 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box) 
224, Dept. B.. New York 1, N. Y. 














SALES 
REPRESENTATIVE 


Ohio Manufacturer of Circular Welded Steel 
Products has opening in truck and trailer rim 
sales, New position, 


Must be familiar with industry; knowledge of 
rim design, manufacture and application pre- 
ferred, Salary—open. Replies held confiden- 
tial. 


Box 7883, </o Automotive News, Detroit 26. 


| 





OFFICE MANAGER-ACCOUNTANT: Ford 
dealership selling 400-450 new cars and | 
trucks, needs office manager-accountant. | 
Send references, employment history, and | 
recent photograph. Smith Ford Sales, 
Inc., 420 W. McCarty St., Jefferson City, 
Mo. 


SALES REPRESENTATIVES NEEDED. 
Nationally advertised chemical line. Ex- | 
perience contacting automobile dealers. | 

Can earn $10,000 and better per year. | 

Commissions to 50% plus other benefits. 

Need good car—free to travel. For de- 

tails write Liquid Glaze, Inc., Box 627, 

Lansing, Michigan. 


| 
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DEALERSHIPS AVAILABLE 





Prime requisite, profit and living condi- 


tions for my family. Any make con- 
sidered if potentially profitable. Basis 
either profit sharing or buy-out. Quali- 


fied, experienced—will stand most rigid 
investigation as to ability and character. 
Factory approval no problem. Middle- 
west or southern states preferred. You 
want to retire—I want to deal on sound, 
profitable, volume basis, Box 7915, c/o 
Automotive News, Detroit 26. 


USED CAR BUYER~-MANAGER. Well 


qualified, mature man, capable, clear 
thinker who can get the job done. Former 
new car and truck dealer—available for 
well financed deal. Must be volume oper- 
ation. Top character and bank refer- 
ences. For interview send full details 
Box 7914, c/o Automotive News, Detroit 
26. 


MANAGER—CHEVROLET. Years of prof- 


itable experience. Presently employed. 
Desire change in southeast. Minimum 
$10,000 plus bonus. References exchanged. 
Box 7917, c/o Automotive News, De- 
troit 26. 





BUSINESS MANAGER - OFFICE MAN- 


living in Los Angeles. 
Ten years’ experience in all phases of 
dealership. Financial statement, daily 
operating control, business analysis, ex- 
pense control and co-ordination of all 
departments. Would like to work with a 
dealership in Los Angeles area that is in- 
terested in establishing good, sound busi- 
ness techniques. Box 7869, c/o Automo- 
tive News, Detroit 26. 


AGER. Age 40, 





GENERAL MANAGER, 


GENERAL SALES MANAGER, 


SALES MANAGER, age 48, twenty years’ 


BUSINESS MANAGER - ACCOUNTANT, 


| GAR LEASING MANAGER—Presently ac- 





to display ad this section 


IF YOU ARE MARKETING a top-flight 
owner service follow up plan, I am your 
man. Ten years with present connection | 
calling on auto agency owners. Desirous 
of making a change. Interested in New 


York, New Jersey or Connecticut. Box SUNNY CALIFORNIA. Large dealership | 


c/o Automotive News, Detroit 26. 


7910, 


sales producer with reputation for in- 
tegrity and high performance record in 
Detroit market seeks expanded income 
opportunity with automotive supplier | 
offering earnings potential keyed to re- 
sults, Successful history in direct 
to car factories plus management back- 
ground and ability. Presently employed 
but available for interview. Box 7911, 
c/o Automotive News, Detroit 26. 


ATTENTION: TRUCK MANUFACTUR-| 
ERS, dealers and special equipment man- | 
ufacturers. Have working knowledge of 
truck dealers, fleets and users in eight 
western states. Have proven record of 
successful truck and special equipment 
merchandising. Seeking position in west- 
ern states. Box 7912, c/o Automotive 
News, Detroit 26. 

PARTS AND SERVICE MANAGER. 
Twenty years’ experience with Chrysler 
products as mechanic, service salesman 
and shop foreman, Want to relocate in 
California, Excellent references. All re- 
plies answered. Box 7913, c/o Automo- 
tive News, Detroit 26. 

AUTOMOTIVE TRADE ASSOCIATION 
MANAGER, Five years’ manager Deal- 
ers’ Association. Auto retail selling ex- 
perience. Age 35—Will relocate. Top 
automotive references. Box 7916, c/o 
Automotive News, Detroit 26. 


DISCOURAGED? 


Don't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


Send your message across the nation 
an 
AUTOMOTIVE NEWS WANT AD 














| OFFICE MANAGER-ACCOUNTANT. De- 


I am young and 
aggressive with 15 years’ experience in 
sales management and the operation af 
a 700 new car retail deal as general 
mana Am seeking a dealer who 
wants my experience and ability to take 
the load off his shoulders, Would like a 
gradual buy-in arrangement, but not 
necessary. Replies will be held confiden- 


tial, and a personal interview is desir- 
able. Box 7861, c/o Automotive News, 
Detroit 26. 





age 30, 
interested in GM or Chrysler deal that 
wants to build a strong, high type, pro- 
ductive, aggressive sales force to pro- 
duce results on today’s market—progres- 
sive thinking is important. Box 7925, c/o 
Automotive News, Detroit 26. 


experience. Proven used car sales pro- 
motion ability record established with 
large General Motors dealership, Cadillac 
and dual operation. 1,400 new and used 
car sales annually, excellent character 
references, good financial rating. Will 
discuss or join dealership that appreci- 
ates experience, honesty and sincerity. 
Box 7926, c/o Automotive News, Detroit 
26. 





extensive experience in all phases of GM 
dealer operations, Capable in analyzing | 
operating results and forecasting. Excel- | 
lent references. Box 7870, c/o Automo-| 
tive News, Detroit 26. 


tive with experience all phases. Top 
references furnished. All replies in strict 
confidence, ‘‘Principals only."’ Write Box 
7900, c/o Automotive News, Detroit 26. 


sires to locate in Florida or Southwest. 
Seven years’ GM experience. BA in ac- 
counting. Capable of assuming man- 
agerial responsibilities. Write Box 7886, 
c/o Automotive News, Detroit 26. | 





DEALERSHIPS AVAILABLE : 





handling General Motors medium priced 
car, Best metropolitan location, large 
service and parts business, top used car 
set-up. Old established location, unlim- 





ited business to be had. Very good lease. 
Factory approval required. Box 7873, c/o 
Automotive News, Detroit 26. 


sales | DEALERSHIP HANDLING OLDSMOBILE 


in eastern Indiana. Ideal location. Will 
lease building and adjacent used car lot. 
City of 40,000. Must have factory ap- 
proval and cash requirement. No used 
cars or accounts to buy. Owner retiring. 
Box 7862, c/o Automotive News, Detroit 
26. 


“BIG 3” franchise in Connecticut, Caplan 


& Connors Brokers, 145 Holcomb §8t., 


Hartford, Conn, 





DEALERSHIP HANDLING BUICK— 


FLORIDA, One of the best towns in 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
7746, c/o Automotive News, Detroit 26. 


eastern Indiana industrial city. Low 
overhead, very little capital required. No 
used cars or accounts to buy. Will lease 
building and adjoining lot. Must have 
factory approval, Box 7864, c/o Auto- 
motive News, Detroit 26. 





DEALERSHIP HANDLING PONTIAC, 


HICAGO AUTO ROW dealership handling 
Chrysler product, Beautiful seven cy 
showroom and deluxe offices. Used cy 
lot across the street. Very low overhead 
above average service absorption. Frap. 
chise well established in same location 
seventeen years. Experienced staff wy 
stay. Facilities may be leased yearly 
longer. Price $35,000 cash includes part, 
tools, equipment and furnishings. Owne 
retiring. Reply in confidence; state you 
experience and financial condition, Bo 
7902, c/o Automotive News, Detroit % 


DEALERSHIP HANDLING FORD in larg 
mideastern city. Sales in excess of 1.0m 
new cars per year. Established over % 
years. Parts inventory approximately 
$60,000; signs, equipment, etc., approxi. 
mately $10,000. Unnecessary to purchag 
any real estate. Adequate facilities, ip 
cluding used car lot and storage lot @ 
advantageous lease. Reason for selling 
inability to obtain adequate management 
Reply Box 7928, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING PONTIAC. 
Vauxhall in Florida's fastest growing 
area 25 miles south of Miami. Trading 
area 40,000 adjacent to permanent air 
force base. Includes equitable lease o 
sale af modern facilities. Terrific poten- 
tial as permanent population is rapidly 
increasing. Dealer has other interests 
Box 7918, c/o Automotive News, Detrot 
26. 

AVAILABLE — HANDLING PONTIAC 
AND RAMBLER. Don't overlook this 
deal. Twenty miles to nearest Pontiac 
deal. Inventory reduced. Big potential 
Lease building—easy to buy. Phone 
St. Johns, Michigan. 

AGENCY HANDLING LINCOLN-EDSEL 
—Cedar Rapids, Iowa. Buy al! or any 
part of fixed assets, parts or used cars. 
Buy or lease buildings. Box 7919, e/e 
Automotive News, Detroit 26 


DEALERSHIP HANDLING FORD & 
Massachusetts. Trading area about 2 
000. Potential 250-300 units. Excellent 
location which you can lease. No a 
counts receivable or used cars to buy. 
Need only buy parts and equipment 
Must have factory approval. Reply Ba 
7920, c/o Automotive News, Detroit %& 


DEALERSHIP AND GARAGE with sm 
pump gas station available in west Mich 
igan town. Agency handling Chevrolet; 
parts for other cars. Kemps Realtor 
Greenville, Mich. Phone: PLaza 4-4651. 


SIMCA 
America's Best Import Buy 
Consumers Report Jan. 1958 








Tom McCahill's Reports 
E. B. Jones Motor Co. 
Distributors for 


ILLINOIS, INDIANA, OHIO & 
MICHIGAN 
2007 State St. East St. Louis, i 
UP 48532 BR 1-278 





FLORIDA EXCLUSIVE — Dual handling 
Chrysler make including Plymouth. 65,000 
population within 35 miles 250,000. Ir 
ventory and equipment only. Reasonable 
rent and lease in fast growing are 
Check this attractive opportunity. In re 
ply give bank references and busines 
experience. Box 7921, c/o Automotiv 
News, Detroit 26. - 

FOR SALE: New York suburban dealer 
ship handling General Motors. 300 ca 
potential. Reasonable rent. Only necer 
sary to buy equipment and parts. Stat 
qualifications and available capital, Jobs 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


WILL SELL LUCRATIVE CAPE CoD 
dealership due to health, Fine organize 
tion, plant, service absorption, 1957 née 
profit before dealer's salary, 40% of i 
vested capital or $430 per new car sold 
After dealer’s salary, 27% of invested 
capital or $293 per new car sold. In a¢ 
dition, business paid dealer substantial 
rent. Buy only parts and equipment. Wil 
sell or lease building. You will need GM 
approval and about $30,000 for invem 
tories and fixed assets, plus working 
cash, Total $40,000 to $50,000. Box 7922, 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING MERCURY in} DEALERSHIP AVAILABLE HANDLING 


Lincoln-Mercury-Continental in Wiscot 
sin, No property to buy—excellent leas? 
on facilities, Trade area 35,000, new cat 
potential 200. Parts and service equiP 
ment can be purchased at right price. 
Box 7865, c/o Automotive News, Detroit 
26. 





Cadillac and Vauxhall. Fringe deal in| DEALERSHIP HANDLING OLDSMOBILE 


metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars. Anxious to sell due to health. In 
your reply state net worth and experi- 
ence. Box 7866, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING RAMBLER in 


county seat town in central Illinois. 
Long time dealer, 
used car lot, excellently equipped shop 
and good service following. Owner in 
failing health. Box 7903, c/o Automotive 


News, . Detroit 26, 


& GMC trucks located in central Michi 
gan. Grossed over one million dollar 
four years in a row. $25,000 for com 
plete inventory. Will sell or lease prop> 
erty. Must get approval from General 
Motors. Box 7924, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS WANTED _-= 


new building, good| WANTED: WESTERN STATES franchisé. 


Any size, any price. Cash. Factory aP 
proved. Replies held in confidence from 
everyone. Box 7923, c/o Automotivé 
News, Detroit 26. 
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LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
jors? Or don't you know by what 


amount you lost the deal? Don't lose 
sales because you're selling in the 
dork—discover your competitors’ costs 
ond you'll know the kind of deal it 
fakes to beat them! 


Order the 1958 edition of “AUTO 
COSTS'—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224 — Dept. B2 
New York 1, N. Y. 


MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Get low, money saving, financing rates. 


Take immediate delivery. 


We specialize in such transactions on a sim- 
recourse basis for 
officers and first three grades enlisted per- 


plified, no trouble, without 





a Military 
cceptance Corp. 
B2 Tioga Bidg P.O. Box 2186 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif CApito!l 6-268! 
THornwall 3-7423 
“Worldwide for Mi 
aa 
TRUCKS DELIVERED. 3-way, towbar. 


Anywhere. Write Carl's, 6381 Elisworth, 


Detroit, Phone: 
truck centers. 





UNiversity 2-4895. Att. 


AUTOMOTIVE NEWS, FEBRUARY 10, 1958 


“WORK PATTERN" 


By - by which salesmen may or- 


their Y sellin 

right thing with the 
exactly the right time. 

men of tedious planning, daily reports, 

and red tape 


applied to selling actual prospects. 


Weekly, monthly and year-to-date com- 


parison of all salesmen. 

joctetnt. supply of forms "WOR 
PATTER costs you only $24.25. sy 
discount if check accompanies order. 


You'll save the cost and more in 


applied time the first week, 


Automotive Enterprises 
Jaikins Bidg. Birmingham, Mich. 





INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS x 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time hel 


Call or write for service details 


Automotive Inventory Service Co. 
WE 3.6445 


10040 Freeland Detroit 27, Mich. 











BUSINESS OPPORTUNITIES 


Exclusive Distributorship Now 
Open to One Businessman in 


Each Area 


so their time can all be 


so as to do just 


prospect at 
Relieve your 


Pp. 


A non-acid Electrolyte for batteries to clean 


plates and connectors of corrosion and serve 


as an Electrolyte. NOT AN ADDITIVE. 
Small investment required. 
Write: 


ELEC-TONE DISTRIBUTORS 
3401 S. Main, Suite 205 
Houston, Texas 





AUTO LEASING FIRM 
bourne, Fla. 65 units guaranteed, 
lease at missile base. Nothing wrong 


lucrative business. Desire to sell because 
other interests. Unlimited 
7891, 


of too many 
opportunity for a live wire. Box 
c/o Automotive News, Detroit 26. 





DEALER SERVICES 


MANAGEMENT SERVICES | 
Tailored to Your Requirements 


|. DIRECT: We supply Operator on salary and per- 
cent basis under our supervision—or, 


. INDIRECT: Detailed analysis monthly statement 
with suggestions . . . Your problems serviced by 
mail and phone. Staff available for consultations 


our office. 


3. On the ground survey with recommendations. 


Internal audits and tax service available. Thoroughly 
experienced staff all departments. 


Inquiries invited. Full details on request. 
DEALER MANAGEMENT SERVICES, INC. 


206 Midland Bidg. 


Kansas City, Mo. 


Telephone Victor 2-6151 





CARS FOR SALE 


eeee DO YOU WANT PROFITS NOW?? eece 
WHOLESALE TO DEALERS ONLY 
Fully AMERICANIZED 


VOLKSWAGENS 


1958s-1957s-1956s-1955s-1954s 


SEDANS—CONVERTIBLES—KARMANNS 
Shipped by the 
WORLD'S LARGEST INDEPENDENT 


VOLKSWAGEN OPERATION 


All Cars Selected, Serviced, Cleaned, and Expertly seek 
Directly to All U. S. Ports 
Contact Our American Representatives for Details 
EXPINCORP, LYNDHURST, NEW JERSEY 


Phone: GEneva 8-7070 or Call N.Y.C. lines Wisconsin 7-8221 
(Bank References Furnished—Know Your Supplier) 


Also Supplying Station Wagons, Panels, Pickups, Buses, etc. ° 
@ @ @ @ Export Industrial Comp., $.A.. Hamburg |, Germany @ @ @ @ O|0 GE OE GE a ae ae ae gail... 


for sale in Mel- 
yearly | 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 


durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


CARS FOR SALE 


ATT'N DEALERS 


1955 Chevrolet 


Taxicabs 


Good 
Motors — Bodies — 
Upholstery 
Any Quantity! 
Priced to Move! 
F.O.B. Philadelphia 
Also Available 


1956-1957 Plymouth, 
Dodge, Chevrolet & Ford 
Taxicabs with or with- 
out automatic transmis- 
sion. Some with power 
equipment. 


Call, wire or write 


Thrift Motors, Inc. 
FLEET SPECIALISTS 
2392 Bailey Ave., Buffalo 15, 
N. Y., HU 0450 or 


Sid Lavene 
c/o John Bartram Hotel, 


Philadelphia, Pa. 
Phone Philadelphia, Kingsley 
6-1100 





1956 
FORDS 


PLYMOUTHS 


Four-door ex-taxis with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


* 
Don't wait .. . 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 44630! 


call, wire or write 








th 


To Dealers Only 


Volkswagens 
‘57 and ‘58 models 
EW and USED—FULLY EQUIPPED 


Immediate deliveries from stock and direct 
shipment from Germany to all ports of 


country. Cars in stock can be seen at: 


164-21 Hillside Avenue 
Jamaica, New York 


For direct shipments call 
WaAlker 5-4273-4-5 


West Haven Import & 
Export Corp. 


204 Franklin St. New York 13, N. Y. 





LATE MODEL USED CABS 
1956 and 1957 
DODGES, PLYMOUTHS, 
FORDS, CHEVROLETS, 
CHECKERS 


All in excellent condition. 
Standard & Automatic Transmission. 
eater, %__ Gatvosnan, directional sig- 

Some with Power Steering. 
en wire or call Taxi Manager 


MOTORS 
King Ford “we. 
351 Grand Concourse 
Bronx 51, N. Y. CY 2-9400 





CARS FOR SALE 





All Makes & Models - 


Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


Il. E. SPATIG 


218 So. Wabash Avenue 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 













WANTED: 
top prices. Call Wink Chevrolet Co. 
Michigan, Detroit, 
or 2-3644. 


eerste 
WE’LL BUY—Complete stocks used auto- 

mobiles radius 200 miles. Reliable, rated | 
firm, Call H. L, Levin, 336 8S. Cameron) 


ARNOLD BUICK CORP. 


CARS WANTED 


WANTED 
‘37 BUICKS 


New and Used « All Models 
Will also purchase new and 
used ‘57s, all models and 
makes. 


Contact: A. N. Morris or 
J. Milano 








Babylon, Long Island 
Phone: MOhawk 1-7000 


"55 to '57 Corvettes. Will pay 
8209 
Mich. LUzon 2-5400 


St., Harrisburg, Pa. CEdar 6-7915, 





CARS WANTED ; 


Any Y 
We have the lar 
high market. Picky 


Any Kind 
: wholesale outlet in a 
and air conditioned 


cars a specialty. Write or Phone 


2201 Westward Bivd. 


PHOENIX (‘AUTO A AUCTION 
Phoenix, Arizona 
Phone: Alpine 85768 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 


parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 492 
Main St., Fort Lee. New Jersey. 


ACCESSORIES FOR SALE 


CHEVROLET RADIOS. Brand new 1955 


and 1956 genuine Chevrolet radios and 
antenna in original boxes. Priced below 
dealer cost. Manual tuning $38.19. Push 
button $53.70. East Side Chevrolet Co., 
2260 North Prospect Ave., Milwaukee 2, 
Wisconsin. 


LUGGAGE CARRIERS 
For Station 


Only full length (72" 


Wagons 


platters, all aluminum 
for 


permanent carrier, selling 


1957 CHEVROLET 6400, 


$62.30 Net 


CANELL CO. 
LITTLE FERRY, N. J. 
We also sell wood grain decals 


TRUCKS FOR SALE 

two speed 
Holmes wrecker, beautiful body; 
new. 1953 Ford F7—two speed, 
brakes, W45 Holmes wrecker; ready to 
go. Write or call Bill Fishel, Vande- 
venter Auto Sales, 717 So. Vandeventer, 
St. Louis 10, Mo. Phone: Franklin 1-1750. 


SHOP EQUIPMENT FOR SALE 


ws 
like 
air 


FOR SALE—Floor model Clayton Analyzer 


with all instruments. A-1 condition. 
Write or phone Linhart Motor Co.. 1532 
we _ Ave., Alliance, Ohio. Phone: 
1-9121. 


| 


BEAR — TELALINER complete, 
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SHOP EQUIPMENT FOR SALE 


$1,500, 
Harden Chevrolet Co., Circlewlle, Ohio, 


SHOP EQUIPMENT WANTED 


WANTED: Paint spray booth (used). 


Beach Auto Service, 1410 LeGare 8t., 
Columbia, South Carolina. 


BLUE © CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four ~owng 4 


Hook-Up 
DEALERS’ SPECIAL (F.O.8. neat Net) 
$44.85 Fed. Tax Included 
& e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canodian Distributors 
FIVE WHEELS, LTD. 
599 Y St. 

Toronto, 





DUAL AUXILIARY ACCELERATOR Iieft 


foot gas pedal. Patented, Fits all cars, 
pickups and most trucks. Proved for 
eight years and never been a dissatisfied 
user, Nationally advertised and in de- 
mand everywhere. List $6.95. Dealers 
and jobbers order from Lehner Mfg., 
Ness City, Kansas. 


Automatic BrakinG 


emer $B p45 
AND BRAKE HOOK-UP oe 


oescow A a 
to-Bumper T 


Pickup & 


TowKinG i.22'0, 45° 
**Add $10.00 for Guide Cables 
—SPECIAL— 


SAFETY CHAINS, set of 2, only....$2.75 


RRYING 
CASE with Wheels A Handies, 913-95 


Universal License Hairpin 
Plate Holders 35 Cener Keys 05 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “%,27. 


en $100.00 
40 So. Clinton St., Chicago 6, Ill. 
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TRADE CONNECTION: 


TP bd ccnneshece pso0esd 0nedbucenieawereaneaden 

Car Dealer [) Truck Dealer [] 
Jobber [) Insurance [] 

Matie-et Giiiiscicac0tivaee . gin kekbmetakedeeane 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 (J 





—--—-—-——-——-—-—------} 


Manufacturer [] 


Financial C) Supplier 1] 


eee eee eae ee 








IFEIS FIRST 


in passenger car advertising 


vested more dollars and bought more pages in 
LIFE than in any other magazine. 


HIS RECORD BREAKING investment included both (Jan.-Dec., 1957) 


new-model announcements and year-round selling mes- Pa yp el ay $11,398,669 
sages to LIFE’s responsive audience of new-car buyers. Saturday Evening Post 9.930.680 

This confidence in LIFE evidenced by the automobile Paar ey 3.830.535 
industry is confirmed by all advertisers. In 1957 LIFE a 
again led all other magazines in total advertising invest- Paes ok sera | 3,463,270 


ment .. . by more than 47 million dollars over the next Reader’s Digest 1,814,925 
leading magazine. Newsweek 1,695,164 


national magazines 


Publishers’ Information Bureau (gross figures) 


ONLY 3 ; 9 a gives you so much selling power . . . so swiftly, 


9 Rockefeller Plaza, N. Y. 20, N. Y. 





